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Records of large-loss fires prove con- 
clusively that fire protection measures 
are not adequate unless they include 
dependable means for detecting and 
reporting fire automatically. 


For unsprinklered properties, ADT 
provides Aero Automatic Fire Detec- 
tion and Alarm Service. Aero is a 
combined pneumatic and electrical 
system which operates to give an 
alarm whenever the temperature in a 
protected area rises at an abnormally 
rapid rate. 


No matter where fire may start... no 
matter what the hour of day or night 
... Aero automatically detects the in- 
cipient blaze and automatically sum- 
mons fire-fighting forces. 


This protection service is available 
through ADT Central Stations in 
principal cities of the United States. 
Elsewhere, the same protective sys- 
tems, including all-important ADT 
inspections, tests and maintenance, 
may be provided for local operation 
or direct connection to fire or police 
departments. 

Write for details on how ADT Ser- 
vices may be applied to effect better 
fire protection at less cost. 


W #1 in @ series presenting the principal ADT 
Services for the protection of life and property. 


Manual Fire Alarm Service 


In addition to the prompt and efficient handling of alarms, 
ADT Service includes the following all-important fundamental 
features, without which there is little assurance that any pro- 
tective signaling system will function properly when an 
emergency arises: 


@ CONTINUOUS SUPERVISION 
@ REGULAR INSPECTIONS and TESTS 
@ COMPLETE MAINTENANCE 


AMERICAN DISTRICT TELEGRAPH CO, 
155 SIXTH AVENUE NEW YORK 13, N. Y. 
Central Stations in All Principal Cities 
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* Based on Standard & Poor's daily stock price indexes of 50 industrial, 
20 railroad and 20 public utility stocks combined. 


CASUALTY 
1947 1948 


399.7 390.1 
399.4 371.0 
390.1 388.6 
374.3 396.3 
372.5 410.5 
383.2 400.4 
382.0 388.4 
381.0 388.4 
372.3 375.6 
372.9 410.1 
377.9 384.6 
383.4 403.2 


FIRE 
1948 


201.4 
195.4 
206.7 
213.4 
227.3 
215.1 
203.8 
206.2 
212.5 
232.2 
223.3 
236.3 


1949 


420.2 
414.7 
427.1 
413.9 


1947 


209.8 
210.8 
204.9 
195.1 
188.9 
199.9 
197.9 
193.7 
190.0 
196.2 
196.4 
199.5 


Jan. 
Feb. 
Mar. 
Apr 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 


NSURANCE share prices, which had been working | 


modestly higher for some time on the strength of im- 
proved earnings, suffered a mild setback in April with 
closing prices at the end of the month lower than for 
the end of any month this vear 
was off nearly 3% to 234.5, just under the December 31, 
1948 close, while the casualty index was off slightly 
more than 
December index. 


Fire Stocks 


The pattern in the fire field was monotonous in its | 


regularity. Only one issue. Fidelity-Phenix, which 
closed at the end of both February and March at 6674, 
moved higher and its gain was less than 1%. 


ceeded 6%, Westchester, which led on the upside in 
March by advancing from 20% to 21%, was down to 


20 at the end of April. 
Casualty Stocks 


The pattern in the casualty field was more varied 
with Aetna Casualty, Continental Casualtv and Pre 
ferred Accident registering advances, while Maryland 
Casualty slid off nearly 10% and American Surety, 
Fidelity & Deposit and Hartford Steam Boiler declined 
more than 6%. 


For May, 1949 


The stock fire index | 


¢ to 413.9 but remained higher than the | 


All other | 


stocks in our index registered declines but only one ex- | 


There are only three com- 
panies west of the eastern 
seaboard writing more 
fidelity and surety business 
than the Western Surety 
Corapany. 


WESTERN SURETY COMPANY 


ONE OF AMERICA’S OLDEST BONDING COMPANIES 


21 W. 10th Street 
Kensas City 6, Mo. 


Sioux Falls 
South Dekete 


175 W. Jackson Bivd. 
Chicago 4, Illinois 
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Portrait of a 
Man With Money 
to Burn 


—. 


100,000,000 Reasons to Talk, Sell and Practice Fire Safety 


TOUNG or old. rich or poor. the Fire Prevention Committee of the 
man who strikes a match is aman National Association of Insurance 
with money to burn... not just his Agent~ says. “Loss Prevention is Building and Contents 
money, but part of his country’s just as much a part of the agent's Fire Insurance 
wealth as well. bread-and-butter business as the sale Prospects and clients will wel- 
For one brief moment of neglect of policies.” come your ideas on fire safety 
destrev millions of dollars whe and fire insurance ...on bring- 
ing old policies up-to-date now 
worth of property and cause an minds his friends. neighbors. clients conte: 
appalling loss of human life. and prospeets to be cautious .. . and other possessions have in- 
More than 100,000,000 adult who promotes the adoption of fire creased in value. 
Americans every day handle fire in prevention measures whenever and If. despite your efforts, fire 
some form. The Insurance Agent wherever he can... furthers public does break out. your client need 
suffer no out-of-pocket expense. 
is the logical person to talk... welfare. and wins the respeet and 
practice... and sell fire safety. The confidence of his community. 
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N. DISABILITY LAW 


HE New York legislature passed 

and Governor Dewey has signed 
the Mailler-Condon sickness 
bill. 

The bill departs from the pattern 
heretofore established in other states 
where cash sickness legislation has 
been an extension of unemployment 
compensation. The New York bill 
is an amendment to the workmen's 
compensation law through the addi- 
tion of a new article providing tem- 
porary disability benefits and plac- 
ing the program under the super- 
vision of the chairman of the Work- 
men’s Compensation Board. Be 
ginning July 1, 1950, employers of 
four or more are required to pro- 
vide these benefits for their em- 
ployees either through insurance 
with private insurance companies, 
through insurance with the state 
compensation fund or as a self-in- 
surer, 

Covered employers are authorized 
to withhold 2 of 1% of the wages 
of their employees, but not more 
than $.30 per week, to help defray 
the cost of these benefits. The bal- 
ance must be paid by the employers. 


Benefits 
Benetits are equal to /2 of average 
wages received during the last eight 
weeks of covered employment prior 
to disability with a maximum of $26 
and a minimum of $10 per week pay- 
able for not more than 13 weeks 
after a one week waiting period. The 
policy or plan must cover employees 
four weeks after employment begins 
and must continue for 
four weeks after termination of em 
ployment. Coverage may begin 
sooner if the employee has not re- 
cently entered or re-entered the 
labor market and may terminate 
earlier if the employee resumes em- 
ployment. 


coverage 


Similar coverage is provided for 
the disabled unemployed for a period 
of 26 weeks after termination of em- 
ployment from a special fund fin- 
anced by carriers 
state fund 
and self insurers). If an individual 


assessments on 


{insurance c¢ ympanies, 


DATES TO REMEMBER 


April 13, 1949: Effective date of the lew. 
Disability benefit plans operating on 
this date are to be considered ‘‘ex- 
isting” plans. 

July 1, 1950: Start of the period in which 
an employer's status as a “covered” 
employer is to be determined. 

January |, 1950: Payments begin on tem- 
porary six months’ assessment. Funds 
earmarked to pay benefits to dis- 
abled unemployed persons. 

July 1, 1950: The law becomes fully ef- 
fective and benefit payments begin. 


is otherwise entitled to unemploy- 
ment compensation benefits or has 
earned $13 in covered employment 
in each of twenty out of thirty weeks 
preceding termination of covered 
employment, he will be entitled to 
coverage. 

Provision is made for the continu- 
ance of existing plans. Even though 
the weekly disability benefits under 
such plans are less than those pre- 
scribed by the bill such plans may be 
continued even beyond the renewal 
date by agreement or collective bar- 
gaining between employer and em- 
ployees. Unilateral employer plans 
providing equal or greater benefits 
may be continued by agreement with 
the chairman of the Compensation 
Board. A new plan will qualify if 
in the opinion of the chairman the 
benefits provided are at least as 


WEAR A 


javorable to the employees as the 
minimum benefits provided by the 
bill. 

No benefits need be paid if the 
individual is performing any work 
for remuneration or profit, if he is 
entitled to remuneration or main- 
tenance, to compensation benefits, to 
unemployment compensation bene- 
fits, or to workmen's compensation. 

The special fund for the disabled 
unemployed is financed originally 
by a total tax of 2/10 of 1% of 
wages but not more than $.12 per 
week to be paid one half by the em- 
ployer and one halt by the employee 
during the period from January 1, 
1950 to June 30, 1950. Replenish- 
ment of this fund will be by assess- 
ments on all carriers. Administrative 
expenses will be tinanced by similar 
assessments, 


Hearings 


Contested claims will be heard by 
the Compensation Board with a 
right to appeal first to the Board of 
Appeals and then to the courts. The 
chairman of the Compensation Board 
may sue on behalf of the employee. 
The insurance company, the state 
insurance fund, the self insurer or 
the special disability benefits fund 
will be subrogated to the extent of 
the benefits paid when disability is 
caused by the negligence of a third 
party. 

Amendments to the law govern- 
ing the state compensation fund sub- 
jects it to the same regulation and 
premium tax as insurance com- 
panies. The state fund is not author- 
ized to issue coverage for benefits 
greater than the minimum benefits 
required by the bill. The insurance 
law is amended to include the type 
of policy required hereunder in the 
definition of accident and health in- 
surance and to give the superinten- 
dent of insurance latitude in the ap- 
proval of policy forms and the form 
or necessity of certificates. Until 
December 31, 1950 any licensed life 
or casualty agency may solicit the 
insurance required under this bill 
without further examination. 
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AIRKEM, 


= 


CALLING.. 


LOSS EXECUTIVES « FIRE UNDERWRITERS 
ADJUSTERS « BROKERS and AGENTS 


You Can Save Money On Smoke Odor Damage Claims 
Through This New And Proven Scientific Development 


FTER years of unsuccessful 

attempts. science has at last 

perfected a product that effec- 

tively removes residual smoke 

odors. Learn how this remark- 

able new product, called Airkem, can save you 
money through its efficient Smoke Odor Service. 


/ WHAT IS AIRKEM? 
ast 


TS, Airkem is the trade name for a number 
6 of products manufactured and distrib- 
uted by Airkem, Inc., pioneer manufacturer of deo- 
dorizing and air freshening formulae used widely in 
business and industry for a variety of different pur- 
poses. Recently, as a special service to fire insurance 
companies, Airkem has developed two formulae, 
known as Osmix 21 and 22, specifically designed to 
remove smoke odors from merchandise, furnishings 
and the charred interiors of buildings. 


HOW IS 
AIRKEM APPLIED? 


Airkem ts power-sprayed directly in 
the damaged areas to build up a high 
concentration of the product. Portable dispensing 
units are then installed and kept operating in the 
closed building. In addition to the substantial finan- 
cial savings realized on reduced claims, considerable 
inconvenience is avoided. The merchandise or fur- 
nishings do not have to be removed. Airkem vapor 
circulates throughout the same areas as do the smoke 
odors ... and kills them, leaving no odor of its own. 


HOW SUCCESSFUL 
IS AIRKEM? 


Airkem has solved hundreds of smoke 
odor problems in commercial and industrial areas 
involving damage to merchandise of all kinds, inelud- 
ing textiles, furs and foodstuffs. It has proven equally 
effective in removing smoke odors from furnishings 
and clothing in private homes and 

from automobile interiors. Airkem 

Smoke Odor Service has been suc- 2 
cessful in every application to date. 


~~ 
“oa 


INC., 241 


ii 
Soke Service 


EAST 44TH STREET, 


CASE HISTORY 106 (OHIO =17) 


Recently a nationally known 

department store was threatened with smoke odor 
damage losses to merchandise valued at $500,000 
when the adjacent building burned to the ground. All 
floors and elevator shafts were power-sprayed with 
Airkem. Within two days, 90‘, of the smoke odor was 
eliminated, and with a few additional applications of 
Airkem, the entire stock was free of smoke odors. The 
total cost of the Airkem application was $1,092.00. 
Vo claim was paid on any merchandise due to smoke 
odor damage. 


SAVINGS ON SMOKE ODOR CLAIMS 


The above authentic case history from 
the Airkem files is typical of hundreds 
of cases where Airkem has saved insur- 
ance companies thousands of doilars on 
smoke odor damage claims. No wonder Airkem has 
hecome of such increasing interest to loss executives. 
underwriters, adjusters, brokers and agents. 


MINIMUM USE AND 
OCCUPANCY LOSS 


The fact that the insured usually ean 
either continue his business or resume operations in a 
few days is important to the adjuster when a Use and 
Occupancy clause is in effect. There is also a psycho- 
logical factor involved. Adjusters find it far easier to 
effect a reasonable settlement with the insured when 
no smoke odor exists than when the smell of burned 
merchandise is present during negotiations. 


Airkem’s staff of trained personnel is Oi his 
ready, at a moment's notice, to con- 


sult with you on any type of smoke odor damage prob- 

lem. Airkem distributors are located in all principal 

cities. Consult your classified phone directory or wire 

Airkem at address below for prompt 

service. For complete information 

a about Airkem Smoke Odor Service, 
write for illustrated booklet. 


TRAINED PERSONNEL AVAILABLE 


NEW YORK 17, N. Y. 
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AMERICAN AUTOMOBILE 
INSURANCE COMPANY 


che get 

rele- \ the 


bosed on on octvol case from 
the files of American-Associoted. 


. .. but no loss to Store protected by 


Crime never takes a holiday. The manager of 
a mid-west department store found this out 
when he opened his store January 2nd and 
discovered pools of water on the floor. Further 
investigation disclosed two holes in the roof 
through which burglars had made entry and 
had blown open the safe. 

Not only were coin, currency and checks 
missing from the safe; the safe itself was 
wrecked, the roof and attic needed repair and 
merchandise had been damaged by rain and 
snow getting into the store. 

Fortunately, the store was completely cov- 
ered by an American-Associated 3-D Policy. 


AMERICAN WY ASSOCIATED 


OMPANIES 


ASSOCIATED INDEMNITY 
CORPORATION 


SAN FRANCISCO 


INSURANCE 


SAINT LOUIS 


As soon as the robbery was reported, Ameri- 
can-Associated auditors made a detailed exam- 
ination. The actual financial loss was deter- 
mined, cost of repairs to the premises estimated 
and damaged merchandise inventoried. The 
claim was quickly paid in full. 

This is an example typical of the complete 
protection against loss by Dishonesty, De- 
struction and Disappearance offered by the 
American-Associated 3-D Policy. 


BUILDING DAMAGED as Safe is Cracked! 


American-Associated Comprehensive 3-D Policy 
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eee [ast month we outlined the general over-all oper 
ating results m the stock fire tield and tound them to 
rival the record vears 1935 and 1919 as the most tavor- 
able in recent tire msurance history. This month we 
iook behind the scenes inte the tive principal classes of 
busmess underwritten to determine just where the profit 
came trom and what the underlying trends have been 
The study 
supporting tables on pages 103 to 107. Over-all expert 


hire Underwriting is on page 13, with 


ence in the mutual casualty field is detailed on page 17 
and mutual fire results on page 18 


eee Pouring the last four vears the casualty msurance 
business has proceeded from one crisis to another. 
list of the problems with which it has grappled is im 
pressive Problems stil abound and will continue to 
arise, but it is necessary that insurance men maintain a 
sense of proportion and allow nothing to overshadow 
the main job of providing sound insurance protection 
nd useful insurance service. “To appraise the responsi 
bilities which current conditions impose and the oppor 
tunities which they offer, one leading executive advises 
Let's Take Stock. Wis thoughts are on page 19. 

#** [fan insurance man doesn't close sales, he doesn't 
\ccord 
ing to the secretary-treasurer of the Texas Association 


eat and the more he closes, the better he eats. 


of Mutual Insurance Agents, a man who can't close 
sales is not a salesman, he is merely a conversationalist 
In Concentrate on Closing, on page 25, he treats such 
factors as a closing fonndation, low pressure selling and 
the tec hnique of closing 


#** Jast month Charles P. Butler, formerly counsel 
of the Insurance Company of North America (¢ ompanies 
and one-time deputy superintendent of insurance of New 
York, became executive vice president of the National 
Association of Insurance Agents. When a new man 
assumes the duties of such a position, there is a natural 
interest in his ideas and philosophy. Mr. Butler's tirst 
address to the association's Board of State Directors 
appears on page 20 under the tithe (nited Action — 


A Must 


For May, 1949 


MAY, 1949 


eee All of an agency's clients fall naturally into one of 
three categories: Those who offer the greatest: oppor 

tunities for the production of additional business, thos 
who are now placing a protitable amount of busines 

with the agency and offer some opportunity for develo 

ment, and those whose present business is small and whe 
offer the least opportunity for the writing of additional 
business. Obviously, the greatest rewards are to |e 
reaped by concentrating on those clients whe fall into the 
hrst category. A systematic way in which this busines 
can be developed is described in lualyse, Classify and 
Develop on page 33 


eee There is an old saving to the effect that a poor con 
promise is better than a good lawsuit 
settlement, there must be a fair amount paid with a 


lo have a gown) 


nunimum of effort, the injured receiving all that is paid 
Phat is why a prominent lawver advocates the avoidance 
of lawsuits. He gives a comprehensive guide on /ealis 

INrectly with Claimants in our Loss Logie section o 


page os 


wee respotise to considerable ce mand, we are agan 
publishing the Ouic of the Month section which in thi 
issue appears on page 55. The questions and answer 
are compiled from the examination of the fire contracts 
course given by the Insurance Society of New Yor! 


Phere is 


a wide divergence between insurance 


ageney practices and the law of nev. To the degree 


that this situation is not fully recognized, each agent car 


ries a potential personal liability greater than that he is 
insuring for many of his polievholders. Qur Legal Spot 
hight this month shines on Some Legal clxspects ot 
Agency. The author explains some of the responsi 
bilities an agent assumes and tells how he can protect 


himself in case of error. It is on page &Y 


eee The Unauthorized Insurers Process Act adopted 
by the National Association of Insurance Commissioners 
last December and under consideration in a number ot 
states is not a cure-all for the difficulties plaguing the 
accident and health business. It is, however, a step in 
the right direction toward attacking a problem) which 
requires attention. A number of objections to such an 
act and some answers to these objections are discussed 
in Mail Order A. and H. on page 93 


eee There isn't any dependable method of sizing up 
any particular person's character. Therefore, the best 
salesmen refuse to prejudge people. “They assume that 
all persons are important. “Phat is whi a sales counselor 
from outside the insurance teld asks [diy Read 7 


Character? \t is on page 97 
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A DUAL SERVICE 


today serve a 
two-fold purpose — establish 
values for insurance—replace- 
ment reserves for accounting 
purposes, a realistic basis for 
reconciling book costs with 
present-day facts. 


The AMERICAN 


APPRAISAL 
Company 


Over Fifty Years of Service 
OFFICES IN PRINCIPAL CITIES 


PILLINOIS 


COMPANY DEVELOPMENTS 


SUMMARY of the insurance company developments 
throughout the United States and Canada in recent months 
appears hereafter. This summary includes notices of examina- 
tions conducted, and also new, licensed and retired companies. 


ALABAMA 


\dmitted 
The National Indemnity Company .......... ..Omaha, Neb 
ARIZONA 
Admitted 
Arex Indemnity Company ................- .New York, N. Y 
Sunset Casualty Company of America ........ Olympia, Wash 


IELAWARE 
Withdrew 


Badger Mutual Insurance Co. .. Milwaukee, Wis 


FLORIDA 
Examined 
American Title and Insurance Co. ............ .Miami, Fla 
IDAHO 
Examined 
People’s Automobile Inter-Insurance Exchange Boise, Idaho 
ILLINOIS 
Admitted 
Atlantic Insurance (ompany ey ; Dallas, Tex 
Secured Casualty Insurance Co Indianapolis, Ind 
MAINE 


\dmitted 
Bankers and Shippers Ins. Co. of New York ..New York, N.Y 
Providence Washington Indemnity Co Providence, R. I 
MASSACHUSETTS 


Examined 


Associated Merchants Mutual Ins. Co Boston, Mass 
Craftsman Insurance Company F Boston, Mass 
Fitchburg Mutual Fire Ins. Co ‘ Fitchburg, Mass 


West Newbury Mutual Fire Ins. Co West Newbury, Mass 
MICHIGAN 


Licensed 


Farm Bureau Mutual Ins. Co ; Lansing, Mich 
Admitte 
Assurance Company of America New York, N. ¥ 


MINNESOTA 
— 
Government Employees Ins. C Washington, D 


W thdrew 


tenpesial \ssurance Company New York, N. 


MISSOURI 
Examined 
Central Mutual Casualty Co Kansas City, Mo 
Mutual Insurance Co Columbia, Me 
Midwest Mutual Casualty Co Clayton 
National Insurance Underwriters Clayton, Me 
NEW YORK 
Withdrew 
Lafayette Fire Insurance Company 
Liquidating 
The Farmers Town Co-operative Insurance Company 
of the Town of Hyde Park Dutchess County, N.Y 
Examined 
Allegany County Farmers’ Co-operative Fire Insurance 
Co Friendship, \. 
Cattaraugus County Patrons Fire Relief Assn. ....Olean, N.Y 
Coal Merchants Mutual Insurance Co Albanv, N.Y 
Commercial Travelers Mutual Accident Association of 
\merica Utica, VN. ¥ 
Fxcess Insurance Company of America New York, N.Y 
Farmers Town Co-operative Insurance Company of the 
Town of Hyde Park Dutchess County, N.Y 
Guilderland Mutual Insurance Assn Greenville, N.Y 
The Hamilton Fire Insurance Co New York, N. Y 
New York Merchants Bakers Mutual Fire Ins. Co 
New York, N.Y 
Hornell, N.Y 


New Orleans, La 


Surety Co-operative Fire Ins. Co 
NORTH DAKOTA 
Admitted 
The Employers’ Liability Assurance Corp. Ltd London, Fng 
OHTO 
I icensed 
The Republic Indemnity Co Columbus 
Admitted 
Western National Indemnity Co 
Reinsured 
Republic Mutual Insurance Co 
Examined 
The Reliable Fire Insurance Co. of Dayton, Ohio 


San Francisco, Cal 


Columbus, Ohiv 


Dayton, Oh 


é 
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> 
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OKLAHOMA 
Admitted 
and Casualty Ins. Co 
PENNSYLVANIA 
l icensed 
ot the Green Tree . 
Examined 
\llegheny Mutual Casualty Co Meadville, Pa 
National Accident and Health Ins. Co. of Philadelphia 
Philadelphia, Pa 
State Workmen's Insurance Fund Harrisburg, Pa 
World Mutual Health & Accident Ins. Co. of Pennsylvania 
Philadelphia, [a 


Houston Fire Fort Worth, Tex 


The Stock Ins. Co Philadelphia, Pa 


SOUTH CAROLINA 
Incorporated 
Fextile General Insurance Co 
Admitted 
\merican General Insurance Co 
American Reserve Insurance 
Birmingham Fire Insurance (o 
Dubuque Fire & Marine Ins. Co 
Gulf Insurance Company 
Merchants’ Fire Insurance Co 
North Star Reinsurance Co 
Keimsurance Corporation of New York 
Republic Insurance Company 
Utah Home Fire Insurance Co 
PFENNESSEI 
Admitted 
Constitution Reinsurance Corporation of New York 
New York, N.Y 
New York, N.Y 
\tlanta, Ga 
Providence, R 


Gsreenwood, S. ¢ 


Houston, Tex 

New York, N.Y 
Birmingham, Ala 
Dubuque, lowa 
Dallas, Tex 
Denver, Colo 

New York, N \ 
New York, N \ 
Dallas, Tex 

Salt Lake City, Utah 


Ideal Mutual Insurance Company 
Progressive Fire Insurance Company 
Resolute Fire Insurance Company 
WASHINGTON 
Licensed 
Public Employees Mutual Ins. Co 
DOMINION OF CANADA 
Withdrew 
Indiana Lumbermen's Mutual Ins. Co 
ALBERTA 
Admitted 
American Equitable Assurance Company of New York 
New York 


Seattle, Wash 


Indianapolis, Ind 


Withdrew 
National Retailers Mutual Ins. Co 
NOVA SCOTIA 
Admitted 
ompany 
ONTARIO 
Admitted 
Retail Lumbermen’s Mutual Fire Ins. Co 


Chicago, Hl 


Beaver Fire Insurance ¢ Winnipeg, Manitoba 


Winnipeg, Man 


CONVENTIONS AHEAD 


MAY 


Arkansas Association of Insurance Agents, annual meeting, 
Arlington Hotel, Hot Springs 
American Association of Managing General Agents, annual 
meeting, Hotel Commodore, New York, N. Y. 
Board of Fire Underwriters of the Pacific, annual meeting, 
Hotel del Coronado, San Francisco, California. 
Health & Accident Underwriters Conference, annual con- 
vention, Edgewater Beach Hotel, Chicago, Illinois. 
National Fire Protection Association, annual meeting, Fair- 
mont Hotel, San Francisco, California. 
Insurance Accounting & Statistical Association, international 
conference, Edgewater Beach Hotel, Chicago, Illinois. 
Virginia Statewide Safety Conference, annual meeting, 
Richmond. 
Texas Association of Insurance Agents, 
Shamrock Hotel, Houston. 
National Association of Mutual Insurance Agents, mid-year 
meeting, Haddon Hall, Atlantic City, New Jersey. 
New Jersey Association of Mutual Insurance Agents, mid- 
year meeting, Atlantic City. 
South-Eastern Underwriters Association, annual meeting, Hot 
Springs, Virginia. 
26 National Board of Fire Underwriters, annual meeting, Hotel 
Commodore, New York, New York. 
American Management Association, insurance conference, 
Hotel Statler, New York, New York. 


annual meeting, 


26-27 
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MOREandMORE 


BANKERS 


are being 


Oy, of 
grove 


There's a Special Reason... 


Consult Our Bonding Specialists 


The EMPLOYERS’ GROUP 


Insurance Companies 
110 MILK STREET, BOSTON 7, MASS. 
The Employers’ Liability Assurance Corp., Ltd +» The Employers’ Fire Insurance Co, 


American Employers’ insurance Co 


Coury? 


BALTIMORE NEW YORK 


A PROGRESSIVE 


SURETY and CASUALTY 
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REINSURANCE ‘Group 


AMERICAN RE-INSURANCE COMPANY 
AMERICAN RESERVE INSURANCE COMPANY 


Retnsumance Exclusively 


Casually Hidelity Su rely 
Martine 
Mhied tines 


COMPLETE A LV PROTECTION 
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Losses Incurred (Excluding Loss Adjustment 
Extended 
Cover 

65.1 

447 

40.7 

58.9 


Motor 
Vehicle 


Inland 

“Marine 
52.6 
529 
55.0 
53.4 
47.3 


Year 
1944 
1945 
1946 
1947 
1948 


Fire 


Average 


51.3 


OSTWAK inflation and attendant conditions have 

done strange things to premium volume loss 

ratios of the fire-marine insurance companies which 
can only be understood by looking behind the aggregate 
hgures into the trends and experience on the principal 
classes of business written. To make possible this “look 
hehind the scenes,” we have prepared a special tabulation 
which shows the changes in premium volume on tive of 
the principal classes of business in which approximatels 
of total written. Then, to show the 
true underwriting experience on each line, we have 


volume 


Is 


compiled the actual losses incurred and ratioed them to 
earned. This procedure is particularly im 
portant mm the recent period of fluctuating 


premium 
volume and changing loss experience, 


as the often re 
ported ratio of losses paid to premiums written is 
virtually under conditions. The 


study is based upon the experience of the thirty-tive 


meaningless present 
companies reporting the largest volume of business in 
each particular line with the result that the tive groups 
are not identical 

During the war vears, ocean marine accounts included 
“Wartimepandi” business written under an arrange 
ment with the War Shipping \dministration that called 
for the return of premiums in excess of commissions, 
losses and a small protit margin. As individual com 
pames followed several different methods in reporting 
this low acquisition cost business, loss ratios reported 


during the war period are not directly comparable 


Because of these circumstances we are omitting the study 
of ocean marie experience 


Pure Loss Ratios 


This study has been made up on a hasis of pure loss 
\lthough 

part of 
is considerable varia 


ratios, excluding loss adjustment expenses 


the adjustment expenses are just as much a 


there 
thon im the item from year to vear, 
the 


claims as losses themrse Ives, 
and in the absence of 
item in the annual statements, it is 
catheult to make an exact apportionment of loss adjust 


location oft 


For May, 1949 


Expenses) 


Tornado 
73.1 
65.7 
58.1 

107.3 
91.4 


78.5 


ment expenses among the several classes of business 
Furthermore, on the theory that loss adjustment es 
penses acerue only as losses are settled, it is probably 
more accurate to express such expenses as a percentage 
ot losses rather than as a percentage of premiums 
this basis, loss adjustment expenses run about 647 ¢ 
fire losses, 87 to 10° of inland marme losses, about 
10% of motor vehicle and tornado and nearly 12! 


extended cover losses 


1 
on 


Fire Underwriting 


\iter tive successive vei advancing | 
on straight fire business (from 41.0; 
in 1947) the thirty 


Mnpertant line report 


in 1942 to 53.8% 
hive thi 
a drop of 3.3 points in to 
bring the ratio of pure fire losses 


leading underwriters o 


Incurred 
\dding at 
the 


to earned 
premiums down to 48.5 
to 


hecome 


estimated 6 
nid 
what 


cover claim adjustment expenses 


so that were it not for tl 


lower expense ratio (attributable 
much 


si 
the 
ot currently under 
written) the line would not have even shown the modest 
profit margm ait did in 1948. In 1947, the 
substantial increase in earned premiums was beginning 
to pass the 


largely to ver\ 


greater volume business 


just when 


inflationary rise losses, the 


compames faced the most destructive 


comtinuing 


series of maport 


disasters in the country’s history under 
1O48 with an 
of nearly 14 
double the rise in written prennums and well above the 
Although the major 
portion of the doubling of premium volume in the last 
five vears is attributable to the 
coverage on inflated values, 


This favorable 
lving trend, hidden in 1947, continued it 
increase of earned 


premiums about 


27% 


estimated rise in fire losses ) 
necessary mecrease 
higher rates in a number 
of territories plaved an important part in overtaking the 
record rise in dollar losses 
vear is favorable 


‘| he outlook for the current 
as replacement and 
while earned premiums for 
high level of 


amounts to 


costs fire losses 
show tendencies to decline, 
the vear wall still Ie 


previous writings 


augmented from the 
Straight fire 
approximately halt of the total stock fire 


ss 


volun ( 


‘ 
j 
4 | 
Re 48.5 43.8 42.3 
ratios 
= 
15 


STOCK FIRE UNDERWRITING—Cortinued 


Automobile Experience 


\utomobile volume written by the stock fire-marine 
companies enjoved a spectacular growth from less than 
$63 «million in 1933 to $275 million in 1941, only to 
drop to $133 million due to wartime cessation of new 
car pre duction and lower collision rates because of re 
stricted driving. Under the impetus of resumed auto 
mobile production and substantially higher rates, rev- 
enue from automobile lines staged an even more spec 
tacular recovery, advancing by about 60° in each of 
the vears 1946 and 1947 and by 25°77 in 1948 to reach 
the unprecedented total of $530) million, nearly one 
quarter of all business written in the stock fire-marine 
field 

Loss experience on motor vehicle business has shown 
almost as wide swings as did premium volume. During 
the pre-war period, claim frequency mounted with the 
result that the pure loss ratio reached an unprotitable 
1941. Wartime driving restrictions made the 
line temporarily profitable in 1942 and 1943) (when 
volume was way down) but the resumption of full-scale 


590% in 


driving and the verv substantial rise in cost of repairs 
and replacements jumped the pure loss ratio back to 
in 1944 and it continued to climb to 69° in 1945 
Rate increases and new cars hoosted volume with the 


5007 
result that there was a moderate improvement in ex 
perience in 1946, a substantial improvement in) 1947 
which brought the line to better than a break even point 
and a further improvement in 1948 to place the line well 
in the black and contribute substantially to the over-all 
profit reported by the industry 


Inland Marine Experience 


Inland marine premiums advanced about in 
1948 climaxing a steady rise from less than $30 million 
in 1933 to about S200 million last vear. This tremen 
dous growth in volume has increased the relative im 
to about 9% 


portance of the line from Jess than 5‘ 


of total business underwritten by stock fire-marine 
with extended coverage and ocean 


companies to vie 
This growth re 


marine for third place in importance 
flects the trend toward broad flexible coverage, the 
high level of commercial transportation, inflated dollar 
values and the increasing popularity of personal property 
floaters 

On expanding volume, the over-all experience on 
inland marine remained very favorable until 1943 when 
the incurred loss ratio, exclusive of claim adjustment 
expenses, jumped to 53.3°7 at which level it remained 
average tor the tive vear 


for tive vears. In fact the 
period ending with 1947 was exactly 53.3. 
ence in 1948 was just six points better with a pure loss 
ratio of 47.347. Although until 1948 the over-all results 
showed little change from vear to vear, individual com 
panies show rather wide variation and even on a tive 
vear average basis the spread ts as much as fifteen pots 
with some companies in the low forties and others in the 


high fifties 


16 


Extended Coverage Experience 


Extended coverage insurance, introduced about ten 
years ago, advanced another 12°¢ in 1948 to reach ap 
proximately $200 million. Its initial popularity was en 
hanced by the two hurricanes along the Fast Coast, while 
its more recent growth 1s due principally to the forces 
of inflation and mounting values. Rather wide variations 
in experience are to be anticipated. In 1944 the East 
Coast hurricane jumped the pure loss ratio to 65.1, 
while in 1946, a year in which the destructive powers 
of Nature were not unleashed on any large scale, the 
loss ratio dropped to 40.777, only to jump to 38.9; 
in 1947. A fifteen point drop in 1948 brought the pure 
loss ratio down to 43.8° —about six points under the 
five-year average. 

Extended coverage insurance is potentially the most 
hazardous line underwritten by the fire companies and 
far more difheult to guard from a catastrophe loss than 
straight fire insurance and its oft-mentioned conflagra 
tion hazard, A wide spread of business that would ‘re 
duce the hazard of anv conflagration would not be 
safe from a hurricane extending over a large territory 

such as the New England hurricane of 1938. A 
similarly destructive storm today would pile up tre 
mendous insured losses. 

Unquestionably, there has been an increase in claim 
consciousness on the part of policyholders and as most 
ot the losses which do not originate from some common 
disaster are both small and widespread, the cost of ad- 
justing them is relatively high. This has resulted in 
the wider adoption of deductible forms 


Tornado Experience 


Tornado premiums have gradually declined due to 
switching to the broader extended coverage form which 
Is reported as a separate classification. Underwriting 
experience has been generally unsatistactory, the high 
loss ratios reflecting intlated repair costs and an un 
relationship of insurance carried to the 
property destroved or 


satisfactory 
rising dollar value of 
damaged. Wide fluctuations in experience among com 
panies and from vear to year reflect the small volume, 
territorial distribution of risks and varying remsurance 


rapidly 


arrangements 

The pure loss ratio has averaged 78.37 for the last 
five vears with a low of 38.167 in 1946 followed by a 
high of 107.307 in 1947 and 91.4 in 1948. There 
were only tive companies which reported five-year pure 
while six had loss ratios which 
\ company with one 


loss ratios below 70% , 
exceeded 100% for the period 
ot the lowest average loss ratios (60.657 ) had the ex 
treme good fortune of recording a ratio of only 3.8% 
in 1945 but two vears later it was above 100°. Highest 
individual loss ratios were in 1947 when two companies 
hit nearly 140%. 

Supporting tables of the five leading classifications of 
business showing the five-year results of the thirty-five 
companies reporting the largest volume of business in 
each line appear on pages 103 to 107 and will appear 
in the 1949 edition of Best's Aggregates and Averages 
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RESULTS 


23 MUTUAL CASUALTY COMPANIES 
1947 1948 

$761,950 
185,381 
214,348 
340,586 
311,619 
159,645 
534,071 
509,122 
59.3 
57.9 
22.2 
81.5 
80.1 
87,110 
94,065 
5,712 
12,735 
—1!,306 
4,894 
59,606 


Total Admitted Assets 
Policyholders’ Surplus—Stat 
Policyholders’ Surplus—Case 
Loss Reserves—Stat. 

Loss Reserves—Case 

Unearned Premiums 

Net Premiums Written 

Net Premiums Earned 

* Loss Ratio—Stat. (incl. Adj. 
*Loss Ratio—Case (incl. Adj. 
t Expense Ratio 

Combined Loss & Exp.—Stat. 
Combined Loss & Exp.—Case 
Underwriting Results—Stat. 
Underwriting Results—Case 
Change in Premium Reserve Equity 
Net Investment Income 

Other Investment Gains or Losses 
Federal Taxes Incurred 


Dividends Declared 


$657,516 
152,313 
174,324 
305,188 


49,089 


*To premiums earned. t To premiums written. All figures 


shown in thousards (last 000 omitted). 


WENTY-THREE representative companies writing 

more than half of all business underwritten in the 
mutual casualty field reported an increase of 17% in 
net premiums for 1948, the same percentage gain which 
occurred in the stock field. On the basis of these figures, 
we estimate that the over-all mutual casualty volume in 
1948 approached one billion dollars, including the acei- 
dent and health written by 
panies and mutual life insurance companies. Although 
the inflationary increase in premium volume passed its 
peak rate of growth in 1947, the $120 million increase in 
1948 exceeded the total volume of business written in the 
mutual casualty field in either 1932 or 1933. 


business specialty com- 


Over-all Results 


Experience roughly parallels the trends and results 
reported in the stock casualty field with mutual loss 
ratios running several points higher than stock company 
loss ratios but with expense ratios better than ten points 
lower. The favorable trend of casualty experience in 
evidence in 1947 continued in 1048+with the mutual car- 
riers reporting a further drop of better than four points 
in their incurred loss ratio on an actual case basis for re- 
serves and a fractional improvement in expense ratio on 
the larger volume of business underwritten. The com 
bined loss and expense ratio of 80.97 ranks among the 
lowest reported for a number of years. In fact for at 
least twenty years the combined loss and expense ratio 
in the mutual casualty field dropped below 814% on only 
two other occasions (1938 and 1942) and in neither 
case did it go below 80°. 

Higher automobile rates were chiefly responsible for 
the substantially improved underwriting experience. 


For May, 1949 


*Loss 
Ratio 
65.1%, 


Premiums 
Written 
$134,654 
132,042 
122,222 
108,102 
109,900 
141,083 
168,113 
199.519 
235,262 
230,652 
256,843 
293,602 
363,934 
427,170 
440,270 
484,679 
539,581 
688,300 
887,111 
$1,000,000 


tExpense Combined 

Ratio Ratio 
21.6% 86.7%, 
22.6 85.5 
23.4 85.5 
24.5 84.9 
23.7 85.1 
21.4 85.1 
21.4 82.5 
21.2 82.6 
20.1 81.3 
22.0 80.8 
23.5 81.2 
23.9 83.8 
23.7 84.0 
23.2 80.2 
23.8 83.2 
23.9 85.3 
23.9 87.9 
24.3 88.9 
23.8 85.3 
$23.6 $80.9 


1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 

1942 
1943 
1944 
1945 
1946 
1947 
1948 


§ Case basis for reserves. 
in thousands ‘lest 000 omitted) 


t Estimated. All figures shown 


This was particularly important as automobile writings, 
under the stimulation of tighter financial responsibility 
laws and a record number of cars, continued to climb 
While auto liability experience appears to be on a satis 
factory basis in most jurisdictions, experience on auto 
property damage still leaves something to be desired 
With the same factors influencing growth still present 
automobile premiums seem destined to continue therr 
advance in 1949, 


Other Lines Profitable 


With record employment and high wages, accident 
and health and workmen's compensation premiums con 
tinued their upward climb in 1948 and underwriting 


experience remained very good. Employment shows 


some signs of slackening, but unless general conditions 


deteriorate far more than now appears probable, both 
of these lines should be protitable in 1949 


Investment Results 


Mutual casualty carriers have shown a substantial 
growth in assets over the past few vears and investment 
portfolios continue to reflect a high degree ot liquidity 
with large cash balances and substantial holdings of U 
S. Government bonds, many of the latter in short-term 
issues. The larger invested assets, increased dividends 
on some stockholdings and slightly higher rates on new 
investments have augmented net investment imcome. 

Tables sent to our weekly bulletin subscribers show 
ing the principal figures and operating ratios for the 
individual mutual casualty companies for 1947 and 1948 
are omitted from the News this year. 
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; 
To 
> 21.7 62.9 
+ 23.0 62.1 
116 60.4 
18.5 63.7 

16.8 
60.2 

58.8 
57.7 
59.9 
60.3 

57.0 

59.4 

61.4 

§64.0 

864.6 
§61.5 

$§57.3 
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WENTY-SEVEN representative mutual tire insur- 

ance companies transacting nearly 30° of all busi 
ness underwritten in the mutual fire tield reported a 
gain of 13¢¢ in net premiums written for 1948 as against 
a gain of 20° in 1947, ‘Total premium volume in the 
field is estimated at about $430 million, a substantial 
gain from the $128 million reported in 1933. The in 
curred loss ratio, which declined only fractionally im 
1947, dropped more than three points in 1948 to 41.35, 
while the expense ratio remained about the same at 
33.0% to bring the combined loss and expense ratio to 


74.5' 
Outlook Favorable 


\lthough a major portion of the rise premium 
volume in the last few vears is attributable to the neces 
sary increase in coverage on inflated values, higher rates 
ina number of territories played an important part in 
overtaking the record rise in dollar losses. The outlook 
for the current year is favorable as replacement costs 
ind tire losses show tendencies to decline, while earned 
premiums tor the year will still be augmented from the 
high level of previous term writings. 

Polievholders’ surplus, which in recent years has not 
wivanced in line with the rapid increase in premiums and 
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MUTUAL FIRE COMPANIES 


liabilities, advanced about 17¢¢ in 1948 as premium vol 
ume slackened its rate of growth and underwriting be 
came more protitable. Moreover, larger invested assets, 
increased dividends on some stockholdings and slightly 
higher rates on new investments have augmented net 
investment income, Investment portfolios continue to 
reflect a high degree of liquidity with large cash balances 
and substantial holdings of U. S. Government bonds, 
many of the latter in short-term issues. 


1947 948% 
Total Admitted Assets $170,278 $175,231 +2.9 
Policyholders’ Surplus 55,806 65,144 16.7 
Loss Reserves 10,261 10,527 2.6 
Unearned Premiums 95,775 109,041 13.9 
Net Premiums Written 107,668 123,503 14.7 
Net Premiums Earned 93,142 110,240 18.4 
* Loss Ratio 44.7 415 
t Expense Ratio 32.9 33.0 
Combined Loss & Exp. Ratio 77.6 745 
Statutory Underwriting Results 17,199 23,849 
Change Prem. Reserve Equit, 4,379 4,03! 
Net Investment Income 3,188 3,653 
Other Investment G. or L. —127 —632 
Federal Taxes Incurred 1,012 1,440 
Dividends Declared 15,139 16,804 


All figures shown in thousands (last 000 omitted). 
* Incurred to earned premiums. t Incurred to written premiums 


MONTHLY FIRE LOSSES 


Hk National Board of Fire Underwriters 

that in March tire destroyed property and resources 
with an estimated value of 867,218,000, This destruction 
February's 


reports 


represented a 7.7 per cent inerease over 
total of $62,424,000 but was 9.5 per cent lower than the 
tire losses of $74,236,000 recorded for the same month a 
year ago 

lire losses for the vear to date now total $187,508, 
OOO, an average rate of destruction of $2,084,088 a day 
since January 1. For the twelve months period ending 
March 31, the total estimated fire loss 1s SO89,915,000 
This is a decrease of 2.5 per cent from losses of $707, 
540,000 tor the 12 months ending March 31, 1948. 


\ comparative table of tire losses over the past 

thirtv-six months follows : 
1046, 1947 104% 

\pril 52,153,000 68,020,000 63,751,000 
May 46,094,000) 50,545,000) 59,256,000 
June S0.840.000 
July 40.998 0000) $0,357,000 50,955,000) 
\ugust 19.000 51.359.000 $9.543.000 
September 40 255.000 47.990,000 49.945, 0000 
October 40208 000 34.946,000 S1.845.000 
November $4,700,000 51,346,000 


December S804 0000) 301,000 69,397 000 
1947 1948 1949 
January 63,010,000 
February 64.247 000 71.5210") 62,424,000 
March 724351000 74.236.000 67,218,000 


Potals S000, 530,000 $707,540.00 $689.915,000 
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E BEGIN 
stock-taking by setting down 
the fact that we 
That should not be a startling ob 
servation to most but it should sur 


our process ol 


survive 


prise a fairly large number of pessi 
mists who some years ago viewed 
with fishy eye the future of a busi 
ness which had just been declared 
by the United States Supreme Court 
Not only do 


reasonably 


to constitute commerce 
we survive, we are in 
Last 
ualty insurance companies wrote $2, 
390,000,000 of insurance prennumis, 


vear stock cas 


good health. 


just about double the volume written 
five vears ago. It is true that post 
war inflation and the rectification of 
rate levels contributed heavily to the 
increase in premium volume, yet a 
considerable amount of new business 
While conscious of our 
imperfections, we may be encour 
aged to believe that such patronage 
approval ot 


was written 


demonstrates — public 
stock insurance principles and prac- 


tices 
Continued Survival 


If there is a lesson in all of this, 
it is that the American Agency Sys 
tem and will 
tinue to survive so long as they give 


stock imsurance con 
the insuring public what it wants im 
the way of insurance protection and 
service. I say that we shall survive 
so long as we do that, but not one 
fortified with 
fulfilling 


day longer. If we are 
the conviction that we are 
our obligations to the insuring public 
with wisdom and fidelity, we can 
continue to meet each problem as it 
comes along, secure in the belief that 
it is something to be grappled with 
and solved and not to be viewed as 


a final curtain on our careers 


\s we move along in our process 


of stock-taking, we may add a sec 
ond observation, and that 1s that the 
business has become increasingly 
complex and more demanding of its 
practitioners. The baste cones pt ol 


For May, 1919 


H. P. STELLWAGEN 
Executive Vice President 
Indemnity Insurance Company of 
North America 


policy forms has changed. In a 
rather brief period we have devel- 
oped new forms for the manufac 
turer, the contractor, the individual 
in his personal capacity, the store 
keeper, the farmer, and the financial 
institution. The tact that these forms 
are blanket or comprehensive in 


character gives them a certain at 


of simplicity, yet their proper ap- 


plication requires the utmost of the 


producer in the matter of risk and 
hazard analysis. The current im- 
portance of risk analysis is under 
lined by the seeming ability of third 
parties to recover damages from 
every conceivable phase of personal 
and business existence and opera 
tion. The vigorous subrogation ac- 
tivity of direct damage underwriters 
has dramatized the loss potentialities 
in the field of property damage lia 
Inility 

Fundamental changes portend in 
the area of premium computation. | 


refer particularly to the approval by 


the New York Insurance Depart- 
ment of the principle of gradation 
of premium by size of risk for the 
third party lines either singly or in 
combination, and also the principle 
of rating retrospectively the work- 
men’s compensation and third party 
lines under a single rating plan. That 
plan is called plan D and I recom- 
mend a study of that plan by those 
who feel that they have achieved a 
certain competency in the application 
of rates and rating systems. I imply 
no criticism of plan D when I say 
that it is hardly the simplest rating 
mechanism that has been devised in 
recent years. It suggests a story 
which concerns the famous guide 
and trail blazer, Daniel 
Daniel Boone was once asked if he 
had ever been lost. He replied, “No, 
| have never been lost but once I 
confused for three months.” 
Don't despair, therefore, if you don't 
grasp all the implications of plan D 
at once; you may only be confused. 


Joone. 


Was 


Rating Laws 


This complexity in our business 
arises in part from the operation of 
the rating laws by which we are gov- 
erned in most states. In some cases 
it has been found difficult to recon- 
cile some of our old individualized 
rating procedures to the newly en- 
acted rating laws. These old plans 
have also been viewed as discrimi- 
natory—improperly so, I believe 
by certain insurance supervisory offi- 
cials. In order to remove any pos 
sible complaint of unfair discrimi- 
nation, broad general plans have had 
to be devised and these plans have 
had to be based on accepted actuarial 
It is the duty of insurance 
agent and alike to 
justly and equitably in the rating of 
risks which vary by size and nature 


mcepts 


company deal 


and, if we can achieve this only 
through the application of abstruse 
actuarial science, then we 
that. 


must do 
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KEEP ABREAST 
of COMPETITION! 


YOU CAN INCREASE YOUR REVENUE 
by insuring FOREIGN RISKS 


YOU ARE NOT FULLY IN THE KNOW UNTIL 
acquainted with the WORLDWIDE INSUR- 
ANCE FACILITIES obtainable through A.1.U. 


FULL COVERAGE 
ALL FOREIGN RISKS 


Tell Us Your Requirements 
We Carry On From There 


@ FIRE 

@ MARINE 

AUTOMOBILE 
CASUALTY 


30th Anniversary as 


SPECIALISTS in the FOREIGN FIELD 


AMERICAN INTERNATIONAL 


UNDERWRITERS 


206 Sansome Street 
Son Froncisco 4, Col. 
208 So. LaSalle St. 
Chicago 4, Illinois 


541 So. Spring St. 
Los Angeles 13, Cal. 


111 John Street 
New York 7, N.Y. 


317 Barr Bidg. 
Washington 6, D. C. 


$64 Stuart Bldg. 
Seattle 1, Wash. 


Offices and Representatives Abroad 
To Service Your Clients 


Let's Take Stock——Continued 


A third thing we observe in our 
stock-taking is the recrudescence ot 
a great insurance heresy —the propo- 
sition that the state and not private 
enterprise should handle certain 
branches of insurance which bear the 
inexact title of social insurance. The 
old heresy now appears with a new 
corollary, and that is that the Ameri- 
can public are too dumb or too im- 
provident to take care of themselves 
through voluntary insurance chan 
nels. 


Orthodox Insurance Principles 


lhe Congress has been asked to 
consider legislation enacting a plan 
of national health insurance and a 
program of national disability insur 
ance at the Federal level or at the 
state level through Federal mandate 
as in the case of unemployment in- 
surance. It would be inappropriate 
in this paper to discuss this issue 
from the standpoint of partisan poli 
tics. It is, however, entirely fitting 
that imsurance men the 
question from the standpoint of their 
experience with orthodox insurance 
practice and principle. 

I wonder if there is general ap- 
preciation of the extent to which 
government has entered the field of 
insurance and threatens to further 
expand its activity in that direction, 
and also whether it is generally un 
derstood that the term “insurance” 
as applied to various government 
schemes is a travesty on everything 
that orthodox implies 
Yes, we know about and take for 
granted old age and survivers in 
surance and unemployment compen 
\re we, however, 


consider 


insurance 


sation insurance 
mindful of the full scope of govern 
ment insurance activity which in 
cludes such programs and corpora 
tions as railroad retirement insur 
ance, railroad unemployment 
disability insurance, United States 
Government Life Insurance, Federal 
( rops Insurance Corporation, Fed 
eral Deposit Insurance Corporation, 
Federal Housing Administration, 
and Federal Savings and Loan Cor- 
poration? Is generally realized 


and 


that the trust funds of the old age 
and survivor insurance program ap 
proximate $10,722,000,000 and the 
funds of the unemployment compen 
sation insurance program are about 
$8,496,000,000 and that the annual 


premiums collected by both were 
nearly $3,000,000,000 7 

Are these government operations 
rightly described as insurance op- 
erations? We who think of insur- 
ance in orthodox terms believe that 
the premiums collected from the 
many must be adequate to pay for 
the losses of the few. We base our 
rates on experience. We measure 
the relativity of hazard by risk and 
class of risk. Our premiums are cal- 
culated to vield proper remuneration 
to those who produce the business 
and a profit to those who underwrite 
it. In short, we apply the principles 
of free enterprise, believing that that 
system will heighten the value of our 
products and services and push back 
the horizons which limit our en- 
deavor. Not one of these orthodox 
or classical insurance characteristics 
applies to the government insurance 
schemes which we have mentioned. 
Indeed, they can only be character- 
ized as political or sociological mech- 
anisms supported by government 
subsidy and applied by government 
monopoly. 


Accident and Health 


When we come to the hazards of 
accident and health, we are in a field 
in which private insurance has had 
vast experience. It isa field in which 
actuarial science can be brought to 
bear for the computation of pre- 
nuums and in which normal ortho- 
dox insurance can function. Already 
through voluntary action, whether 
by the purchase of disability or med- 
ical reimbursement insurance, indi- 
vidually or in groups, through the 
Blue Cross or other private insur- 
ance systems, 31,000,000 individuals 
have acquired protection against loss 
of income due to sickness or acel 
dent and 52,000,000 individuals have 
secured some form of hospital ex 
pense insurance. 

I feel, therefore, that we can say 
and must say with all the force at 
our command that government is not 
called upon because of national 
emergency or the failure of private 
enterprise or for whatever reason to 
enter the field of disability insurance 
as it has already entered other so- 
called insurance fields. 

Another and quite different ap- 
proach to compulsory disability in- 
surance is represented by the enact- 
ment by the individual states of laws 


{Continued on page 108) 
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Your chances of being struck by a car uhen walking along a highway are only half as 
great if you walk against traffic. You can see approaching cars better. Car drivers can 
see you better. In cities, you are many times safer if you cross streets only at intersections 
and with traffic signals. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY «+ THE WORLD FIRE AND MARINE INSURANCE CO. 
PIEDMONT FIRE INSURANCE CO . STANDARD INSURANCE CO. OF N.Y. 


«THE CENTURY INDEMNITY COMPANY 
= HARTFORD, CONNECTICUT 


This advertisement also appears — in color—in TIME, NEWSWEEK, PATHFINDER, 
U.S. NEWS and WORLD REPORT . W. Ross McCain, President 


FOUNDED IN 1819, the Acens 


Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” From 
that day to this—through wars, con- 
flagrations and depressions—no 
policyholder has ever suffered loss 
because of failure of an Aetna Com- 
pany to meet its obligations. 


BE A LOT SAFER PEop, : | 
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national magazines and the solicitation 


and tie-in material available to America 
Fore agents will help them this month 
in the sale of Accident Insurance. 
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Surgeons fee 
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HIS in no way is intended as an 

attempt to minimize the extent of 
the quake or the impression it left 
in its wake. | have been in several 
quakes—San Francisco, Le mg Beach 
and the recent one in Palm Springs 
At best, they are terrifying things. 

I was not in Seattle at the time, 
but, from the most authentic reports, 
this was one of the most severe that 
has occurred on the Coast, close to 
the severity of the San Francisco 
earthquake of 1906, of course ex- 
cepting the fire. I did net return to 
Seattle until several davs after the 
quake and, although | was in imme 
diate touch with our office, | was 
astonished, when I arrived three 
days later and drove through the 
business district, by the small amount 
of visible damage. Had not 
known that there had been an earth- 
quake, he could have driven through 
the business district entirely oblivi- 
ous of the fact that there had been 


one 


one 


Older Buildings Suffered Most 


A tew of the older buildings were 
damaged severely and roped off, 
and some were condemned, but the 
newer and better structures 
through the ordeal with negligible 
damage. Driving through the resi 
dential areas, it was the exception 
to find a chimney toppled and these 
usually on the older houses 

At the present time, the maximum 
estimate of damage to Seattle is 
about $2,000,000. This sounds large, 
but compared to the total property 
value of a city of half a million 
people it is not serious. 

The earthquake was felt from 
British Columbia to Oregon; in 
other words, over some 350 miles of 
the most thickly populated districts 
of the Pacific Northwest. 

The damage at Olympia, the capi- 
tal of Washington, about 60 miles 
south of Seattle on the road to Port- 
land, was the most extensive. State 
buildings, which are comparatively 
new and supposedly better built, 
seemed to be hit hardest and several 


came 
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Not a great deal of earthquake insur- 
ance was written in Oregon and Wash- 
ington by member companies of the 
General Adjustment Bureau. A quick 
inspection in Seattle, where the principal 
damage was caused by the earthquake 
of April 13, indicates few buildings sus- 
tained damage which will exceed the 
amount of the customary deductible 
clause in earthquake policies. 


have been vacated. School buildings 
also were badly hit. In fact, | think 
these two classifications will repre 
sent over half the financ,al loss 
Many of you undoubtedly noticed 


a news item that was given wide 


front page distribution about an 
agent of the General Insurance Com- 
pany having bound seven risks for 
approximately $2,000,000 about two 
hours before the quake and that five 
of these reported losses. All but the 
last statement was correct 

Atter the earthquake in February, 
1946, a little over three years ago, 
we wrote considerable earthquake 
insurance. However, the demand for 
it had died down entirely and a great 
majority of the three year policies 


We had 


were not being renewed. 


H. K. DENT, President, 
General America Group 


put on a special drive for it. We had 
revised somewhat our coverage, in- 
creasing the deductible and adjusting 
rates on some classes. Many of our 
renewals had been held under binder, 
awaiting this change; these seven 
were among them and finally were 
approved just before the quake. A 
loss was reported on only one of the 
buildings and that was nominal. 
Following the quake, we studied 
the whole situation before deciding 
our future policy. After carefully 
investigating the damage and con- 
sulting outside experts on construc- 
tion and earthquake damage, we con- 
cluded definitely to continue writing 
earthquake insurance, and we ran 
advertisements to that effect. All 
business is written on a deductible 
basis and inspected for construction 
defects. We are most carefully check- 
ing the older buildings, or buildings 
on filled ground, as those were the 
ones suffering the greatest damage 


Two Severe Losses 


Now We did 
have two quite severe ones, one on a 
very fine department store in Seattle 
that probably will run around $50,- 
OOO. The other was in Olympia, on 
an apartment building. One of these 
losses would have been practically 
absorbed and the other materially 
reduced if written under present de- 
ductibles. 

Our claims department has esti- 
mated that our gross losses in the 
entire territory, from Portland to 
Vancouver, will amount to approxi- 
mately $250,000. However, my own 
opinion is that with belated reports 
these losses might run to $350,000. 
Our own net losses, however, could 


as to our losses. 


{Continued on the next page) 
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Earthquake—Continued 


not exceed this amount as our catas- 
trophe reinsurance would apply. 
Even this will not be a new experi- 
ence to the General as we have sut- 
fered several catastrophes, such as 
windstorms and minor conflagra- 
tions, that have exceeded this figure 
without causing a ripple either in- 
side or outside the organization and 
they have had little effect upon the 
General’s_ financial condition or 
earnings. 

These conflagrations usually have 
been entirely absorbed by the earn- 
ings of the Company during that 
immediate quarter. The adjusted 
underwriting earnings of our group 
of companies for the first quarter of 
this year amounted to well over 
$1,000,000, and I would be more 
than pleased to accept a wager that 
the adjusted underwriting protit for 
the current quarter, including the 
earthquake, will be substantial and 
the General's financial position will 
be stronger at the end of the first 
six months than it was at year-end 
or is today. 

This condition is no surprise to 
the directors and management, who 
follow the underwriting and figures 
closely-—in fact, it is contemplated 


FIRE and 
ALLIED LINES 


PRO-RATA AND 
EXCESS OF LOSS 


-INTER-OCEAN 


and expected. It simply emphasizes 
the fact that our volume (now over 
$50,000,000 a year) and our under- 
writing selection enable us to absorb 
these catastrophe losses in stride. A 
one percent fluctuation in the in 
vestment market, including bonds 
and stocks (which happens many 
days during the year without any of 
us noticing it ), would reflect a change 
in our security nearly 
twice the amount of loss anticipated 
in this catastrophe. When one re- 
alizes that, he need not be too con- 
cerned about the underwriting end 
of the business. Further, it is rec- 
ognized that our investments are as 
conservatively and carefully handled 
as those of any other company, as 
demonstrated in the de 


values of 


was well 


pression 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 
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COMPANY 


REINSURANCE 


RATE INCREASE DENIED 


RECENT request by the Na- 

tidnal Bureau of Casualty Un- 
derwriters for automobile liability 
and property damage rate increases 
of 7.7% and 6.7% respectively was 
rejected by Insurance Commissioner 
Sterling Alexander of lowa. The 
commissioner contended that the 
experience data submitted failed to 
support a rate increase. 


PRESCRIPTION FOR 
COMPETITION 


WARKNING of more competi- 

tive conditions approaching and 
an injunction to watch credit more 
carefully were sounded by E. H. 
Forkel, president of the Western 
Underwriters Association, ina recent 
address. He prescribed a threefold 
program for the days ahead of (1) 
avoidance of “wrongful” competitive 
practices, (2) practice of self-con- 
trol and self-restraint and (3) de- 
livery of the extra values of engi- 
neering and inspection services, full 
agency service, building and other 
code development and arson preven- 
tion 


Services. 


ST. 
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HE subject of closing sales is 


one of the most important. to 
an insurance man because if we 
\nd 
better we 
eat. Some of us look upon closing 
sales as a sort of hocus pocus. It 


isn't 


don't close sales, we don't eat 


the more we close the 


all you have to do is get the 
and about 
90°° of the time you don’t even have 
to do that. 
sales is not a salesman 
a conversationalist 


customer to sav “yes” 
A man who can't close 
he is merely 


The secret of selling more of any 
thing is the ability to close sales 
Aside from knowing how, there is a 
very important essential for you to 
know, and use, and make a part ot 
you. It is the desire to close, a desire 
so strong that everything else in life 
is insignificant in comparison. You 
can't get that from reading books or 
listening to talks. It has to come from 
within you. You can develop it. 


A Closing Foundation 


The first secret of closing more 
sales is to see that vou have a clos- 
ing foundation under the sale. By 
closing foundation T mean that vour 
customer should understand exactly 
and clearly what 
Understanding is the first) step im 
closing more sales. More failures to 


vou are saving 


close trace back to a fuzzy or im 
perfect understanding than to any 
other cause. 


First, put everything you say into 


the simplest possible language John 
E. Kennedy, one of America’s great 
est salesmen, alwavs phrased his 
sales talks in “primer thought torms 

in the language books of tive and 
an eighth grade 


Six year olds.” If 
pupil couldn't understand it, he re 
vised it. It was a lot of trouble but 
Don't go into a technical 
discussion of Your 
customer probably wouldn't under 


worth it. 
your coverage 


stand it. 

Then during vour talk, just before 
you trv to close, summarize what 
you have said so that 


nusunderstanding 


there is ne 


room for Paul 
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JIMMY HOLT, Secretory-Treasurer, 


Texas Association of Mutual Insurance Agents 


to the Corinthians: “I had 
rather speak five words with under- 
standing than ten thousand words in 


wrote 


an unknown tongue.” 

Make sure that everything vou say 
is from the customer's point of view, 
not from yours. He appreciates and 
understands things that touch on him 
or concern him) personally, much 
more rapidly than things which are 
impersonal, 

Make sure that you tell a complete 
story to each and every prospect. It 
is easy to hit the highspots because 
you fully understand it and you as 
sume the prospect does also, but it is 
fatal to sales. 


His Point of View 


Make sure he understands your 
proposition. Ask him, “Have I made 
it clear?” “.\re there any questions 7” 
“What do vou think of it?” He may 
have a question in his mind and he 
that 
how 


not want to appear ignorant. if 
question isn’t answered—-and 
many of us are mind readers 
vou will lose the sale, no matter how 
good vou are at closing. Don't try to 
close until you are sure he does un- 
derstand. Then summarize the ad- 
vantages of your policy in one short 
sentence. 

The first brass tack essential to 
closing sales is perfect understand- 
ing. The second is belief. The custo 
mer must believe what vou say, must 
believe in vou and vour product. The 
third brass tack is to create a want 
or desire in the customer's mind 
Wants, as you know, are created by 
appealing to the motives which cause 


people to buy what you are selling. 
You already know them, but let's re- 
view them quickly: the desire for 
health; for wealth; for the admira- 
tion of others; for the gratification 
of some appetite ; for amusement ; for 
security of self and family, and for 
usefulness. 

The foregoing list purposely left 
out one of the chief motives which is 
appealed to us by salesmen in press- 
ing for a sale. This is the motive of 
This doesn't mean any 
particular weakness on the part of 
our immediate prospect ; it means the 
weakness all of us have of not being 
“no” when a gracious, 
insistent, and dynamic salesman is 
trving to close the sale. Possibly four 
out of tive sales are closed because 


weakness. 


able to Say 


the salesman appealed strongly and 
correctly to this weakness of the 
buyer. This is where the high pres- 
sure salesman gets in his best licks 
l-ach of us can think back and re- 
member purchases that we didn't 
particularly want but bought because 
we were too weak to say “no” and 
mean it. 


Low Pressure Selling 


We should not be high pressure 
salesmen—we should be low pres- 
sure salesmen. The definition of a 
low pressure salesman is a salesman 
who is a high pressure salesman 
without the prospect knowing it. 

The next secret of all great closers 
is they always try at least one more 
time to close the sale. They don't 
qquut 
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Concentrate—Continued 


The most important factor in clos- 
ing every sale is not the customer: 
it is not the proposition ; it is not the 
price ; it is not the terms; it is not the 
weather; it is not business condi- 
tions. It is the salesman himself, the 
man behind the sale, the closer. 
And the most important factor on 
the salesman’s part in closing sales 
is his attitude. Even more important 
than his knowledge of how to close 
sales is his attitude. 


Space is too limited to deal with the 
metaphysical side of selling except 
slightly. We must develop the “clos- 
ing consciousness”. Simply stated, 
that is the absolute belief on the part 
of the salesman that he can close 
every prospect upon whom he calls 
One of the greatest salesmanagers 
America has ever known, George 
Hopkins, believed so strongly in 
closing consciousness that he told his 
“Boys, remember 
Expect 


men every day: 
one thing. Expect success. 
success from morning ‘till night, and 
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WHEN FIRE INSURANCE MEANT 
BUILDINGS ONLY . . . Fire insurance 
had existed for about a hundred years be- 
fore the companies began in the early 1790s 
to insure goods as well as the buildings that 
housed them. The first American Companies 
to pioneer in this novel undertaking met 
many difficulties in obtaining proper de- 
scriptions of the contents of buildings — 
the hazardous mature as well as the actual 
value of the goods. The lack of fixed sched- 
ules caused premium rates to vary greatly, 
and for several years the outlook for this 
more complicated form of underwriting 
seemed discouraging. As a fire prevention 
measure the fire companies gave regular and 
substantial contributions co the support of 
volunteer fire companies. 


The National Union and Birmingham Fire 
Insurance Compantes, anxious to keep m 
step with ever-changing insurance conditions, 


keep their organizations 


alerted for new ways 


customers 


you will get success. But if you ex- 
pect failure, failure will come to you 
as surely as night follows the day.” 

The first essential qualification in 
the salesman in closing more sales 
1s the development of the attitude 
that he cannot fail, the positive ex- 
pectation of success. There is a name 
tor this right closing attitude. It is 
the Professional Attitude. For a per- 
fect example of the “Professional At- 
titude” in action just watch a suc 
cessful physician. Attaining this at- 
titude is a very important part of 
their education. We should adopt it 
also. This professional attitude is 
illustrated by this incident 
When Sammy Baugh, the greatest 
football passer of all times, reported 
to the Washington professional team, 
the coach thought he'd take him 
down a peg. So he sent him into play 
with an order to hit the receiver in 
the eve with his pass. Sammy asked, 


“Which eve!” 


also 


The Time to Close 


Now 


close 


let's consider the time to 
There is not just one psycho- 
logical moment during every. sale, 
but several—four, five, six, a dozen, 
as many as you make. It 1s never safe 
All vou 
have to do is keep vour eves open 
When they 
show themselves, they are vour cue 
to march in and try for the close. If 
get anything, word, action or 


to wait too long to close 


for the buving signals 


vou 
facial expression that indicates the 
at hand, drop everything, 
stop talking, step in and close. 

One of the most valuable of all 
closing secrets is the use of the ex 
perimental or test close. The question 
method of making an experimental 
close is safer than any other. The 


close is 


idea is merely to ask an inoffensive 
question, the answer to which re 
veals exactly how the buyer is think- 
ing, how far his conviction has been 
carried along. 

For example. let's assume vou are 
selling auto liability insurance to a 
man who hasn't carried it before 
You have explained its advantages 
in detail and you want to close and 
go home. Simply ask him which he 
would rather have —10 20 limits for 
$34.85 or 50) 100 limits or five times 
as much insurance for only $38.08, a 
difference of only $3.23. If he savs 
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A calling eard with no name on it— 
yet it doors... 
Its reputation, briefed down 
to a few figures. Over 9.500 F&D agents are identified by it... 


and here’s what it stands for: 


49 ... number of F&D field offices spotted throughout the country, 
each staffed with practical men, ready and able to give expert a--istance 


on every bonding problem, 


59 the number of years F&D has specialized in fidelity and surety 


bonds...a period of time that comes close to spanning the entire history 


of the bonding industry in this country. 


0 —the number of obligations which F&D has failed to settle 


promptly and fully, good times or bad. 


FIDELITY AND SURETY BONDS 
BURGLARY, AND OTHER NEEDED 
FORMS OF INSURANCE 


Fipenity ann Derosit company 
Baltimore Maryland 


WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 
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Scene ofa 
Maomentous Meeting 


“Good claret, good bread, cold ham. tongues 
and mutton were sery ed by Admiral Lord 
Howe when three Signers ot the Declaration 
of Independence visited him on September 
11, 1776. The occasion, however, was not a 
social meeting, but the tirst peace confer- 
ence of the United States, arranged by the 
British in the hope ot ending the Revolution 

The meeting place was the home of the 
Billopp tamily on Staten Island in New York 
harbor. The three Signers whom Congress 
authorized to hear Admiral Howe's propo 


sition were Benjamin Franklin, John Adams 


The toree Amernan delegates hear Howe's ultrmatum 


and Edward Rutledge. Despite the gravity 
of the situation, all three committeemen 
conducted themselves with the utmost good 
nature and parried Howe’s remarks with 
witty rejoinders which evidently batfled him. 
When he declared that if America were to 
fall, “I should feel and lament it like the loss 
of a brother,” Franklin replied with a bow 
and a smile, “We will use our utmost en- 
deavors to save your lordship that mortitica- 
tion.” The admiral completely missed the 
point. 

The conference soon ended, for Admiral 
Howe's hasis for peace was the colonists’ 
abandonment of independence, while the 
delegates emphatically refused to consider 
such terms. 

Built before 1688, though the exact date 
is unknown, the Billopp house was old even 
at the time of the conference. The property 
was granted in 1676 to Christopher Billopp 
captain in the British Navy, and remained 
in his family’s possession for many years 

When the British occupied Staten Island 
during the Revolution, the house was owned 
by Colonel Christopher Billopp, the cap 
tain’s great-grandson, and was heing used 
as a harracks at the time of the peace con 
ference. Suspected of Loyalist sympathies 
Billopp was twice taken from his home and 
temporarily put in irons. On one of these 
occasions, after watching him through a 
spyglass from a church steeple in nearby 
Perth Amboy, a band of patriots rowed 


This old print, showing rear view of the house, 
erndence that restoration wat highly necessary 


across and took him captive 

Fortunately, the thick fieldstone walls of 
the Conference House have withstood the 
ravages of time and mistreatment, and it 
has been restored through the generosity ot 
various organizations and private donors 
It is now owned hy New York City and is 
maintained by the Conference House 
Association as a memorial to the three com- 
mitteemen and their re-affirmation of the 


Declaration of Independence. 

The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


THE HOME 
Compe 


Home Office: 59 Maiden Lane, New York 8,N.Y. 
FIRE . AUTOMOBILE ° MARINE 


The Home Indemnity Company, an_ affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 
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ITED 


kX MIEN and women of the 
insurance business organiza 
tion, producers, 
employees, 


COMMpany 
company management 
and supervising authorities have a 
proud record of service. We are 
justly entitled to the gratitude of 
the American people. 

The people, the policy holders, 
have every right to be proud of their 
belief in the insurance business, a 
conviction the people are abundantly 
demonstrating by 
purchases of insurance protection 


ever increasing 


Solvent Insurers 


The rest and sleep of our people 
disturbed) with worry. or 
doubts as to the solvency of their 
insurers, nor can they but justly 
acclaim the millions annually paid 
to them by their carriers; returned 
insurance dollars that alleviate, if 
not entirely stop the economic pains 
caused by fortuitous economic losses 


not 


But we of the business charged with 
the duty of maintaining the insur 
ance business and keeping it sound, 
are not completely satisfied with our 
service. The more the 
progress that we made, the 
more we want to improve the service 


we discern 
have 


of insurance to society. 

If assurances were needed on the 
healthy condition of the American 
insurance business, the public could 
do no better than meet more with 
insurance men. Ours is, and has 
been a constant, zealous search for 
better methods of serving the public 
through the 


business seem to live our business 


insurance. If we of 


too ce mstantly let such eynical critics 


consider the status of the individual 


m a where no insurance 
pre tection exists. 

The the 
people in every town and city in the 
United States must be everlastingly 
repeated. Forthrightly, we say to 
everyone ; Be kind and good to your 
self as well as to your neighbors by 


country 


message we carry to 


investing in legal financial protection 
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Protect your person and your prop 
erty. Thus vou protect your and our 
way of life. 

If vou do not adequately insure, 
you are asking for and superticially 
depending upon the charity of your 
neighbors—the charity that will be 
extended to you but probably de 
served more by others. Examine the 
countries of the world and you will 
tind that the stability of the people, 
the rights of the individual can be 
measured by the degree that the 
people have imsured. 


If it be a prerogative of leadership to 
make an appealing urge to action, then | 
invoke the idea that has been preserved in 
unchangeable Latin “Ex paucis plurima dictis 
intenderere posis’’. It is possible to say much 
in @ few words. Likewise, it is possible to do 
much when activated by a single idea. CO- 
OPERATE—meaning ‘work together’. United 
United States. United people. United In 
surance Men. Therein lies strength. 


People served by and practicing 
sound insurance are not in a state 
and decline, nor 
on the charity of 
That 
essence, is what we insurance 
are saying when we practice our pro- 
We are appealing to the 
mind of man to accept the principle 
of spreading and sharing the burden 


of decadence are 
they depending 
their neighbors. message, in 


men 


fession. 


of fortuitous, of economic loss, by 
the purchase of legal financial pro 
tection commonly known as “insur 
ance.” At every tick of the clock 
somewhere in this fair land, in every 
day of our lives, some man and his 
property is suffering death or injury, 
damage or destruction. Then and 
thereby accrues a liability for some 
insurance carrier. 

A happy and fortunate society are 
we when we know that this daily 
drain and strain on our production 


has been compensated by our fore 


CHARLES P. BUTLER 


Executive Vice President 
National Association of Insurance 
Agents 


sight in spreading the loss burden, 
spreading it so thinly over all the 
endure 


people that they paimlessty 


the same. 
An All-conquering Force 


The profound spiritual values in 
the hearts and minds of the American 
people generate all-conquering 
force This 


existent peace of mind made more 


force springs from an 


secure by the American imsurance 


business. Insurance is one of the 


Most convincing al 
our intelligent: self-respect and our 
Truly 


faith 


love for a peaceful existence. 


we cherish and will forever 
fully practice the business of insur 
ance for it is a vital 


part of our America. In 


this 
search 


and 
per 
petual and compelling for 
improved methods of business prac 

tice in the insurance business, we can 
some of 


consider our 


problems without fear that our dis 


prene rit 
cussions will be 

destructive criticism. 
well 
enterprise 


interpreted 
The public is 
served 


now by the private 


system at the preset 
prevailing in the insurance business 
but we must consider many 
problems 
more prompt attention if the publi 


interest is to be adequately protected 


pressing 


some of which deserve 


\ major portion of credit for the 
ittained 
enterprise insurance system must be 


ethcieney of our private 
given to state supervisory authority, 
Just as the 


for its 


both past and present 
msurance business has, sole 


purpose the protection of the poli \ 
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United Action 


holders who are the people with the 
right of the stockholders thereafter 
to receive a reasonable underwriting 
for their 
capital, so the 


prot the exposing of 


people have made. 
through their state legislative body, 
laws that protect the insurance busi 


Ness, 


In the Public Interest 


It is the duty of state superintend 
ents and commissioners of insurance 
and the personnel of state msuratice 
departments to administer the in 
surance law im the public imterest 
And we of the 


are part of that public 


Insurance busimess 

Despite an ever changing sequence 
in the personnel and ranks of state 
there 
the 
an adequate continuity in the under 


supervising authorities, has 


been maintained through vears 
lying theme in the concept of state 


supervision of the imsurance busi 
ness. 

Phat this concept was badly jarred 
by the now aging reversal of good 
old Paul vs 


It should be 


Virgimia ts conceded 


conceded and with 


thanks that the Congress promptly 
abated the tremors of this tremen 
dous decision in the South Eastern 
\ssociation case thus 
again demonstrating the wisdom ot 
our forefathers in 


Underwriters 
setting up a 
legislative as well as a judicial and 
executive department of govern 
ment 

It would not be realistic thinking 
if we did not admit where we of the 
business stand today. We are operat 
ing the business today under the same 
old super 
vision by the state and with the law 
newly determined that we are im a 
business that in its interstate phases 


government concept of 


is no exception to the regulatory 
powers of Congress over Interstate 
Commerce. That the Congress has 
mandated the states through the now 
expired Public Law 15 to supervise 
the insurance business at the state 
level, is well known. 


HENRY DIMLING 


24-hour service—companies 


only 
CASUALTY — ALL AUTO- 
MOBILE — CARGO — IN. 
LAND MARINE -- TRAILER 


HOMES 
416 West 8th Street, 
Los Angeles Cal. 
VAndike | jay or Night 


That the states have performed 
pursuant to this mandate is well 
known and | believe that as nearly 
as anything m= this mortal world 
you may be certain that the policy 
holders of America, the people, will 
not give up easily on this govern 
ment concept of supervision of in 
the There will 
be no supplanting of this state rights 
doctrine. 


surance by states. 
but should we, and when 
and if we do evolute in our thinking, 
to a point that we will write into 
our federal statutes a new govern 
mental concept of supervision, that 
concept must not be an erosive or 
At most, it will 
be a filling of the gap in our present 


corrosive influence. 
concepts, a necessary supplement to 
any disclosed limitations in the state 
supervisory concept and then only 
obviously pertaining the 
obvious interstate transaction. 


and 


No Gap 


There need be no gap and | pre- 
dict there will be none, because the 
states and all segments of the insur- 
ance industry operating under the 
principle of private enterprise and 
under the principle of the doctrine 


The Eureka-Security Fire and Marine Insurance Co. 


Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


ASSETS 


FINANCIAL STATEMENT — December 31, 1948 (New York Basis) 


LIABILITIES 


*Bonds 
Government $6,561,718.01 Unearned Premium Reserve $6,254,858.49 
oy a ap Losses in process of adjustment 892,726.00 
ublic 
Industrial and Miscella- Reserve for Taxes, Expenses and other 
neous 176,794.49 $7,219.052.63 Liabilities 274,228.95 
‘ Unearned Premiums and Losses Recoverable 
Stocks on reinsurance in companies not admitted 
to transact business in New York State 67,339.17 
ublic ities 
Bank and Insurance 558,862.37 Capital $!,000,000.00 
Industrial and Miscella- 2.093.712.85 
neous 433,294.00 2,086,848.37 
Cash 754.823.41 Surplus to Policyholders 3,093,712.85** 
Premiums in course of collection not over 
ninety days due, less reinsurance premiums $10,582,865.46 
due to other companies 128,196.69 
Reinsurance Recoverable on Paid Losses due : ah 
from other companies 339.996.54 * Valuations on basis approved by National Association of Insurance 
Deposits with Underwriters’ Commissioners. Securities carried at $360,000 00 are deposited as 
Associations 7,842.40 
Accrued interest on Bonds 46,105.42 ** On basis of December 31, 1948 market quotations for all quoted 
Se bonds and stocks owned, this company's total admitted Assets 
Admitted Assets $10,582,865.46°* and Surplus to Policyholders would be increased $14,749.57 
CLEVELAND CHICAGO CINCINNATI SAN FRANCISCO PHILADELPHIA 


313 Bulkley Bidg 175 W. Jackson Blvd 1423-1424 Carew Tower 369 Pine St 525 Chestnut Street 
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Manufacturers’ 


erty Damage 


A Participating 
Stock Company 


Established in 1922 


Workmen's Compensation 

and Contractor's 
Bodily Injury end Property Damage 
Automobile Bodily Injury end Prop- 


Automobile Fire, Theft and Colli- 


Owners’, Lendlords’ and Tenants’ 
Bodily Injury and Property Damage 


24 


EMPLOYERS 
CO of ata 


TO 


Damage 


Plate Glass 


HOOVER, President and. Chairmar 


BIRMINGHAM, ALABAMA 


‘A Strong Legal Reserve Stock Company” 


INSURANCE 


Elevator Bodily Injury and Property 
Comprehensive Liability 


Comprehensive Personal Liability 
Fidelity and Surety Bonds 
Forgery Bonds 

Burglary, Robbery end Theft 


For More 


DERS 


of state rights can and will preserve 
the governmental concept of the in 
thie 
encroachments 


surance business by states and 


without any 


\ll the mandatory adjustments im 
the the 
business, to the new concept of laws 
that the 
gaged in interstate commerce are not 
completed. The work of many trade 


management of insurance 


insurance business ts en 


organizations is vital and essential 
to the transaction of this nationwide 
insurance business. The job of re 
organizing and synchronizing those 
many organizations to better serve 
the public interest under the new 
concept of law, presents a continuing 
problem with many ranutications 
All the while, “the 
on.” Management 
solve these industry problems com 
individual 


must go 


show g 


must not only 


mon to all but in each 


case attend to its own business 


It is one thing to mandate the 
laws that will fulfill 
a reasonable definition of supervision 


states to enact 


and yet quite another thing to expect 
a financial business of the magnitude 
of the insurance business to rapidly 
adjust itself. The fact that we have 
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The 


work 


unsolved problems is conceded 
fact that 
trving to solve our problems ts un 
The that 
through the private enterprise 
tem, through the 


we are honestly at 


demable fact Js we cal 
intelligence and 
character of the personnel in the 
business solve these problems. The 
fact that they will be solved should 
he widely proclaimed and contidently 


accey ted 
Post-War Problems 


A just American public opinion 
will not be surprised to learn that 
we Insurance men and women of the 
business ot beset by 
the problems in the world order 
W ould we not he 
ment of our citizenry if we of the 
insurance business did not feel in- 
timately as do others—the impact of 
the great conflict in the thinking of 
an aftermath of 


IWisurance are 


an unusual 


seg 


people everywhere 
war 

Indeed we of the insurance busi 
ness feel this impact the more keenly 
because our business ts so mtinately 
involved with the the 
nomic, the public welfare in every 


M cial, eco 


of the life of the individual 


hfe of business 


phase 
and the 


We men and women of the msurt 
like 
women all over this world, to self 
determine 


ance business need, men and 


analyze ourselves and 
each for himself will he or she give 
a personal contribution of his ite] 
of his character, of his 
make stockpile ot 
cooperative effort that will be ade- 
to the emergency ot 
solving any problem. Without this 
stockpile of cooperative etfort that 
eliminates selfish interest for the 
all, expect that 
rsonal the 
problems of your business wall con 


ligence, 
energy and 


quate mect 


good ot you may 


your problems and 
tinue until vou are willing to co 
the 


business for a cold war 


operate, There is no reom in 
insurance 
between com 


hand 


hand, nor 


not even a cool war 
the 
the other 


any antagonisms between supervis 


their 
for 


panies on one and 


agents on 
ion on one hand and the business on 
the other. The publi 
imsurance is the thing 


interest, the 
business ot 
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... savings for you in business that sticks . 
... save with steady, experienced Service to Agencies. ‘ 


DEVELOP 


KE you satistied with your 

rate of growth? Are you work- 

ing as efficiently as you 
should? Are there undeveloped pre- 
mium dollars in your files—is there 
a pot of gold in your back yard as 
yet undiscovered? You'll never 
know unless you give some thought 
to this subject and start a definite 
plan of customer analysis, classifica- 
tion and development. 


Typical Findings 


Here is what one agent found on 
completing an analysis of his cus- 
tomers. This agent 
found that he had 2,702 customers. 
Two thousand three hundred and 
sixty one of these customers had but 
one policy with his agency. 247 cus- 
tomers had 2 policies and 104 cus- 
tomers had three or nore policies. 


Massachusetts 


Another agent found that 647 of 
his customers had but one policy. 
333 customers had 2 policies and 
168 had 3 or more policies. 

Still another agent that I know 
found that among 2,606 customers— 
2,470 had only policy—124 
customers had two policies and only 
12 customers had three or more 
policies, 

What an opportunity for develop- 
ment and you can't say that the 
same opportunity doesn’t exist in 
your agency until you have made 
a systematic study of your cus- 
tomers. 


Profitable Results 


These agents did something about 
it--one agent recently told me that 
during two years following the analy 
sis of his customers, he had written 
$35,000 in new premiums on old cus- 
tomers. Another told me that he had 
increased his average commercial 
account from $245 annually to $646 
and his personal insurance accounts 
from $31.50 to $95.70 annually. 

These are just a few of the hun 
dreds of agents in my company who 
have done something about develop 
ing the thousands of dollars in ad 
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R. C. LARSON 
Field Supervisor 
Aetna Casualty and Surety Company 


ditional premiums their own 
back yards, and if you haven't taken 
definite steps in this direction we 
urge that you do so. Nothing could 
be more important than this initial 
step in developing your agency be 
cause it will channel your time where 
it will produce the greatest return. 
It is a necessary preliminary in de 
veloping your one and two line 
customers to all line customers. 

In making an analysis of your 
agency first list the names of your 
customers alphabetically. Then list 
the various kinds of commercial and 
personal insurance across the top of 
the paper. Provide space to record 
opposite the name of each of your 
customers the kinds of insurance 
carried by each of them through 
your agency. This is shown by the 
symbol X under the lines on the top 
of the form, After this has been done, 
you should then consider the cus 
tomer’s need for other lines, not 
overlooking his ability to pay for 
this additional insurance. 

Then mark with red ink a diago 
nal line to indicate kinds of insur- 
ance needed but not carried with the 


agency. These are prospects and 
should not be indicated unless vou 
fully intend to solicit the customer 
for the indicated within a 


reasonable time 


line 


Classification of Customers 


The second step in the plan is the 
classification of customers from the 
standpoint of the possibilities of de 
veloping additional business. They 
may logically be separated into three 
groups; A, and ¢ 
fications are subject to change from 


These classi 


time to time as development of these 
customers takes place 

Let's consider the C customer tirst 
This group those 
whose total present business is small 


should include 
and who according to the analysis, 
offer the least opportunity for the 
writing of additional business. Your 
service time for this group should be 
cut to a minimum so that more time 
is available for attention to classes 

and B. Reducing the time spent in 
servicing the C accounts does not 
mean cutting down on essential sery 
ices or Claim service. Every policy 
holder regardless of his importance 
is paying for and entitled to re 


ceive these services. Time may be 


ntinued n the next? 
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Analyze—Continued 


saved, however, on C customers by 
mailing renewals instead of deliver- 
ing them personally, You can’t af 
ford to spend much time on collec 
tions from this group. Some agents 
use a renewal notice form with this 
group of customers and collect: the 
premium in advance of sending the 

out. Obviously, vou might 
well be without the customers 
Not 


policy 
very 
in this 
promptly 


group who do 


Class B includes customers who 
are presently placing with you a 
profitable amount of business and 
who offer still further opportunities 
for development. You may also in 
clude in this group customers whose 
present business with you is  smia!l 
but who have a good potential for 
further development. 

Class A customers are those who 
offer the greatest opportunities for 
the production of additional business. 
These are the clients who have the 
purchasing power but from whom 


Fidelity 
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you are obtaining only a portion of 
the present or potential business 

This group is the top bracket of 
your customers from a standpoint of 
potential sales and are the ones to 
whom vour major efforts 
should be caretully planned and con 
centrated, At the inauguration of the 
customer development plan the num 
ber in class A should be limited as 
these are your potential survey cus 
tomers. 

So much for customer analysis 
and classification both of which are 
a necessary preliminary to the job 
of customer development. I recog 
nize that the job of customer analy 


sales 


and classification 
lot of work, but it is worth while 
and work and must 
done it you expect your agency to 


represents a 


SIs 


Necessary he 
grow on a sound basis. Some day 
this boom will be over and these lush 
days of easy business will be just a 
pleasant memory. 


Plan for the Future 


I know many who have 
done practically no soliciting for new 
business during the past few years 


walk-in 


agents 


and when business 
walking mm and when customers be 
gin to telephone to reduce their in 


surance rather than increase it, sell 


stops 


ing will again come into its own. 
When that day comes, the agent who 
is following a systematic plan of 
customer development need have no 
fears for the future. He repaired 
the shone and 
raining, snug 


his root when sun 
now that it Is 
and dry in his house. Do this job 


do it now even though you 


he is 


now 
don't seem to have enough hours 
in the day to handle your present 
business. Do it now even if your 
office force is taxed to capacity. 
Conditions will never be exactly 
right in a busy agency to get a job 
done which no one 1s pressing, so 
do it now when the sun is shining 
\ssuming then that you have 
completed the job of customer analy 
and classification, let’s get on 


with the development part of this 


SIs 


discussion 


I don't think it is necessary to 
spend much time discussing — the 
development of the Bi customer. He 


is the customer from whom you are 
now receiving a profitable volume 
of business, but who according to 


Best's Fire and Casualty News 
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your analysis is in need of other 
lines of insurance. However the 
potential volume of business from 
this customer does not warrant the 
completion of a survey, so more 
orthodox methods will be applied in 
developing the B customer, It will 
pay you to personally deliver the 
renewals of your B customer and at 
the same time solicit or two 
needed forms of additional insur- 
When you deliver an accident 
insurance renewal, talk to your cus- 
tomer about accident insurance on 
his wife and children. He will be 
interested because he'll have to pay 
their bills when they are injured. 
Thirty-five percent of all the new ac- 
cident policies issued by my company 
are written on women and children. 

Don't forget to talk to your acci- 
dent policyholder about increasing 
his insurance. You can tell him that 
if he doesn’t increase it, he 
creasing it. The inflationary spiral 
has seen to that during the 
years, 

Carry your customer analysis with 
when you make 
Consult it frequently 
ically solicit the additional forms of 
insurance that your class B 
tomers need. 


one 


ance, 


is de- 


past five 


your rounds 
and systenvat- 


you 


cus- 


In most agencies the class B cus- 
tomer represents a very substantial 
source of additional and 
you will be well repaid for your 
systematic efforts to develop him. 


10,000 Surveys 


business 


My 
count selling and we keep accurate 
records of the business produced by 
the surveys made by our company 
personnel. We analyzed the results 
obtained from 10,000 surveys made 
for all and sizes of risks. 
These surveys resulted in $4,509,132 
in new premiums or 
$602 for each 
and $160 for each personal survey. 
figures are to new 
\etna and 
business obtained by 


company pioneered ac- 


classes 


an average of 
commercial survey 
These contined 
business placed with the 
do not inelude 
the agent and placed with other in 
surors. 

Why is the survey the key to ac- 
count selling? First, let us consider 
the premium dollar which your client 
spends for insurance. What happens 
to it when he turns it over to you? 
In a composite dollar made up of all 
of the casualty and surety premiums 
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New Hampshire 


Manchester, 


Falls as one of 
and it was 
con- 


settled here. 
The town 
field but 


Manchester in England in 
instrumental in changing » 
for this man of vision saw ~ 


is the home of the \ J 


Successful”, “ 
to every one of 


Incorporated 1869 


MANCHESTER, 
NEW HAMPSHIRE 


reported by all stock companies 
doing business in the state of New 
York 58.8°7 of the dollar goes for 
losses and loss expense, 2.2 is paid 
for safety and bureau 
“o is paid in taxes, 
$7 is for general administration, 
3% for field supervision, .9% is 
for profit and 20.9% is commission. 
Now you know and I know that 
good agency absolutely 
essential to the intelligent handling 
of an insurance account but it isn’t 


maintenance, 3.2 


service 1S 


population 83,000, industrial and financial center 
of the State, rises from both banks of the Merrimack and is 
encircled by New Hampshire hills. The Indians chose Amoskeag 


the Redman. A pioneer settlement was made in 1722 and about 
1736, Brigadier-General John Stark, 
Manchester’s Revolutionary hero, 


who built the the falls, ls, 


town of 615 people the “Manchester of America.” 
was the home of the Amoskeag Manufacturing Company, once 
the largest cotton mill in the world, and its development was 
due in part to the expansion of these mills. Today Manchester 


MANCHESTER 


their favorite fishing places 
here that in 1650 John Eliot 
ducted the first school for 


was known as Derry- 
vlan Judge Samuel Blodgett, 
after a trip to 
1810 was 
its name, 
the small 
Manchester 


991 


__ New Hamp 

—_ Insurance 
it whose motto, 
\ % Solid and 
/* is a guarantee 
its policyholders. 


NEW HAMPSHIRE 


FIRE INSURANCE COMPANY = 


GRANITE STATE 
FIRE INSURANCE COMPANY 
Incorporated 1885 


PORTSMOUTH, 
NEW HAMPSHIRE 


our dollar that is being spent. It is 
the owner of a business or the in- 
surance buyer of a mercantile house 
or manufacturing firm who must be 
convinced, 


A Continuing Problem 


To convince him, you must first 
show him that buying insurance in- 
telligently constitutes a real and con- 
tinuing problem which can't be 
solved by a mail order insurance 
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1849 As Lloyd's Coffee House in London is famous the world over as the birthplace of 


insurance, so too, the old Massasoit House in Springfield, Massachusetts, is famous 

in the annals of the Springfield Fire and Marine Insurance Company. It was in 
this nationally renowned hostelry that Marvin Chapin, its owner, and successful New England 
business man, planned a fire insurance company to keep insurance premium money at home 
and thus help the city of Springfield to grow. That was in 1849 when westward expansion was 
spurred to fever pitch by the California Gold Rush... . Springfield then was but a small 
community of just over eleven thousand inhabitants, and it was no easy task in those early days 
to interest investors. But, aided by other pioneering civic leaders, Mr. Chapin was able to obtain 
the necessary number of incorporators and to organize the Springfield Fire and Marine Insur- 
ance Company. Just a hundred years ago, on April 24, 1849, the Massachusetts Legislature, by 
special act, granted the Company a Charter. . . . Growth of the Company has kept pace with 
that of the expanding commerce of the country. Its history has been eventful. Dramatic inci- 
dents have occurred. Catastrophe has threatened time and again, but each time the Company 
has emerged triumphant and stronger than before. Today, its position as one of the leaders 
in the fire insurance industry is signal evidence of its century long adherence to the high ideals 
of its founder, Marvin Chapin, proprietor of the Massasoit House. . . . SPRINGFIELD FIRE 
AND MARINE INSURANCE COMPANY, Springfield, Mass. and its subsidiaries: SENTINEL 
FIRE INSURANCE COMPANY, Springfield, Mass.; MICHIGAN FIRE AND MARINE 
INSURANCE COMPANY, Detroit, Mich.; NEW ENGLAND FIRE INSUR- 
ANCE COMPANY, Springfield, Mass.; NEW ENGLAND CASUALTY INSUR- 1949 
ANCE COMPANY, Springfield, Mass. 


= 
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Dealing Directly with Claimants 


FRED B. HANSON 
of the law firm of Hanson and Doyle 


HAVE long maintained that the 

old epithet—expense department 

—was a misnomer for any good 
claim department and that on the 
books of any insurance company, if 
it dealt with reality, the name “Super 
Sales Department” would replace 
“Claim or Loss Department” and the 
job classification, “Adjuster” would 
or should become “Super Salesman,” 
but to the public and on his card 
“Representative” or similar 
name—not “Investigator” or ‘Ad- 
juster” or “Claim Department.” 

I am persuaded to that line of 
thinking ; first, because it is the truth 
and that is always, in the final an- 
alysis, the greatest selling force, and 
second, because it is good psychology 
for both the claim man and _ the 
claimant. 


some 


To See Justice Done 


Let me briefly discuss them in 
their inverse order. If 
claim man—or an adjuster 
you calling on the injured ? Obvious 
to all, to be presented with a claim 
and to adjust one. If you are a “Rep- 
resentative” you are there to repre- 
sent your company--you are the 
company—to do what ? Why to find 
out all you can about the matter 
fairly and honestly so as to, with 
the injured’s help, attempt to dis- 
cover how this all happened and thus 
assist others from getting into the 
same fix, possibly penalize or punish 
those at fault and, as far as possible, 
remedy the wrong done to those not 
at fault. In short, to see justice done 
That may or may not result in pay 
ment to the injured. 


are a 
why are 


you 
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To revert to my first point that an 
adjuster is in truth and reality a 
super salesman and must be, my 
thinking is simply this: A salesman 
can call upon a prospective customer 
time and again and sell nothing, but 
eventually, he will make a sale by 
just being alive and having called 
on the prospect so often, that the 
prospect knows him as Bill, and out 
of the true product merit, sympathy, 
desperation or actual friendship re 
sulting from the many calls—he 
buys. But an adjuster must do better 
than that with his customer, the 
claimant. He must, if he is worth his 
salt, sell the claimant on himself, his 
company and the merit of his propo- 
sition; nine times out of ten on the 
first call. 


Now, if I'm right that adjusters 
are and must be super salesmen, let's 
see what makes a salesman. Books 
on salesmanship are many, but com- 
monly you'll find mentioned the big 
3 of salesmanship—or sometimes the 
3 C's. They are: 

1. Confidence 
2. Conviction 
3. Close. 


If vou have confidence in your- 
self and vour product—and as ad- 
justers, that is the integrity and 
word of your company- will 
carry conviction by your remarks 
and actions; and thereby, you will 
secure the claimant's confidence in 
you and effect a settlement directly 
with the injured and close the claim 
file. And thus you are a salesman. 


you 


Now, I am going to presuppose 
that by your education and experi- 
ence, you have attained the necessary 
know-how as to investigating your 
cases, the law applicable to the indi- 
vidual case, and that you are work- 
ing for a company of which you are 
proud and whose written policy and 
claim practice in interpreting that 
policy is fair and equitable. I am 
also going to assume you have confi- 
dence and move on to the second C, 
Conviction, and its application in 
dealing directly with claimants as 
distinguished from dealing with 
lawyers for claimants. 


A good Settlement 


For a moment, let me digress to 
show why I am writing on this sub- 
ject of dealing directly with claim- 
ants. There is an old saying that a 
poor compromise is better than a 
good lawsuit. I think that saving has 
been proven true time and again. It 
follows that a good compromise must 
almost be a work of God—or at least 
of a super salesman. To have a 
“good” settlement, it must be “good” 
for the claimant and “good” for the 
insurance company. To be “good”, 
there must be a fair amount paid 
with a minimum of effort, the in- 
jured receiving all that is paid. If I 
am right in my definitions, it follows 
that “good” settlements are made 
only with the claimant, without law- 
suits or lawyers for either side. 

| have made up a chart of an aver- 
age case that got into the hands of a 
lawyer, a lawsuit resulted and the 
amounts paid and received by the 


(Continued on the next page} 
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Less Logic—Continued 


various parties, which I believe 
graphically shows why and how I 
got my definition of a “good” settle- 
ment. 

CLAIMANT 


Gross Amt. Pd. $1,750 

Attny’s expense ; 

investigation & 

Court Costs $ 250 

Attny’s fee ; 

Y% of net 500 

Deduction 750 

Net to Claimant $1,000 
COMPANY 

Paid to Claimant $1,750 

Investigation, Expense, 

Witnesses, etc. 250 

Attny’s fees 250 

Net cost to Company $2,250 


The company paid out $2,250— 
yet, the claimant was satisfied to take 
$1,000. What the claimant did not 
get was $1,250. Now surely some- 
where between $1,000 and $2,250 the 
adjuster and the claimant could have 
gotten together. The company’s costs 
would have been less and the claim- 
ant would have had more money for 
himself. No doubt, the adjuster in 
this case took the attitude—‘We'll 
probably be able to settle as cheaply 
with an attorney”—-The answer is, 
you can’t and don’t, and don’t kid 
yourself. If this adjuster had just 
been on the ball and kept his case in 
line, it certainly could have been set- 
tled within $1,650—for didn’t the 
claimant take $1,000 as his cut 
eventually ? 

Keep this chart in mind and use 
it when next dealing with a claimant 
that is looking sidewise at a lawver. 

I think you are convinced of the 
merit of my cause of dealing directly 


throughout the country. 


New York Boston 


PHILADELPHIA 


Cawnavian anv Foreicn Bownps 


Underwriter 


Primary Markets 
for Insurance Stocks 


The First Boston Corporation has been a major factor in 
maintaining primary markets in insurance company stocks 
for more than 19 vears. Our 7 offices inter-connected by 
private wires assure you of quick, accurate, up-to-the- 
minute bid and ask quotations from source markets 


Participation in the financing of a number of insurance 
companies complements our long trading experience and 
increases our ability to evaluate the investment merits of 
leading companies. From time to time, we issue special 
information bulletins on individual companies. 

Investors in insurance company stocks are invited to 
communicate with our nearest office. 
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Distributor 
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Srare anp Bonps 


Bank ano Insurance Company Srocks 


Dealer 


with the claimant. We assume you 
have the confidence of a salesman 
born of knowledge. We will now 
proceed to deal directly with the 
claimant. 


Get There First 


Getting to the claimant first is 
number one on the list. I appreciate 
the fact that the assureds report late 
—but still, get out as soon as you get 
the report. Any ambulance chaser 
in Chicago will tell you that he can 
get a case seven out of ten times if 
he is there first and about the re- 
verse proportion if you are there 
first. 


On your way to see the injured, 
derive all the information you can 
about him from the information at 
hand. How old, married, where he 
works so that you possibly will have 
common ground of approach; a 
neighbor you know, a fellow em- 
ployee, anything to create an open- 
ing for small talk. Keep your eyes 
open on arrival and note what he has 
near him, a recent book, the radio 
tuned to Charlie McCarthy and get 
started on his wave length so to 
speak. 

Put yourself in his shoes. Look at 
the matter from his viewpoint. Tact 
and diplomacy are essential. Care 
must be exercised even in the tone of 
voice, the choice of words. Possibly 
no words are in order, but you can 
do some small service. You must be 
able to adapt yourself to whateyer 
find. Sometimes a few well 
chosen words are all that are in 
order, and you can safely leave, to 
return later—or, you may have to 
plunge into the whole matter then 
and there 


you 


Honestly and Sincerely 


The main point is to honestly and 
sincerely approach the injured. Re- 
member even a dog can sense in- 
sincerity, fear and unkind feeling 
no matter how you try to fool him. 

You should not boast or brag of 
your position or importance—but, it 
is equally bad to minimize it. Let the 
injured know that his case is yours 
to handle—you are the top man for 
the company in his case and you and 
he are to work the matter out. 


(Continued on page 78) 
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The Alamo at San Antonio, Texas, ene of an historic battle in the war for Texan independence. 


MORE than one-twelfth of the United States is 

in the Lone Star State whose vast industrial, mineral 
and farm resources are now making Texas the 
fastest-growing industrial empire in America. Probably 


the richest political sub-division in any nation on earth, 


it is the only state whose mineral output in a single 
year has exceeded $1,000,000,000, In providing 

the broad protection of our blanket bonds and other 
types of coverage so essential to the development of this 
great economic area, we are continuously “Serving 

the Leaders” of American Industry. 


UNITED STATES GUARANTEE COMPANY 


VEW YORK CITY 
FIDELITY SURETY CASUALTY 


Aviation Insurance through Associated Aviation Underwriters 


J 

— 
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cent 


cent to a new high. 


STATEMENT AT THE CLOSE OF 
BUSINESS DECEMBER 31, 1948, AS REPORTED 


TO. INSURANCE DEPARTMENT, § TATEMENT. 


STATE OF NEW YORK 


Bonds on amortized basis. No bonds.in default as to principal or interest. Stocks at book. 


Securities carried at $417,945.64 in the above statement are deposited as required by law. 
EXCERPTS FROM THE CHAIRMAN’S MESSAGE TO POLICYHOLDER-OWNERS— 
Premium writings amounted to 


$5,362,677.92. The increase over the pre- points from the 1947 figure. The efficiency 
ceding year was $386,769.64 or 7.8 per of the staff contributed importantly to 


Cash in banks and office... ..... $ 557,841.52 
U. S. Government obligations due 1949... 662,800.00 
U. S. Government 4,099,198.54 
Public and other 791,321.42 
First mortgage loans on real estate...................... 82,520.76 
Reai estate (including company buildings)............... 75,000.00 
Premiums in transmission.................... 333,608.18 
Accrued interest and other assets........0...0.......... 238,878.89 


$7,408,343.50 


Reserve for unadjusted losses.................... $ 644,430.00 
Reserve for unearned premiums........................ 4,556,004.00 
Reserve for taxes, expenses and other liabilities.......... 386,773.59 
Reserve for dividends to policyholders................... 321,135.91 
Reserve for contingencies (voluntary) .............. Wee 250,000.00 
« Total liabilities and reserves.................. $6,158,343.50 

Guaranty fund............. $500,000.00 


its underwriting expense ratio of 3.6 


this improvement in expense ratio. 


Assets increased $703,536.65 to During 1948, National Retailers be- 
$7,408,343.50. This was again of 10.5 per came legally admitted to three additional 


states and is now prepared to serve its 
policyholders in all 48 states, District 


In spite of the continued expansion of of Columbia, Territory of Alaska and 
the service conservation program, your the Dominion provinces of New Bruns- 
company accomplished a reduction in 


wick, Ontario and Quebec. 


NATIONAL RETAILERS MUTUAL INSURANCE COMPANY. 


EXECUTIVE OFFICES: 
CHICAGO 26, U.S. A. 


HOME OFFICE: GLEN COVE, N.Y. 


JAMES S. KEMPER, 
President and Chairman 


— 
: 
OWATIONAL 

| FINANCIAL | 

Total Admitted Assets 

a 


P.Cc. U. 


QUESTIONS & ANSWERS 


PART II—INSURANCE PRINCIPLES AND PRACTICES 


QUESTION | 


A certain agricultural product is 
grown only in limited geographic 
areas which are subject to crop de- 
Sstroying weather conditions, running 
as high as 80% in a single season. 
Over a period of years the weather 
damage loss on this crop has aver- 
aged 20%. The insurer has found the 
crop insurance line unprofitable and 
as an alternative to a big increase in 
the rate has decided to cease insur- 
ing it. 


(a) From the above statement of 
fact does it appear that the formerly 
insured grower has a justifiable com- 
plaint if this type of protection ts 
withdrawn? Give reasons for your 
answer. 


(bh) Outline the principal features 
of a counter proposal you would sug- 
gest for the grower’s broker to sub- 
mit to the insurance company. State 
the reason for each of the features of 
your plan. 


(c) In presenting the proposal to 
the insurance company it may be just 
as necessary for the broker to employ 
proper principles of sales strategy as 
when an agent is selling insurance 
to a client. Outline the principles of 
sales strategy he should observe in 
this case. 


Answer 


(a) Assuming the former insur- 
ance provided complete coverage, 
the growers have no justifiable com- 
plaint. However, the risk of catas- 
trophe loss is a fundamental hazard 
and should be insurable unless a 
single event could wipe out a major 
part of the insured group. In this 
case the insurer might claim that the 
geographical areas were so restricted 
as to present an uninsurable catas- 


For May, 1949 


trophe hazard. An equally ji tifiable 
reason for refusing to renew arises 
from the high average loss. To pay 
losses averaging 20°7 of the value 
of the risk may necessitate a pre- 
mium which would be regarded as 
prohibitive. Since the premium dol- 
lar is not likely to allow more than a 
50% ratio and the average 
yearly loss is 20% of the total value 
of the crop, it would be necessary to 
charge $40 per year for each $100 of 
insured value. The practical difficul- 
ties of such a rate are obvious and 
the insured would do better to as- 
sume his own normal losses. 

(b) As a broker, | would try to 
interest the insurance company in 
providing for the losses above aver- 
age only. This could be handled on 
a deductible basis whereby the in- 
sured would the normal 


loss 


assume 


DEAN'S NOTE 


This composite set of answers to the 
June 1948 Chartered Property Casualty 
Underwriter examinations given by the 
American Institute for Property and Lia- 
bility Underwriters, Inc., has been pre- 
pared from the papers of the examinees. 
Editing was necessary to assemble each 
composite answer and present it in con- 
densed form. However, the content in 
some cases is more complete than was 
required for a high grade and answers 
have been given to all the questions even 
though the candidate had a choice. 

It should also be mentioned that al- 
though these answers have been taken 
from meritorious papers, they are not 
necessarily perfect. Many of the ques- 
tions involved judgment on the part of 
the candidate and no hard and fast solu- 
tion could be required. Credit was given 
for the reasonableness of the answer and 
the evidence of intelligent application of 
a candidate's knowledge. 

Candidates are cautioned not to rely 
on this set of questions and answers as a 
method of direct preparation for the 
C. P. C. U. examinations. They may be 
useful as a guide to the type of questions 
asked and the content of answers desired 
by the Institute, but they cannot be a 
substitute for thorough study and mastery 
of the subject matter of the Institute's 
curriculum. 


losses in any crop year and the com- 
pany would pay the excess over the 
agreed figure. These proposals are 
designed to meet the points discussed 
in the answer to part (a) of this 
question and assume the catastrophe 
hazard is not an insuperable obstacle 
A compromise proposal would be a 
loss-sharing arrangement with the 
percentage to be borne by the insurer 
increasing as the size of the loss in- 
creased. 

(c) The broker should follow the 
established sales procedure of creat 
ing attention, interest, desire and 
action. In order to obtain this he 
would divide his sales strategy into 
two parts: 

The first would be the pre-ap 
proach for which he should study all 
the facts of the problem and learn 
both sides of the question. This 
would place him in a position to con 
sider all the arguments and have the 
proper answers ready. 

The second part would be the pres 
entation, which should be a logical, 
sound, orderly arrangement of the 
facts. 

In the actual discussion, the broker 
should be sympathetic and under- 
standing of the problems and dif- 
ficulties of insurance 
Nevertheless, it is his task to pre- 
sent the most effective case in favor 
of issuing the appropriate insurance 


companies 


QUESTION 2 


One of the objectives of a rate 
making system is to encourage the 
prevention of loss. Explain specifi 
cally and fully how this is accom 
plished, if at all, in the process 
determining rates for the following 

(a) Fire insurance class rates on 
schools and churches. 


(Continued on the next page 


\ 
| | 
a 
ae 
ibe 
| 
4 
) 
41 
3 


C.P.C.U. Answers—Continued 


(b) Fire insurance on manufac- 
turing risks. 

(c) Public lability insurance on 
elevators. 


Answer 


(a) The loss prevention incentive 
is negligible insofar as individual 
schools or churches are concerned 
since individually they receive no 
benefit in premium from their own 


loss prevention activities. For an en- 
tire rating area and over a period of 
time, however, if each of the schools 
and churches by reason of its indi- 
vidual loss prevention activities re- 
duces the fire losses, then the class 
rates may be reduced to reflect such 
overall improved conditions. 

(b) On manufacturing risks there 
are credits or reductions applied to 
determine the individual risk rates 
so as to reflect the existence of vari- 
ous fire preventive measures. Debits 
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or charges are applied in the event 
fire safety precautions are not fol- 
lowed or there are conditions exist- 
ing that increase the hazard of fire. 
The method of ascertaining the 
credits or debits depends on which 
rating plan is used. In both the 
analytic and universal mercantile 
schedules each specifically rated 
manufacturing risk benefits or is 
penalized according to its loss pre- 
vention activities. 


(c) To encourage prevention of 
losses, public lability insurance on 
elevators utilizes a form of schedule 
rating on a credit basis only. That is, 
there are reductions given from the 
manual, rates for the existence and 
use of car gate contacts and hoist- 
way door interlocks. Failure to pro- 
vide such safety devices results in 
the use of manual rates without any 
reduction. There are periodic rein- 
spections to see that prevention de- 
vices are functioning properly. 


QUESTION 3 


The pure premium method for es- 
tablishing premium rates for casualty 
insurance 1s not satisfactory for all 
casualty lines. 

(a) From the lines of insurance 
listed below indicate (1) which use 
the premium method, and (2) the 
method used by the others: 

(1) Workmen’s compensation. 

(ii) Power plant (boiler and 

machinery). 

(iit) Commercial 

health. 

(iv) Automobile liability. 

(v) Burglary. 

(b and c) Select from the above | 
lines of insurance and explain by 
means of an illustration for each 
method, the precise information 
needed to calculate the rate. In each 
of your illustrations give the justi- 
fication for the method used. 


accident and 


Answer 


(a) The pure premium method is 
used for workmen's compensation, 
and automobile liability insurance. 
The loss ratio method is used for 
power plant, accident and health, and 
burglary. 

(b and c) Workmen's compensa- 
tion insurance will be used to illus- 
trate the pure premium method and 
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power plant insurance to illustrate 
the loss ratio method. 

The information needed to cal- 
culate a rate can be shown best by 
describing the calculation. In calcu- 
lating a workmen’s compensation in- 
surance rate it is necessary to obtain 
the incurred losses for each industry 
classification for the experience pe- 
riod (usually 5 years) to be used 
for rate-making purposes. The ex- 
posure unit which is $100 of payroll 
is divided into the incurred losses 
and produces the pure premium. 
Since types of losses, i.e., deaths, 
permanent totals, medical, ete., vary 
within a classification a partial pure 
premium is obtained for each. 

The incurred loss figure is not 
usable in its reported form because 
conditions for the entire experience 
period may not have remained con- 
stant. Therefore, the incurred losses 
as reported must be modified for 
such things as amendments to the 
compensation law, loss trends and 
other development factors. 

When exposure in a given state 
is inadequate for rate-making pur- 
poses it is combined with nation- 
wide experience. This necessitates 
the use of conversion and reconver- 
sion factors. 

If a manual rate is desired the 
expense loading factor will be added 
to the pure premium. 

The justification for 
premium method as 
workmen's compensation is that it 
provides for exceptional accuracy 
and high standards of rate relativity 
among different risk This 
results from the great volume of ex- 
posure units available. 

This method is also known as the 
statistician’s method since the final 
rates can be justified on the basis of 
actual developed data. This is im 
portant since workmen's compensa 
tion rates are subject to careful state 
scrutiny and control and it is im- 
portant to be able to justify all rates 
used. 

A power plant rate is calculated by 
the loss ratio method as follows: 
are divided by 


the pure 
used by 


groups. 


Incurred losses 
premiums earned to produce the 
actual loss ratio. The actual loss ratio 
is compared to the permitted loss 
ratio. The difference between these 
two ratios is the measure of change 
that is made in the previous loss 
costs. It should also be explained 
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“What you need is a competent broker or 
agent who not only knows insurance contracts, 
but also knows his way around in the insur- 
ance markets. Such an expert can relate your 
insurance to current economic conditions and 
set up a program to meet your own special 
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the “permitted loss ratio” is the ratio 
of “expected losses” to the premium 
income obtained by the rates appli- 
cable to the experience period. 
Therefore the method is primarily 
one of rate adjustment rather than 
inductive rate-making. 

To obtain the final rate the ex- 
pense loading must be added. E.x- 
pense loading is a percentage of the 
gross premium and may include ele- 
ments that allow for inaccuracies in 
the loss costs. 

In power plant insurance the total 
premium volume is relatively small. 
The exposure is difficult to measure 
other than in dollars, and risks are 


commonly under-insured. Therefore, 
the rate maker is more concerned 
with adequacy of the aggregate 
premium than accuracy and equity 
between classifications and individual 
risks. This combination is given as 
the justification for using the loss 
ratio method which has simplicity 
and directness. 


QUESTION 4 


“One of the advantages claimed 
for multiple line underwriting is the 
fact that sharp increases in loss 
ratios, as calculated by the soundest 

(Continued on the next page) 
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method, do not occur simultaneously 
in all lines of insurance, but tend to 
behave differently in the various 
stages of the business cycle. There- 
fore, skilled underwriters must be 
familiar with the different stages of 
the business cycle.” 

(a) Explain what you understand 
to be “the soundest method” of cal- 
culating loss ratios. Why do you be 
lieve it is sounder than other meth- 
ods? 

(hb) Ina period of intense busi- 
ness activity (prosperity stage ef 
business cycle), state with reasons 
for each of the following lines of in- 
surance the behavior you would ex- 
pect of this type of loss ratio. 

(1) Fidelity bonding. 

(2) Fire insurance. 

(3) Automobile liability 

ance. 

(4) Workmen's compensation. 


insur- 


(c) Indicate two other important 
kinds of insurance that tend to con- 
firm the accuracy of the quotation 
given above. State specifically the 
significance of each of your illus- 
trations. 


Answer 


(a) The soundest method for cal- 
culating loss ratios for most casualty 
lines is to compare incurred losses to 
premiums earned for the same period 
of time. Incurred losses consist of the 
paid and unpaid losses from  acci- 
dents which occurred during an ac- 
counting period. Earned premium is 
that portion of the written premium 
for an accounting period for which 
the company has already provided 
insurance protection. 

This method relates the sustained 
losses to the same period for which 
the earned premium applies and as 
such it is consistent from an account- 
ing and statistical standpoint. 


Is the Insurance Agency 


PUBLICITY FOR 
THE LOCAL AGENCY 


Is “Name’’-advertising 
good enough 
for the Local Agent? 


Maybethe retail store can teach 
us a lesson in publicity. 

For instance, we often ad- 
vertise the word “Insurance” 
and hope people will under- 
stand what we mean, but the 
retail stores advertises its many 
products and shows people the 


really an Insurance Store? 


benefits they will get from those 
* products. 

The insurance agent, with 
protection from many perils to 
offer, can do the same thing. 

“Name” - advertising is an 
essential for the local agent but 
“products” - advertising and 
“benefit” - advertising are just 
as important. 
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(b) On the assumption that pre- 
mium rates remain unchanged the 
loss ratios during a period of intense 
business activity could be expected 
to behave as follows for the respec- 
tive kinds of insurance : 

(1) Fidelity bonding—There 
would be an increased loss ratio be- 
cause in such periods employees 
handle higher amounts of money, 
newer employees assume greater re- 
sponsibilities, temptations are great- 
er, and management is busy with 
production and becomes lax in 
checking on accounts and personnel. 

2) Fire—There is likely to be 
an increased loss ratio during a period 
of rising prices because losses in- 
crease in a greater proportion than 
insurance to value. Personnel and 
management tend to be careless 
when business is good, and because 
of continuous production, mainten- 
ance and replacement of defective 
equipment may be delayed. How- 
ever, this factor may be at least par- 
tially offset by improvement in the 
moral hazard, since high earning ca- 
pacity of property reduces tempta- 
tion to destroy it. 

(3) Automobile liability insur- 
ance—There would be an increased 
loss ratio caused by larger judg- 
ments and higher costs of settling 
Cars are used more inten- 
sively and recklessly, thus increasing 
accident frequency and severity 
which would also tend to increase 
the loss ratio. 

(4) Workmen's compensation 

loss ratio would decrease. Pre- 
miums would increase in direct pro- 
portion to increased exposure, i.e., 
payrolls increase while the benefit 
schedule would remain relatively sta- 
tionary. Moreover the injured em- 
ployees would not malinger since it 
pays to keep working when wages 
are far in excess of the workmen's 
compensation benefits. 

(c) Two other illustrations fol- 
low. The loss ratio for accident and 
health insurance would decrease. Al- 
though the accident rate would in- 
crease the injured are not so apt to 
malinger when business is good and 
wages are high. Sickness indemnity 
is affected to an even greater extent 
by business conditions. When busi- 
ness men fail and workers lose jobs 
nervous breakdowns and other dis- 
abling ailments increase at a terrific 
rate. 


claims. 
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On the other hand public liability 
insurance loss ratios would tend to 
increase considerably because judg- 
ments would be higher, costs of loss 
adjustment would be increased. 
There would also be a lag in the ad- 
justment of rates which would ag- 
gravate the condition. These two 
illustrations confirm the quotation 
and it can be seen that a company 
writing these two forms of insurance 
would be in a position to maintain a 
more stable overall loss ratio. 


QUESTION 5 


“When selling a mercantile open 
stock burglary policy the amount of 
insurance you recommend should be 
based on the value of the stock, the 
type of merchandise, and the loca- 
tion of the premises. The importance 
of these considerations becomes evi- 
dent where there is a loss... un 
derinsurance is the bane of . 
mercantile open stock . 

(a) Why is underinsurance a par 
ticularly difficult problem in under- 
writing mercantile open stock’ Your 
answer should include an analysis of 
the factors that make it particularly 
difficult. 

(b and c) Assume the following 
information with reference to an 
open stock risk: 


Value of open stock 
exposed 

Coinsurance percent- 
age 

Coinsurance limit 

Premium per $1,000 
(Trade Group No. 


$20 000.00 


5 W000 


40.00 


(1) From the above infor- 
mation state specifically the way in 
which each item may be affected by 
(i) type of merchandise, (ti) terri- 
tory. Give reasons for cach. 

(2) Assume insurance of 
$3,000 and a loss of $6,000, and cal- 
culate the amount of underinsurance 
on the above risk. What would be 
the amount paid on the loss by the 
insurer” 

(3) In what ways does the 
coinsurance principle as applied in 
this case differ from its application 
in fire insurance? Illustrate by using 
the appropriate figures in the above 
case. 
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every policy. 
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Answer 


(a) Underinsurance is a problem 
in mercantile open stock because the 
insured knows from a 
standpoint that he is generally not 
subject to a total burglary loss. De 
pending on the nature of the mer- 
chandise there is a definite maxi- 
mum probable loss. An attempt to 
overcome the tendency of the in- 
sured to limit his coverage to this 


practical 


amount was made with the intro- 
duction of the coinsurance feature. 
The insured, however, has generally 
little incentive to insure above the 
coimsurance percentage or the co- 
insurance limit, 
He is primarily interested in the par- 
tial losses and continues to purchase 
the minimum amount of insurance 
consistent with the coinsurance re- 
quirements. Furthermore fluctuat- 


whichever is less. 
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ing values make it difficult to keep 
an accurate record of the exact 
amount of insurance required. 
(band c) (1) (i) Type of mer- 
chandise—$20,000 worth of safes or 
heavy wooden furniture would not 
be subject to the same possibility of 
loss as $20,000 worth of jewelry, 
furs, or liquor. 
The coinsurance percentage is 
not affected by the type of merchan- 


Constitution 
Reinsurance 


} 


REINSURANCE 
FIRE and ALLIED LINES 


Henri G. Ibsen. 


President 


90 JOHN STREET 
NEW YORK 7 
NEW YORK 


dise. It is varied according to the 
crime hazard in different territories, 
and is the same for all merchandise 
in a given territory. The coimsur- 
ance limit varies according to steal- 
ability of the mercandise and there- 
fore is upward for the 
merchandise that is more susceptible 
to larger loss. The premium or rate 
also increases in proportion to the 
susceptibility of loss of the mer- 


scaled 


chandise. 

(ii) Territory Generally 
speaking the territory would not 
affect the value of the stock since 
prices are about the same through 
out the country. There would pos- 
sibly be slight variations between 
urban areas and rural areas. 

Those territories that are more 
subject to burglaries, such as the 
city areas, have higher coinsurance 
percentages and the premium rates 
are also much higher. With the ex- 
ception of certain specified classifi- 
cations the territory does not affect 
the coinsurance limit. 

(b and c) (2) In order to com- 
ply with the coinsurance limit the 
amount of insurance that should 
have been carried is $5,000. Since 
the insured has failed to comply 
with the coinsurance limit he is en- 
titled only to 35 of the loss of $6,000, 
subject to the policy limit. In this 
case 34 of the loss would be $3,600. 
But since the policy limit is only 
$3,000 the loss payment would be 
$3,000. Underinsurance 
the coinsurance limit would be S2,- 
000. Underinsurance as far as the 
loss is concerned would be $3,000. 


based on 


(3) In the burglary case just 
cited the failure to carry insurance 
to the amount of 
limit was the important factor in the 
loss adjustment. The coinsurance 
percentage was inoperative. There 
is no “coinsurance limit” in fire in- 
surance and a fire loss under a 60 
percent coinsurance clause +s paid in 
the proportion the amount of insur 
ance carried bears to the amount re 
quired More specifically 


the coinsurance 


Amount of insurance 
$ 
Amount required 


3,000 


$20,000 00%; $12,000 
3000 

Therefore ——— of the $6,000 
12000 


loss or $1,500 will be paid by the 
fire insurer. If the burglary policy 
had no coinsurance limit it would 
be adjusted in the same manner as 
the fire policy. 


QUESTION 6 


On the night of January 21, 1948, 
as it approached a large drawbridge, 
a combination of ice and unusually 
fast current in the canal caused a 
heavily loaded freighter to get out 
of control and strike the bulkhead 
resulting in $6,000 of damage to the 
vessel and $2,000 to the bulkhead. 
The pilot recalled that in 1945 a 
similar condition in the canal caused 
a vessel to crash into the drawbridge 
at this point resulting in one million 
dollars damage to the bridge and a 
quarter of a million damage to the 
vessel and cargo. To avoid another 
disaster, the pilot then ran _ the 
freighter aground. In grounding, 
the damage to the freighter amounted 
to $10,000, the cargo sustained $7,- 
500 damage and it cost $5,000 to 
tree the freighter. 

(a) How much of the loss arising 
from the events of January 21, 1948, 
is general average? Why? Give 
Specific reasons. 

(b) Is any of the loss of January 
21, 1948, particular average? Why? 
Give specific reasons. 

(c and d) Assuming the several 
interests involved in this loss and 
damage have appropriate insurance 
protection, indicate the additional in- 
formation needed and show how to 
calculate the extent of the responsi- 
bility that would fall on each kind 
of insurance that is involved. 


Answer 
(a) The general average loss 
would amount to $22,500. This 


would consist of all the damage 
caused at the time the freighter was 
run aground, namely, $10,00C dam- 
age to the freighter, $7,500 damage 
to the cargo, and $5,000 to free the 
freighter. 

In order to qualify for general 
average the entire venture must be 
in danger and there must be a sac- 
rifice or voluntary act by the maste: 
of the vessel, or the one in authority, 
for the common good, which action 
must be successful at least in part. 
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The voluntary grounding of the ves- 
sel by the pilot, in light of the pre- 
vious accident in 1945, apparently 
meets these qualifications. 

(b) Yes, the $6,000 damage to : 
the freighter at the time it struck . We Are 
the bulkhead would be considered 
particular average. This loss would ‘ Constantly Alert 
meet the requirements of being acci- 
dental, on a specific interest, and 
not a general average loss. 

(c and d) Appropriate insurance 
for the several interests would be hull 
insurance and protection and indem- 
nity insurance for the vessel owner, 
cargo insurance for the cargo owner 
and a special inland marine policy 
for the bulkhead owner. Since 
freight was not mentioned separately 
it will be assumed that it was in- 
cluded in the cargo valuation. Un- 
der general average the entire loss 
is shared among the various inter- 
ests in direct proportion to the value GULF INSURANCE comPAnY 
each individual interest bears to the ATLANTIC INSURANCE COMPANY 
total value of all interests at the time 
of loss. Therefore, these values must 
be ascertained. In this case the con- 
tributing value of the venture would 24 Years of Friendly Agency Relations 
be that after hitting the bulkhead and 
before making the voluntary sacrifice 
of running the ship aground. Spe- 
cifically, the contributing values for 
purposes of general average adjust- 
ment would be: 


Value of damaged 
vessel plus 
Value of cargo plus.... 


Marsu & McLEnNNAN 


INCORPORATED 


The respective contributing in- 
terests then share the $22,500 gen- 


eral average loss in the proportion Insurance Brokers 
that each contributing value bears 
ACTUARIES AND 


to the sum of all the contributing 

values. AVERAGE ADJUSTERS 
The $6,000 damage to the vessel 

at the time it hit the bulkhead would 

be considered particular average and 

would be paid by the insurer of the Chicago New York San Francisco Detroit 


vessel. The $2,000 damage to the Washington Pittsburgh Minneapolis Boston 


. Buffalo ch land Columb Ind li 
bulkhead would he paid by the pro le Duluth Peat St. Louis 


tection and indemnity insurer if it is 
found that the vessel is liable for y 
damaging the bulkhead. If the vessel 
is not liable for the bulkhead damage 
this loss would fall on the bulkhead 
owner. He might collect under an 
inland marine policy that covers 
physical damage to an instrumental- 
ity of transportation such as a bulk- 
head. 
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QUESTIONS 7 AND 8 


“A” owns a parcel of ground on 
which he intends to erect an S-story 
apartment house. He engaged archi- 
tect “B" to prepare all the tlans end 
specifications for a fee which is a 
percentage of the completed cost. 
The construction contract was then 
awarded to a general or principal! 
contractor who hes agreec to 


complete the job in one year for a 
specified sum. Monthly payments 
are to be nade om the contract price 
according to the fraction of the com- 
pleted work as certified by the archi- 
tect and final payment is to be made 
when the architect agrees that all 
work has been completed according 
to specifications. The principal con- 
tractor owns all of the necessary 
light and heavy equipment to do the 
entire job and has made or will make 
appropriate contracts with building 


HAVE YOU 
SUPPLIED 
THE 
MISSING 

LINK ? 


Orly about 1% of auto liability 
policyholders have Comprehen- 
sive Personal Liability Coverage. 
If you're looking for ways to in- 
crease premiums, why not do a 
conversion job on auto liability 
renewals. Add Personal Liability 
Coverage to the basic auto Bl 
and PD. 


AMERICAN CASUALTY COMPANY 
of Reading, Pennsylvania 


supply companies for materials 
which the principal contractor will 
haul to the operation in his own con- 
veyances. The principal contractor 
has sublet three special features of 
the construction job to subcon- 
tractors. In order to have a place 
where he can store supplies, prefab- 
ricate materials and do other things 
necessary and incidental to a con- 
struction job, he has rented the one- 
story frame structure and tract of 
land that is opposite the site of the 
new apartment house. 


The only insurance iow in effect 
on this operation, including founda- 
tions, is fire and extended coverage 
which has been written for one year, 
on a completed value builders’ risk 
form to protect the owner and the 
contractor from the time of the 
award of the contract until delivery 
of the completed building. Identify 
the other various insurable hazards 
and indicate with respect to “A,” 
“B" and “C,” the kind of insurance 
you would recommend for each hasz- 
ard. Wherever there are alternate 
methods of insuring a hazard give 
the justification for your recom- 
mendation. 


Answer 


The “other insurable hazards” and 
the recommended insurance for 
“AS and “C” will be divided 
into two groups. The first will deal 
with the hazards which are of out- 
standing or particular significance to 
the kind of operation that has been 
described. The second will consist 
of hazards which although important, 
lack the distinctive significance of 
group one to this type of operation. 
Group one will be explained in de- 
tail; group two will not. 


The first group is as follows: 
Insurance for “A”—owner 


(1) Hazard—legal liability for 
ownership, existence and use of 
ground and the building as it pro- 
gresses. 

Insurance-—owners’, landlords’, 
and tenants’ liability policy for bod- 
ily injury and property damage. 


(2) Hazard—legal liability as 
owner of the premises for construc- 
tion work done by an independent 
contractor. 

Insurance—owners’ protective 
bodily injury and property damage 
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policy. As an alternative for above 
separate policies, I recommend a 
comprehensive general liability pol- 
icy covering bodily injury and prop- 
erty damage. This would auto- 
matically cover above hazards as 
well as provide automatic insurance 
for any other hazards. Has much 
broader insuring agreements and 
less exclusions. Would automatically 
insure the completed building with- 
out endorsement or a new policy. 

(3) Hazard—the possibility the 
building will not be completed by the 
contractor and that the contractor 
may abscond with money provided 
for building purposes. 

Insurance—a completion bond 
which guarantees payments to com- 
plete the building or as an alterna- 
tive, performance by the surety com- 
pany to complete the building. 
Insurance for “B"—architect 

(1) Hazard—legal liability for 
operation and maintenance of his of- 
fice and for accidents on the job 
caused by the architect or his em- 
ployees. 

Insurance—manufacturers’ and 
contractors’ bodily injury and prop- 
erty damage policy or a comprehen- 
sive general liability policy as de- 
scribed for the owner. 


(2) Hazard—legal liability for 
faulty plans, specifications, and 
supervision. 

Insurance—architects’ legal lia- 


bility policy including both bodily 
injury and property damage. 

(3) Hazard — liability under 
workmen’s compensation law of the 
state. 

Insurance—workmen’'s compen- 
sation and employers’ liability policy. 


Insurance for 
(1) Hazard—liability under the 
workmen's compensation law of the 
state. 
Insurance—workmen’s compen- 
sation and employers’ liability policy. 
(2) Hazard—legal liability aris- 
ing out of ownership, operations, 
maintenance and use of: office and 
construction operations, leased tract 
of land and work-shed thereon; 
operations of subcontractors; and 
faulty construction of the building. 
Insurance—The respective haz- 
ards mentioned above may be in- 
sured specifically for bodily injury 
and property damage, by a manufac- 
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turers’ and contractors’ liability pol 
icy; contractors’ protective liability 
policy ; and completed operations in- 
surance policy or an endorsement 
providing completed operations un- 
der a M & C liability policy. It 
would, however, be preferable to 
have a comprehensive general lia 
bility, bodily injury and_ property 
damage policy, because of the 
broader insuring agreements, fewer 
exclusions, and automatic insurance 
for additional hazards. 


(3) Hazard liability for 
ownership, maintenance and use of 
non-owned automotive 


legal 


owned and 
equipment, 

Insurance—automobile — public 
liability and property damage policy 
endorsed so as to provide for em- 
plovers’ non-ownership and hired car 
insurance. .\ recommended alterna- 
tive would be a comprehensive auto- 
mobile bodily injury and property 
damage liability policy because of its 
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broader insuring agreements, fewer 
exclusions, and automatic insurance 
provisions. 

(4) Hazard—toss, destruction, or 
damage to contractors’ equipment. 

Insurance—contractors’ equip- 
ment floater. 

(5) Hazard—loss or damage by 
fire, lightning, windstorm, — hail, 
smoke or explosion to the shack and 
contents of shack. 

Insurance—tire 
coverage policy. 


and extended 


(6) Hazard—failure of building 
supply dealers or sub-contractors to 
complete their portion of the con- 
tract. 

Insurance — completion bond 
and building supply bond respec- 
tively. 

The second group includes the 
dishonesty of employees of “B” and 
“C,” burglary and theft from the 
premises of “B” and “C” or from 
premises under their control, and 
the automobile legal liability of the 
architect. With respect to the first 
and second of these hazards there 1s 


high type of business. 


FIRE 


AND CASUALTY LINES . 


am business building plan of every progressive 
agency includes representation of a strong Company 
noted particularly for its excellent service and the 


intelligent use of the Company’s facilities to obtain a 
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Representation in Principal Cities of the United States 


and in Most Countries Throughout the World 


FIDELITY AND SURETY BONDS 


not sufficient information available 
to determine the best recommenda- 
tion. The automobile legal liability 
of the architect could be handled in 
a manner similar to that described 
for the contractor. 


QUESTION 9 


Currently it is claimed the aver- 
aye householder does not carry an 
amount of fire insurance equal to the 
replacement value of his property 
Presumably underinsurance 
and the acute shortage of houses 
should cause him to be more careful 
and try to prevent loss. 

(a) Who should be responsible 
for reducing and preventing fire 
losses on dwellings? Why? 

(b) From the standpoint of pre- 
vention of loss by fire, what are the 
principal structural hazards and de- 
avoided in dwell- 


such 


fic le neles to 
ings 

(c) Use the leading causes of fire 
as a basis and outline the essential 
features of a program you would 
recommend to reduce and prevent 
dwelling fires. 

(d) Which of the features in your 
answer to part (b) of this question 
could be made applicable to a pro 
gram for preventing personal injury 
accidents in dwellings? What others 
would you add? 


Answer 


(a) The owner or tenant of the 
dwelling should be primarily 
sp msible for the reduction and pre- 
vention of fire losses, because he is 
nm possession or control of property 
and therefore in a better position 
than others to keep informed of the 
dangers and take proper precautions. 
However, the extent of the technical 
knowledge required for, and the eco- 
nomic importance of fire prevention 
make it impractical for the ordinary 
owner or tenant to assume responsi- 
bility for education and the develop- 
ment of preventive measures. There- 
fore, these functions should be 
assumed by insurance companies, in- 
surance organizations and govern- 
mental agencies 
(b) (1) Chimney defects. 

(2) Electric wiring defects. 

(3) Faulty furnace and heat- 
ing equipment. 
(4) Lack of fire stops. 
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(5) Avoidable use of com- 
bustible materials in building con- 
struction. 

(6) Faulty gas conduits. 

(7) Attached garages. 

(8) Improperly constructed 
skylights. 

(c) The leading causes of fire 
are: (1) careless use of matches and 
cigarettes ; (2) faulty electrical wir- 
ing; (3) general carelessness. 

The program should consist of 
three separate steps: 

(1) Education of the public 
through all available means such as 
radio, newspapers, schools, commun- 
ity activities. This would be handled 
by insurance companies, civic or- 
ganizations, governmental agencies. 

(2) Supervision and inspection 
of premises and suggestions for cor- 
recting conditions that might cause 
fires. This should be handled by 


civil authorities so that the third step 


might also be effective. 

(3) The establishment of pen- 
alties for failure to comply with rec- 
ommendations and standards for fire 
prevention. 

(d) All of the items mentioned 
in (b) would contribute toward per- 
sonal injury since all of them are 
causes of fire and fire itself causes 
tremendous personal injury 
yearly. Faulty gas conduits and wir- 
ing defects may cause injury with- 
out fire. We would add, as con- 
tributing to personal injury acci- 
dents: location and design of steps 
and stairways; lighting; materials 
and conditions that cause falls, such 
as slippery floors ; layout that causes 
collisions; and poor or substitute 
building materials. 


loss 


QUESTION 10 


“A maximum of success in auto- 
mobile accident prevention is de- 
pendent on the control of accident 
prone drivers. Road tests and ap- 
paratus tests have been used to de- 
tect the susceptibility of dri to 
accidents.” 

(a) Contrast the tnportance of 
“accident susceptibility of drivers” 
with other causes of automobile acci- 
dents. 

(b) Explain the relative (1) mer- 
its and (2) deficiencies of road tests 
and apparatus tests as methods of 
detecting the accident susceptibility 
of automobile drivers. 
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you HAVE New-Day KNOWLEDGE 


You have early-bird advantages to meet and beat competition 


— if vou are our agent. You have new-day knowledge of eco- 


nomic trends that affeet your insurance sales . . . 


up-to-date 


coverages... timed-to-perfection production helps. You're out 


in front when you represent the Boston or the Old Colony. 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 


EIGHTY SEVEN KILBY STREET, BOSTON, MASSACHUSETTS 


(c) Evaluate the credibility of the 
evidence on which your answers to 
(a) and (b) are based. Ilow can the 
quality of this evidence be improved? 


Answer 


(a) The accident susceptibility of 
drivers, which is the human factor, 
is the most important single cause of 
automobile accidents. Of lesser im- 
portance but contributing to the 
overall toll of automobile accidents, 


we have fault of machine and fault 
of road. 

(b) To some extent a road test 
will detect the incompetent driver 
and indicate the effects of such per- 
sonal handicaps as defective hearing, 
eyesight, etc. A road test being of 
very short duration cannot detect the 
attitude of the driver, which is the 
most important factor. Furthermore, 
the applicant taking the road test is 
on his “good behavior” and is driv- 

(Continued on the next page) 
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Agents and Brokers: This message appear- 
ing in current general and business publica- 
tions opens the door for you to a large and 
unworked market. 


HOW MUCH 
OF THE SHORTAGE 
WILL BE YOUR LOSS? 


Your Bond May Be LARGE Enough, 
But Will It Go BACK Far Enough? 


You discover a shortage created by one of 
your employees—an employee who started 
his dishonest acts long before you bonded 
him. You turn to your bond for reimburse- 
ment. Will it repay you for what was taken 
before you had the bond? The answer is 
“NO”, unless you had previously procured 
our Discovery Bond—the only bond that 
reimburses for loss caused by bonded 
employees regardless of when they caused 
the loss. 


... truly a “two-way” bond! 


Many concerns have found that by adding 
our Discovery Bond to their Blanket Bond, 
they have the ideal solution to their 
employee bonding problem. It gives em- 
ployers the “back” protection they need 

on employees hired long before they were 
bonded. They realize it can save them 
many thousands of dollars. Yet the premium 
for the Discovery Bond is no more than 
for the ordinary bond. 

Don’t wait until you discover a serious 
shortage that goes back too far for your 
present bond. Call our nearest agent or 
your own broker today and ask him to 


tell you about this all-inclusive protection. 


Bonded Honesty is the Best Policy 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


Casualty Surety Automobile Inland Marine 


100 Broadway, New York 5, N. Y. 


| C.P.C.U. Answers—Continued 


ing to the best of his ability and so 
would not show his natural inclina- 
tion to be careless, to drink, or to 
speed. 

Apparatus tests have been devel- 
oped to such an extent that they 
come closer to detecting reaction 
time and coordination of the ap- 

| plicant than road tests. They also 
detect the incompetent drivers, and 
any physical defects or handicaps. 
Within a short time, the apparatus 

_ tests can more closely simulate vari- 

| ous types of road conditions than a 
road test. 

The deficiencies of the apparatus 

| test are essentially the same as that 
of the road test, namely, the applicant 
is on his good behavior and will not 
reflect his actual driving attitude. 

(c) The evidence on which an- 


| swers to (a) and (b) are based is 


not at all satisfactory since there is 
at the present time a definite lack 
of uniformity in reporting accidents 
in the various states. Those reports 
that are made are generally inade- 
quate and inaccurate and the infor- 
mation contained in them may be 
biased by the person making the re- 
port. Consequently, the statistics de- 
veloped from these reports are not 
reliable and it has been difficult to 
establish any correlation as to cause 
of accident as a basis for automobile 
accident prevention work. 

The quality of the reports can be 
improved by establishing on a na- 
tionwide basis a standard definition 
of accident and its causes which will 
be used in all states. Furthermore, 
there should be established compul- 
sory reporting of all automobile ac- 
cidents, not merely those involving 
bodily injury, fatalities or some such 
result. This should be followed by 
enforcement of the reporting through 
the use of penalties such as loss of 
the right to drive. 


HIGGINS APPOINTED 


AMES J. HIGGINS, who was 

appointed provisionally prin- 
cipal examiner on February Ist, was 
named chief of the new Uniform 
\ccounting Bureau of the New York 
Insurance Department. This is the 
bureau which will administer the 
state’s uniform accounting program 
_ under Regulation No. 30. 
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WORN OUT 
FLUORESCENT TUBES 


ORN OUT fluorescent light- 

ing tubes should be smashed 
under water before they are dis- 
posed of in order to prevent the 
liberation of a toxic material with 
which their inside is coated, accord- 
ing to Dr. Leonard Greenburg, 
executive director of the Division 
of Industrial Hygiene and Safety 
Standards of the New York State 
Department of Labor. 

This poisonous material is a salt 
of the metal beryllium and is used 
in fluorescent tubes to change elec- 
trical energy to visible light. Beryl- 
lium itself is a poison even though 
it enters the body in small amounts 
through an open wound in the skin 
or through the lungs. 

If a fluorescent tube is broken in 
the home, the poisonous beryllium 
dust may be inhaled or it may enter 
the skin through a cut from the 
broken glass. Smashing the tube 
under water when it is no longer 
useful precludes inhaling the dust 
inadvertently. The broken bits of 
glass should not be handled with 
bare hands. 

Fifty thousand copies of a safety 
guide recommending the proper dis- 
posal of these lamps have been dis- 
tributed by the Association of Casu- 
alty and Surety Companies through 
member companies since publication 
last October and because of the 
steady demand a new supply is now 
in print. A detailed technical report 
on the toxic effects of beryllium and 
its compounds is also in preparation 
for issue. 

The safety pamphlet, slanted for 
the large industrial user who must 
destroy the lamps in quantity, des- 
cribes several precautions that should 
be taken before smashing fluorescent 
tubes, among them the following : 

1. Goggles or other safeguards for 
the eyes should be worn to provide 
the greatest protection possible from 
flying glass. 

2. Sturdy gloves should be worn. 

3. When smashing small numbers 
of lamps, they should be broken out 
of doors, preferably in a waste con- 
tainer or in a waste disposal area. 

4. Operators should stand with 
the wind at their backs so that toxic 
dust and vapors are blown away 
from them. Each operator, if pos- 
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sible, should also be equipped with 
an approved respirator. 

5. Lamps may also be broken un- 
der water in a barrel or trough, so 
that dust does not enter the air and 
danger of flying glass is eliminated. 

6. When large numbers of lamps 
are to be smashed indoors, a venti- 
lated hood should be used to draw 
dusts and vapors out of the building, 
and an isolated room should be 
chosen for the location of this hood. 

7. Final disposal of the broken 
lamps should be made so that the 
public is protected from dangerous 
exposure. Lamps should be buried in 
a dump or deposited under water 
being used for disposal of industrial 
wastes, so that the dusts cannot be 
disturbed and distributed through- 
out the community. 

The safety guide suggests 
that companies required to destroy 
large numbers of lamps should call 
upon their insurance carrier to check 
the method used. A final precaution 
is issued in its pages to place any 
person who has a wound exposed to 
beryllium compounds under the 
immediate treatment of a physician. 
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Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 


WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 
90 John Street, New York 
Telephone Barclay 7-3428 


WOODWARD, RYAN, SHARP 
& DAVIS 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 


WARNING SOUNDED 


LARGE policyholders can- 

not obtain that insurance to 
which they are entitled at fair rates, 
if agents and brokers are subject to 
unfair competition, if independent 
insurers are discriminated against 
and stifled in any way, if combina 
tions to fix rates are not properly 
regulated by the states, those re- 
sponsible for (federal investigation ) 
are those responsible for such con- 
ditions. Blame cannot fairly be at- 
tached to the complainants,”” Carle- 
ton I. Fisher, National Director of 
the Rhode Island Association of 
Insurance Agents, warned recently. 
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asked you for detailed information con- 
cerning a certain insurance company or 
agency, or wanted to know some little-known 
facts about the business or the people in it? 


} | ase your prospects or customers ever 


Have you yourself ever wanted to know 
names of officers and directors, lines written, 
territory covered and other pertinent facts re- 
garding any insurance company in the United 
States—stock, mutual or reciprocal? 


And have you ever wondered where you 
could find information and statistics about 
practically every phase of the insurance busi- 
ness—all in one volume? 


This famous 900-page publication is the most widely 
used reference book in the business—and the lowest 
priced! Look over the partial table of contents—see 
how valuable this fact-full volume will be to you every 
day in the year—then send for The Insurance Al- 
manac, at only $5. 

The Biographical Section is now published separ- 
ately under the title of “Who’s Who in Insurance” 
and sells for $5.00. Both sections, when ordered at 
the same time, cost $8.00. 


“IF YOU DON’T KNOW, LOOK IN 
THE INSURANCE ALMANAC!” 


THE UP-TO-DATE AND 
COMPLETE ANNUAL 
REFERENCE FOR ALL 

INSURANCE BUSINESS 


PARTIAL TABLE OF CONTENTS 


THE INDIVIDUAL—Who’'s Who in Insurance. 
Biographical sketches of the leaders in the business.* 

A Biographical Directory of leading agents in the 
larger cities, country-wide. 

Independent adjusters and actuaries, with biographi- 
cal sketches. 


THE COMPANY — Officers, Directors, Lines 
Written, Territory Covered—Fire and Casualty (Do- 
mestic and Foreign), Stock, Mutual and Reciprocal. 

Statistical tables showing financial condition of com- 
panies. Special tables showing premiums and losses 
by classes. Life Insurance growth, payments to pol- 
icyholders. 


THE ORGANIZATION — National, State and 
Local Associations of Fire, Casualty and Life Under- 
writers—Who’s Who in them, when and where they 
meet, Officers, Executive Committees, etc. 


THE STATE — Insurance Supervising Officials, 
their deputies and assistants, States having certain 
Particular laws. State requirements for agents, for 
brokers. Insurance laws passed in early months 
of 1949, 


THE PRESS—Complete list of Insurance Journals 
and Organization House Organs—Names of editors 
and publishers. Purposes and field covered. 


aN? The Weekly Underwriter 


© Please send the 1949 Edition of 
THE INSURANCE ALMA- 
NAC. $5 enclosed. 


Please send THE ALMANAC Ci 
and WHO’S WHOININSUR. “'tY 
ANCE”. $8 enclosed. 


*See Price Notation on Order Blank. 
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These questions and selected answers are from the fire contracts course of the 
Insurance Society of New York conducted by Edward P. Folley, Johnson and Hig- 
gins; Theodore R. Schultz, Home Insurance Company; and Albert N. Butler, Jr. 


George F. Brown and Sons. 


1. (aj). The Acme Manufacturing 
Company has manufactured 100 desh 
and chair sets at a total cost of $20,- 
000, One-half of them are sold to 
Mr. Jones, a wholesaler, on Novem- 
ber 22nd for $15,000. Mr. Jones has 
in turn sold 20 sets to Mr. Smith, the 
owner of a retail furniture store, on 
November 30 for $8,000. As of De- 
cember 10th Mr. Smith has sold 10 
sets at $500 each. 


Acme, Mr. Smith and Mr. Jones 
all use the same warehouse, which ts 
totally destroyed by fire on Decem- 
ber 15th. Each has a standard prop- 
erty damage fire insurance policy 
adequately covering their stock. 


How much would each be paid in 
dollars on their total loss? Explain 
how and why you arrive at your an- 
swer. 

(b). If, in (aj, Mr. Smith had 
two policies, one in company A, and 
one in company B, each covering 
stock and fixtures blanket, each in 
an amount of $4,000, would his total 
collection on the loss be changed? 
Show how each company 
would pay. 


much 


(c). In (a), tf Acme had bor- 
rowed money from the First Na- 
tional Bank, giving a chattel mort 
gage on the stock in the warehouse 
and had assigned its policy to the 
bank without the company's knowl- 
edge, what would Acme’'s position be 
on the loss? What would the bank's 
position be? 

Would your answer be different 
if Acme had sold the goods to a 
wholesaler and similarly assigned 
the policy to the wholesaler? Ex- 
plain why, or why not. 


(a). 

Total Sales 

Value (Cost) Balance 

$20,000 $10,000 $10,000 
15,000 6,000 9.000 
8,000 4,000 


Company 
Acme Mfg. Co. 
Mr. Jones 
Mr. Smith 
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Mr. Smith would receive $4,000; 
Mr. Jones $9,000; and the Acme 
Mig. Co. $10,000 for the loss they 
sustained. Under the terms of the 
standard fire policy the assured ts re- 
imbursed for the actual cash value 
of the property destroyed or dam- 
aged. The actual cash value of the 
article is the cost of replacement of 
the article to the individual con- 
cerned. What it would cost to re- 
place it for another firm or company 
is immaterial. The measure of loss 
to the assured is what it would cost 
him to replenish his stock. Under 
the circumstances given, the Acme 
Mfg. Co. can replace the property 
lost at $200 a set; however, Mr. 
Jones would have to pay $300 a set 
to get a new supply; and Mr. Smith 
would have to pay $400 a set. We 
could not say that for Mr. Smith 
the actual cash value is $200 a set 
because he could not obtain a set for 
that price. Neither can we say that 
for the Acme Mig. Co. the cost of 
replacement is $400 a set as they 
can repre uluce the set for $200. De- 
preciation is usually deducted from 
the cost of replacement if the article 
has been in use because it is not the 
intention of the contract that the in- 
sured should benefit by a loss. In 
this case no depreciation is in order 
as the articles were new. 

(b). There would be no change 
in the amount of loss collected by 
Mr. Smith. Under the terms of the 
pro rata liabilitv clause each com- 
pany would pay the proportion of 
the loss that the amount of insur- 
ance under its policy bears to the 
total amount of insurance on the 
property. 

4000 
— x 4000 = $2,000 paid by 
8000 Co. A. 


4000 
— x 4000 
8000 


2,000 paid by 
Co. B. 


(c). The assignment of the policy 
would be void, but the Acme Mfg. 
Co., still having an interest in the 
property, would be able to collect on 
the loss. The courts would interpret 
this as a deposit of the policy as 
collateral and as such not an actual 
transter of the interest in the prop- 
erty. The bank, not having an insur- 
able interest, would be unable to do 
anything against the company. Their 
only recourse is against the Acme 
Mfg. Co. 

The Acme Mfg. Co., having ac- 
tually parted with the goods, no 
longer has an insurable interest and 
therefore there is no liability on the 
part of the company. The assign- 
ment itself would be void and the 
wholesaler would not be able to col- 
lect. 

(a). During a heavy electrical 
storm, a large tree next to Mr. A's 
house ts struck by lightning and falls 
into the house. As a result a kero- 
sene stove is knocked over and ex- 
plodes, starting a fire which totally 
destroys the house. 1s any, or all of 
this loss covered under the basic fire 
imsurance policy’? Explain your an- 
ser, 

(b). Mr. B. has a fire insurance 
policy covering household furnish- 
mgs and personal effects in an 
amount of $10,000. The annual fire 
rate is .20. The policy is written for 
a period of three years from January 
1, 1947. A fire ocurs on July 1, 1948 
and ts settled for $2,500. How much 
additional premium is due to rein- 
state the policy? Show your figures. 

(c). What type of insurance could 
have been purchased by Mr. B. to 
pay this additional premium? At 
what cost. Show your figures. 

Continued 
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(a). All of the loss is covered 
under the basic fire policy. Through 
the doctrine of proximate cause all 
loss or damage directly attributable 
to the original cause is 
There is a continuous flow of events 
in this instance from the lightning 
striking the tree causing the kero- 
sene stove to turn over and explode. 
Had the explosion occurred first the 
explosion damage would have to be 
separated from the fire damage. 

(b). Premium on $10,000 @ 20¢ 
per annum (50¢ for 3 yrs.) = 
$50.00. 


covered, 


Premium on $2,500 for 3 yrs. : 
2,500 
Ss: 
10,000 
Premium on $2 
of SiZ.50 = 
To protect himself B could 
have purchased unearned premium 
insurance. The 
at the premium of the fire insurance 
2 the rate. $30.00 I 


premium is figured 
times 
of .50) 

3. (a). At the time of a fire, the 
A.B.C. Manufacturing Company has 
six buildings 


containing stock valued 


” 
as 


$25 000 


Building A 
R 
“ti 25 


10000 


70000 


There is a blanket policy with an 
SOC’ co-insurance clause and a pro 
rata distribution clause covering the 
contents of all of these buildings in 
an amount of $180,000. A loss of 
$10,000 occurs in building B. How 
much can the assured collect? 

What would your answer have 
been if the loss had been total in 
Building B? Show computa- 
tions in each case. 

(hb). De you believe the pro rata 
distribution clause is equitable? Why 
or why not? What benefit is de- 
rived by the insured from writing 
blankét insurance rather than six 
specite polictes in a case similar to 


he 
the one above: 


your 


Value of Bldg. B 60,000 


(a). 


Fotal value of all 300,000 
S $180,000 = $36,000 insurance on 
Bldg. B. 
36,000 


Insurance carried 


Insurance required 80¢ of 60,000 
$40,000 $30,000 loss paid on 


Insurance carried 36,000 


Insurance required 80° of 60,000 
$60,000 $36,000 


Since there is only $36,000 insur- 
applicable to Bldg. B this is 
the amount that will be paid because 


ance 


under no circumstances will the loss 
paid amount of insurance 


the property involved 


exceed the 


INDUSTRIAL and COMMERCIAL 
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(b) The pro rata’ distribution 
clause is equitable. If it was not 
contained in the contract the assured 
would be able to write only enough 
insurance to cover the value at the 
highest location and this would serve 
to take care of all losses that might 
occur. However, since rates are 
promulgated on the basis of 80 
insurance to value, in time the in- 
sured would find he was paving a 
much higher rate because he did 
not carry the required amount of 
insurance. -It also places the indi- 
vidual with a policy covering several 
locations on the same footing as one 
having a policy covering at one loca- 
tion. 


blanket insurance 
rather than six specific policies the 
insured is freed from the trouble of 
changing amounts due to 
shifting of values from one location 
to another. The blanket policy auto- 
matically takes care of all shifts of 
values. All the insured need do is 
maintain sufficient insurance for the 
total value. 


By writing 


policy 


4. In New 


Statute 


York State, there is a 
permitting a mortgagee to 
demand fire insurance equal to 100% 
of the value of the mortgaged prop- 
erty though the mortgage is 
only for a small percentage of the 
actual Why 
want to 


even 
value. should a mort- 


ever carry more in- 
surance than his actual interest, even 
benefit of the N Ow 


non-contribution 


has the 
Standard 


when he 
York 


claitse 


\lthough the courts interpret that 
the New York standard mortgagee 
clause is a new contract between the 
company and the mortgagee and thus 
not atfected by the 
of the pro rata liability clause of the 
New York Standard Fire contract, 
however they hold him responsible 
for seeing that there is sufficient in- 
surance to value as required by aver- 
In order to protect him- 
his interest it is theretore 
necessary that the mortgagee see that 
sufficient is carried as re- 
quired under the provisions of the 
This will protect 
him in the case ot partial losses es- 
pecially if they within the 
amount of the claim he has against 
the property 


he is operation 


age clause 
self and 
nmsurance 
clause 


average 


come 
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Fire Insurance—Agent Cannot Waive 
Conditions of Policy After a Loss Has 
Occurred 


The case of Zibelin v. Pawtucket 
Mut. Fire Ins. Co., (1948, N.C.) 50 
S. E. 2d 290, involved a suit upon 
a standard form of fire policy. The 
policy contained the usual provision 
requiring the insured to file a sworn 
proof of loss in writing with the 
company within sixty days after the 
occurrence of the fire. The policy 
also contained the customary pro 
visions restricting the power of any- 
one to waive any provision or con- 
dition of the contract. 


A loss had occurred and the in- 
sured had failed to file written proof 
of loss within the sixty-day period. 
As a matter of fact, he did not file 
formal proof until almost two years 
after the loss occurred. As an ex 
cuse for his failure to perform this 
condition of the policy, the insured 
alleged in his complaint that immedi 
ately after the loss he rep. ted it to 
the defendant's local agent, who “‘ad- 
vised the plaintiff that due to the 
inability to obtain building material 
at that time, it would be advisable 
for the plaintiff to make such tem 
porary repairs as possible, and wait 
the formal filing of claim until such 
time,as materials could be obtained 
and proper repairs made.” The 
plaintiff further alleged that, not be 
ing familiar with the terms of his 
policy, he acted upon the suggestion 
and advice of the defendant's agent 
and delayed the filing of formal proof 
of loss. 

\ demurrer to the complaint was 
filed by the defendant, which de- 
murrer the trial court overruled. 
Up m apy veal by the defendant to the 
Supreme Court of North Carolina, 
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the judgment of the trial court was 
reversed and the demurrer sustained. 

While the provisions in a fire 
policy restricting the local agent's 
power to waive conditions, as a gen- 
eral rule, do not apply to conditions 
existing at the inception of the pol- 
icy, the rule is otherwise as to con- 
ditions arising after a policy has been 
issued and a loss has occurred. Any 
suggestions or advice, contrary to 
the policy provisions, given by an 
agent after a loss has occurred, are 
beyond the scope of his authority. 
While an officer of the company, or 
a duly authorized adjuster called in 
by the company to adjust and settle 
the loss, might have power to extend 
the time for filing proof of loss, the 
local agent who wrote the policy has 
no such power 


Automobile Liability Insurance—Case 

Involving the Manner in Which a 

Rider Was Physically Attached to a 
Policy 


A recent decision of the Court of 
\ppeals of Kentucky, 7ravelers Ins 
Co. v. Wright, (1949) 26S. W. 2d 
909, involved an interesting ques- 
tion with respect to the manner in 
which a rider was physically attached 
to an automobile liability policy 

The Travelers Insurance 
pany had insured a Chevrolet truck 
against property damage liability 
under one of its standard automobile 
liability policies. Under the title 

it was provided that 
did not apply to prop 
transported by the in- 
sured.” An accident occurred and 
cream of the value of $1,200, which 
was at the time being transported 
on the insured truck, was lost. The 
insured himself settled the loss with 
the owner of the cream and then 


Com 


“Ixclusions” 
the coverage 
erty “being 


instituted suit to recover the amount 
so paid from the insurer. 

A rider had been attached to the 
policy with glue. It had 
placed that it covered the exclusion 
provisions of the policy. It was the 
claim of the insured that the insurer 
had fraudulently or negligently at- 
tached the rider in such a manner 
that the exclusions were concealed 
and obliterated to the extent that a 
cancellation thereof had been ef- 
fected. 

The trial court submitted the issue 
of cancellation to the jury and the 
latter returned a verdict in favor of 
the insured upon which judgment 
was rendered. Upon appeal the 
judgment of the trial court was re- 
versed and final judgment ordered 
for the insurer. 

lhe original policy was before the 
appellate court as part of the record 
The two riders which were over the 
exclusion section of the policy had 
been glued to the policy at the upper 
leithand corner thereof. Although 
the plaintiff's attorney had testified 
to the contrary, the Court found 
from its inspection of the policy that 
the riders could folded 
back without tearing, and that by so 
doing the exclusion provisions of 
the policy could have easily been 
read by the insured. It therefore 
held that the trial court erred in 
submitting the case to the jury. 
Said the Court: 


been so 


have been 


“Ordinarily the question of con- 
cealment or cancellation would be 
for the determination of a jury. 
However, when the well-authenti 
cated circumstances unerringly 
establish the principle fact in is- 
sue, it must be accepted as against 
doubtful positive testimony to the 
contrary.” 
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An American technician on assignment in Saudi 
Arabia... A fateful accident commanding special- 
ized medical treatment not available locally. A 
quick call to the American Foreign Insurance 
Association representative in a nearby province— 
THEN... 

A swift flight through the skies—hback to the 
security of the U.S.A. where a cure is effected, 
at no cost to the victim or his employer! 


This considerate handling of an unusual case 
dramatizes in capsule form a coverage available 
through American Foreign Insurance Association, 
and important to every American firm having 
foreign interests—Workmen’s Compensation on 
American Personnel Overseas. 


BUT COVERED — 
AND CURED — 
IN THE 


Through American Foreign Insurance Associa- 
tion, such coverage can be provided in almost any 
foreign country on earth. In most places distine- 
tively American compensation insurance can be 
written. In countries having local controls and 
insurance requirements, American Foreign Insur- 
ance Association can arrange local coverage. In 
individual cases, a contract can be tailored to the 


specific needs of the assured. 


Why not bring this story to the attention of 
your clients with personnel overseas—TODAY! 
Write us concerning any specific risk—we'll give 
you full information. Remember, the foreign field 


is your new horizon—capitalize on it! 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


80 MAIDEN LANE « NEW YORK 7. NEW YORK 


CHICAGO OFFICE: INSURANCE EXCHANGE BUILDING, 175 WEST JACKSON BLVD., CHICAGO 4, ILLINOIS 


COMPLETE 


INSURANCE COVERAGE 


FOREIGN LANDS 
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POINT-OF-USE 
record copying! 


fast... economical... convenient 


THE NEW 
RECORD 


Now vou can easily photocopy all kinds of insurance ree- 
ords right where they are used—and do it faster, simpler 
and in a wider range of sizes than ever before. 

You can roll the new Record Dexigraph on casters from 
one department to another — wherever your records are 
located. It plugs into any standard electrical outlet. No 
plumbing or special wiring is required. Developing is an 
independent operation. 

You can copy records up to 9%4” x 14” at same size or 
at anv of five reductions down to 50 of original size. 
Larger records up to 14 x 17” can be copied at various 
smaller sizes for easier handling and filing. Confidential 
or irrelevant sections of any record can be masked out so 
they do not appear on the photocopy. 

Visible slides and panels of premium, sales or supplies 
records can be « opied in whole or in part onto a single 


sheet of paper — thus quickly providing anv number of 


\_ DEXIGRAPH — 


To find out exactly what the Record Dexigraph ean do for you, write 
now for vour free copy of this new illustrated booklet. Photo Records 
Division. Room 238. Remington Rand Inc.. 315 Fourth Ave.. New York 10, 


copies for field and department use. 


You can make up to 300 exposures an hour with the 


Record Dexigraph. No previous experience is necesssary. 


Positive adjustments and an automatic timer make it 


simple to operate the Dexigraph. Every copy iscompletely 


accurate, proofreading is eliminated. Paper pre-cut to 


standard filing and binding sizes reduces costs to a 


minimum, 


FOR GREATER BUSINESS EFFICIENCY—USE PHOTOGRAPHY 


Rand 
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HE average person is inclined 

to think of incentives purely in 

terms of monetary benefits. I 
think it is a fallacy to limit incentives 
to such a narrow understanding be- 
cause we must agree that an incen- 
tive should be defined as any type of 
stimulus, spur, or encouragement 
toward the achievement of a desired 
result. | am sure that with the ac- 
ceptance of such a definition we can- 
not classify money as the only incen- 
tive—we must include such factors 
of incentive as personal recognition, 
appeal to the individual's pride, pro- 
motion, understanding, confidence, 
desire for security and growth. 


Know What You Want to Do 


The first step in planning to use 
incentives is to know what you want 
to accomplish. This may sound like 
an easy determination, but having 
heen through the process many times, 
I can assure the reader that the only 
way in which he can formulate clear- 
cut, understandable, progressive ob- 
jectives is to make a careful over- 
all study of all known conditions. It 
is not enough to say that you want to 
grow. Growth, to be accepted and 
enthusiastically endorsed by an or- 
ganization must have definition— 
first, why do you want to grow ; how 
much; and what does that growth 
mean to the individual ? 

It is not enough to sav that you 
want greater efficiency. You must 
define efficiency in terms of why it 
is important—from what phases of 
the operations it can most readily be 
acquired; how it can be achieved 
and, again, what it means to the in- 
dividual who participates. It is not 
sufficient to simply set up a sugges- 
tion plan--the reasons for having 
one must be clearly stated ; the scope 
of ideas desired must be specified 
and, once again, the benefit to the 


participant must be clearly presented. 
It isa not uncommon tendency on 


the part of most management, either 
deliberately, or through thoughtless- 
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E. EUGENE PLACE, 
Vice President, 
American Mutual Liability 
Insurance Company 


ness, lack of understanding and ap- 
preciation, not to inform personnel 
of the vital facts and figures of their 
organization such as, how the com- 
pany is doing; what their plans are 
for the next year; or for the next 
five or ten years; what new policies 
or products they have in mind for 
development; what their problems 
are ; how they propose to solve them ; 
etc. Most enlightened managements 
now recognize that withholding and 
keeping secret such vital information 
is a mistake. 

It is my firm belief that an indi- 
vidual within an organization will 
not, cannot, or may not want to make 
a contribution unless he knows the 
part that he is playing in the whole 
picture. Accordingly, I would list the 
giving of information as the number 
one incentive—for by so doing, the 
company creates among its personnel 
the important feeling that the com- 
pany has real respect for their in- 
telligence, their ability to think, to 
understand and to make a contri- 
bution. And the surest way to ac- 
complish it, is to be honest with all 
members of the organization. 

When important information has 
been developed, a problem must be 
ce msidered for solution, anew pe icy 
or program adopted—tell them the 
facts. When management calls in the 
people and says: “Here is the situa- 
tion,” or “Here is a problem and we 
would like your ideas,” or “Here is 
our plan and we would like your con- 
sideration.” The immediate result is 
to develop a consciousness of belong- 
ing. The end-result is to develop each 
person’s confidence in himself and 
to provide a major incentive for each 
person to be loyal, constructive in his 
thinking, and at all times a member 
of the team. 

Next, I should like to point out 
the incentive value of recognition, a 


psychological factor that is even 
more beneficial in effect than a raise 
in salary, and I am sure you will 
agree with me that the latter is not 
to be dismissed as unimportant. It is 
human nature to revel in recogni- 
tion ; a pat on the back for a job well 
done; a contribution made; an out- 
standing performance, or what have 
you? Ignoring such success is to 
create in the individual’s mind the 
thought that management does not 
know who he or she is, doesn’t care, 
and is not particularly interested in 
having such And 
surprisingly, the giving of recogni- 
tion is one of the easiest accomplish- 
ments in management’s book. How 
do we do it? In a number of ways. 


success occur. 


House Organ 


Our company has an internal pub- 
lication which goes to all members 
of our organization and is mailed to 
their homes. It is the responsibility 
that publication's editorial staff to 
ferret out and report all personnel 
achievements, to give these stories 
prominent position in the magazine ; 
and to run the individual's picture. It 
is rare, indeed, when there are not at 
least 20 to 30 cases of recognition 
in each issue of our magazine. 

Management makes a point of 
dropping a congratulatory note to 
members of the organization who 
have achieved special successes ; and 
supervisors are encouraged to say a 
word of recognition to such indi- 
viduals. There is no thrill as exciting 
as getting word from your super- 
visor, department manager or presi- 
dent of the company to the effect, 
“Well done!” So certainly, we must 
classify recognition as an incentive 
major importance and one that will 
offer the individual powerful reasons 
for increasing his brain and muscle 
effort to produce still better results. 

The various benefits that a com- 
pany offers its personnel such as pen- 
sion plans, accident and health in- 
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AGE MICROFILM 


The Bell & Howell Recorder per- 
mits 8mm images on 16mm film 
for double economy . . . can photo- 
graph both sides of a document 
simultaneously ...can place on one 
100-foot roll of film a greater num- 
ber of images than was formerly 
possible. Documents can be fed by 
hand, or with automatic feeders, 
at speeds never before possible. 
Anyone can operate the recorder 
with a few minutes of instruction. 


WHEREVER 


The Bell & Howell Reader is a 
marvel of simplicity for showing 
a clear, readable 1mage —enlarged 
to the actual size of the original 
document, or larger—even when 
used in a brightly lighted room. 
While seated at the reader, the 
operator can rewind, focus, scan 
and load films quickly and easily. 
Photographic facsimiles, to actual 
size, can be made in a few minutes 
without the use of a darkroom. 
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Burroughs and Bell & Howell have joined forces to bring 
business the full advantages of a highly versatile, very 
economical business tool . . . 


It is microfilm, the logical successor to the vast bulk of 
paper documents, in transit and in storage, on which most 
businesses depend for the record of their transactions. 


Microfilming, as accomplished by modern Bell & Howell 
equipment and applied to business needs by trained Bur- 
roughs representatives, offers impressive benefits. It saves 
space—can be stored in 1/100 of the space required by 
original documents. It saves time—replaces laborious 
duplicating of records with split-second photography. It 
eliminates errors—is photographically accurate. 


Burroughs offices can now offer the most practical micro- 
filming assistance. Bell & Howell microfilm equipment, 
built to standards of precision and dependability that have 
made Bell & Howell the recognized leader in the field of 
photography, is advanced in design, simple in operation. 
Burroughs counsel and cooperation is founded on complete 
familiarity with business procedures, providing careful 
integration of microfilming into the over-all business 
system. And Burroughs worldwide service organization 
gives final assurance of continuing, continuous microfilm- 
ing satisfaction through efficient equipment maintenance 
and prompt film processing. 


Bell & Howell microfilm equipment is now distributed and 
serviced exclusively by Burroughs. Your Burroughs office 
will be glad to discuss the application of microfilm to your 
business needs. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 


y fi Bell & Howell microfilm equipment 
e ¢ is based upon a new principle of re- 
cording, which doubles the efficiency 
Exposed spools of microfilm are and halves the cost of microfilm for 
quickly and efficiently developed many business purposes. 
at Burroughs processing centers 
and promptly returned for im- 
mediate use. Large volume users 
who prefer to develop their films 
on their own premises find the Bell 
& Howell Automatic Processor 
simple and easy to use. It’s fast, 
too! In a few minutes, a roll of 
film is processed, dried and 
spooled, automatically. 


Burroughs 
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AIR CIRCULATOR 


HEN purchasing an air circulator 

for the summer, it may be well to 
consider also the chilly days of next fall. 
With the flip of a switch, the Howard 
Pulsaire is converted from a cool air to 
a warm air circulator and vice versa. 
The manufacturer states that drafts and 
cold blasts are completely eliminated and 
contact with the fan blades or heated coils 
is impossible. Finished in copper, green 
or blue Hammerloid finish. Available for 
alternating current only. Made by Howard 
Industries, Inc. 
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Air Circulator 
Three-Color Pen 
Typewriter Pad 
Harmonizing Ashtray 
Presentation Binder 


[] Specialized Cards 


Firm Name 
Attention of 
Position 

Firm Address 

City 


THREE-COLOR PEN 


HIS new three-color retractable ball 

point pen can be imprinted with ad- 
vertising copy for use as a promotional 
piece. Modernly styled in all gold col- 
ored metal it writes red, blue or green. 
To change color, simply slide color car- 
tridges up or down as required. Car- 
tridges easily replaced. Designed by the 
Imperial Pen and Pencil Company, Incor- 
porated. 


TYPEWRITER PAD 


HE new sponge rubber typewriter pad 

produced by the American Latex Prod- 
ucts Corporation combines attractive ap- 
pearance with improved noise reduction 
and anti-skid features. It is claimed that 
dust and dirt will not collect under the 
pad nor be absorbed by it. The pad is 
ag" x 11” x 14” with beveled edges and 
rounded corners. Color is maroon. 


HARMONIZING ASHTRAY 


7 SALLE Products Company has de- 
signed this limed oak finished ashtray 
to harmonize with “soft tone” oak finished 
furniture. It is made in two sizes with 
either a six-inch or an eight-inch amber 
glass liner. Bottom is felt lined. Also 
available in walnut. 


PRESENTATION BINDER 


NEW table model plastic binder af- 

fords a low-cost method of attrac- 
tively binding presentation material in 
your own office. Sheets open completely 
flat making each pair of facing pages a 
unit. No special covers or fasteners are 
required and new or revised sheets may be 
added at any time. The equipment con- 
sists of two compact machines, a punch 
which punches rectangular holes the full 
length of the sheet and a binder. The 
plastic bindings which are available in a 
variety of colors and diameters may be 
reused many times. Manufactured by the 
General Binding Corporation. 


SPECIALIZED CARDS 


NCREASED use of greeting cards by 

management for improving employee 
relations has prompted Julius Pollak and 
Sons, Inc., greeting card manufacturers, 
to announce a special “Public Relations” 
line of cards. The new cards are ideally 
suited for use by companies as part of 
their employee relations programs, and 
may also be adapted for external use by 
agents and brokers. Included are holiday 
and birthday greetings, as well as cards 
which congratulate the employee on his 
anniversary with the company. The cards 
are on chromecoat stock and are all em- 
bossed. Samples will be sent without 
charge to interested parties. 
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“White Elephants in Management” 


HITE Elephants in manage- 
ment are the people in your 
business. So—I am going to 
write just about one subject and that 
one subject is “people.” You can call 
it human relations. Some people call 
it personnel relations ; others call it 
agency management, business man- 
agement and company management. 
I don't care what you call it; I am 
only concerned about getting over 
one idea—how to improve people. | 
propose to prove that 85 percent of a 
company’s success depends on the 
people in its organization 
The white elephant we will con- 
sider is a young man. He is 26 years 
old. He was 21 years old when he 
went to work and he has been em- 
ploved for five years. He may be an 
inside man or an outside man; he 
may be a bookkeeper or he may be a 
young sales trainee. That young man 
has been working for five vears and 
he is a white elephant. 


What Is a White Elephant? 


A white elephant is something that 
is valuable. It requires much care and 
expense but it produces a lower yield 
each year. In the Far Fast in Siam 
and India, the white elephant is 
sacred. Over there if anybody gives 
you a white elephant you have to 
keep it and you can't put it to work. 
You have to house it and feed it. 
That is where we get the expression 
“white elephant.” 

Our young man has been working 
for five years. He is a white elephant 
and he doesn't like his job. He is not 
particularly sold on his company. He 
is unhappy. He wants to quit. He 
lacks proper motivation, so he is a 
white elephant. But, /its management 
does not know tt. 
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MORRIS I. PICKUS, 
President, 
The Personnel Institute, Inc. 


Now consider another white ele- 
phant—a little fatter, a little bigger. 
This is the same young fellow and he 
has been with the company for ten 
long years. He is now 31 years old. 
Somebody died, so he got a promo- 
tion. He was pushed up one notch 
and gets a little more money. He 
didn’t quit five years ago because 
his wife was going to have a baby 
and he wanted to buy a new home. 
He was afraid to quit, but he didn't 
tell management. He stayed on the 
job and now he has been with the 
company ten years. He is not pro- 
ducing to capacity and is still not 
particularly happy. He is still a 
white elephant. 


A 15-Year Man 


Now for a bigger and fatter white 
elephant—the same man. He has 
been with the company for 15 years 
and is now fat in the stomach and 
fat in the head. Last year at the an- 
nual banquet, management gave him 
a 15-year button for service. He has 
been with the company for 15 years 
and is a fixture in more ways then 
one. 

Lo and behold, we now reveal the 
fourth big white elephant and he is 
now a gigantic white elephant. He 
has been with the company for 20 
vears. He is considered a steady, de 
pendable employee. Someone had an 
opinion and he is now a department 
head. But no one knows exactly 
how far he has progressed. No 
measure has been made as to how 
much of his capacity he has been 
using. He has been on the job for 20 
years and then something happens. 


Management wants to expand ; they 
may want to open up a new branch. 
Perhaps someone has left the com- 
pany and someone has to be pro- 
moted. In desperation because they 
need a man, they pick him and make 
him the manager of a branch store or 
the manager of a very important de- 
partment—and when put to the acid 
test—he fails. He flops because he 
wasn't ready for that job. They can't 
fire him. He's been with the company 
for 20 years—so he is demoted. He 
goes back to being a white elephant 
and stays with management the rest 
of his life and gets deeper and deeper 
in that rut until he finally reaches 
the grave. 


Good Men Needed 


Today I hear management saying, 
“We need good men.” I heard a 
sales manager say “I had five sales- 
men—I just fired three—I need 
three new men.”” Every time an ex- 
ecutive makes a statement that he 
needs men he is indicting himself. 
He is proving to the world that he 
has been a poor manager of men or 
has failed to give enough thought 
and attention to the problem of 
building manpower. 

Why is this problem of building 
manpower so important today in 
1948? When you go into business 
you must have the “Three M's.” I 
mean materials and man- 
power. If you are a good risk, money 
is not a problem to you. Materials 
are pretty well alike. Whether you 
are selling one line or a competing 
line, there usually is not too much 
difference between them. So where 
is the difference? The difference is 
fundamentally in people and 85 per- 
cent of the success of a business 


Cont n ed on the next page 
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White Elephants—Continued 


will depend on its people and their 
ability to out-think and out-sell the 
competition. If management will 
take more time to understand its 
people, it can get them to improve 


ADJUSTERS! 
INSURANCE AGENTS! 
TRAFFIC MANAGERS! 


HOW DID IT HAPPEN? 


Get ao clear picture of how 
accidents occurred visually by 
reconstructing conditions with 
the MAGNO SAF-T BOARD. 
Everyone handling claims can 
profitably use this device. 
Demonstrates in a vertical posi- 
tion. 


For Full Information Write 


MAGNO SAF-T BOARD 


EMIGSVILLE, PENNA. 


themselves! What is management's 
job? will show management's job 
very quickly. 

Most people are born with pint- 
size brains. That is all God gave 
them: a pint. Some people are born 
with quart-size tanks; some people 
are born with gallon-size think tanks 
like Einstein, Steinmetz and Edison. 
\We know that the average individual 
only uses one-third of his capacity. 
You and I, as smart as we think we 
are, fail to use two-thirds of our 
potential ability! I submit it is much 
easier to fill a pint than it is a quart 
or a gallon. I say that management's 
job tundamentally is to fill the think 
tanks of its people. That is its job. 

Ok, what do I want you to do? 
What should you do? I'll tell you 
what I want you to do. I want you 
to do your business a favor. I want 
you to go into your private office and 
I want you to lock the door and sit 
in that office all day and figure out 
what you do with your time. If you 
don't know what you do with your 
time, get vour secretary to keep tabs 
on you. After you have analyzed 
what vou do with your time, | want 
you to subtract one-fifth of your time 
and set that aside for the better un 
derstanding of your people. Dele- 
gate some of your work and transfer 
some of your duties to somebody else 
because the day after you get out of 
your locked office, I want you to 
have a new title—I want you to be 
a manpower coach. 


SAVE MONEY! 


BUY CHAPIN FILES DIRECT 


Here’s the file for insurance agencies. It's a combination 
three drawer letter file with two drawers for 6x4 record 
cards. And the price is amazingly low—because you buy 


direct from Chapin. 


High quality construction, too. Rugged, all-metal dustproof. 
attractive grey or green baked- 
enamel finish. MONEY BACK GUARANTEE, 


And there's a Chapin file for every purpose. The complete 
line includes files 2, 3, 4, or 5 drawers high, letter or legal 
width, and all combinations of card drawers including 5x3, 
6x4, 8x5, and 9x6. Order the file featured here, or write 


Full-suspension drawers 


today for the complete catalog. 


FREE! | +-page bulletin chock full of bar- 


gains and values in files and office equipment. 


CHAPIN EQUIPMENT COMPANY 


Dept. V, P.O. Box 109, Batavia, Ill 


Standard Letter Size File 
Two top drawers for 614 record cards and 
three full-suspension letter drawers. 


Only $55.15 


with lock $64.85, Batovia, Iilinois 
2% discount for cash with order. 


1 would like to see you spend an 
hour-and-a-half a day or one full day 
a week doing nothing else but con- 
sulting and explaining and talking 
with your people. 

You say you haven't got the time ? 
You say you are overworked now ? 
You say that the people you hired 
aren't producing, that you have to 
do double work because you have to 
do their work too? You say your 
business is too small? I say that the 
job of “manpower coach” is more 
important in a small business than it 
is in a big business because one poor 
man on a team of 12 can do a lot 
more damage than a poor man or 
woman on a team of 2000. 

The good thing in a business is its 
people. Let me emphasize that 
management can make more money 
by investing in its people than it can 
on anything else it buys. 

How much should it spend on its 
people? I will suggest a simple for- 
mula. 


On those paid up to $200.00 a 
month—spend $50.00 a year or 
$1.00 a week on their education. 

On those who make from 
$3000.00 to $5000.00 a year, spend 
$100.00 a year. 

If there are department heads 
who are drawing $5000.00, 
$6000.00 or $8000.00 a year or 
more, invest $250.00 a year in 
them. 

It vou have an organization 
with ten or more people, set 
aside a “manpower improvement 
budget” to be used for increasing 
the yield of every person in your 
organization. 


Set up an annual budget for your 
Manpower improvement, just as you 
do for your rent, your light, heat and 
other fixed expenses. This is equally 
as important as are fixed expenses. 

Whether you spend $100.00 a year 
or $10,000.00 a year on your pec ple, 
the important point is that you must 
do it regularly. This is for a long pe- 
riod of time. This is not a one-year 
program ; it is not a 5-year program 
—it is a life-time program! Your 
objective is to increase the yield of 
every person in your employ; your 
objective is to remove the white ele- 
phants in your business. You can 
accomplish this by investing time 
and money in your people. 
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Electricity makes the difference! 


SAVES TIME: The fast, easy electric action of the 
finger fitted keyboard on the Remington Electric 
DeLuxe has been designed to allow flying fingers 
to flow smoothly over its keys—-turning out more 
work, better work in less time. 
SAVES WORK: Since operation is completely elec- 
tric on this new Remington, gone forever are the 
laborious hand carriage return—the pounding of 
typewriter keys——time consuming hand spacing. 
Through the electrification of the carriage return 
alone, the typist eliminates countless fatiguing 
hand operations every day. In addition to these 


Reminglon Rand 


tae FIRST wame in TYPEWRITERS 


N 


advantages, the Electric DeLuxe assures uniform 

impression of type at all times and is ideal for 

manifold operations. 

SAVES MONEY: Scientific studies reveal that there 
is a definite increase in typing productivity which 
results in actual dollar savings...from each typing 
station in your office equipped with this superb 
new typewriter. 

Why not send for the FRFE full color illustrated 
brochure “New Profits Through Electricity.” It 
will show you how to start saving today——-by de- 
creasing office costs and increasing typing produc- 
tion—the electric way. 


DEPT. BL-5, 315 FOURTH AVE. 
NEW YORK 10, N.Y. 


Send me a FREE copy. 


Remington Rand Inc 
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“I wouldn't have believed old Ormsby finally 
made the official staff if | hadn't seen him 
being measured for his chair” 


Courtesy Banking Megazine 


Executive 
Chair custom fits 
anyone! No mat- 
ter what your 
build,—the patented “Fixed-Floating™ 
seat and “Kradl-Tilt” back give just 
the right amount of assistance for the 
correct, restful sitting position. Feet 
never fly off the floor when leaning 
back. 
greeted by comfortable, fatigue-com- 
batting support. Yes, SIKE-S shows the 
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ON-THE-JOB COMMUNICA- 
TIONS AT U.N. SITE 


N ON-THE-JOB communica- 
tions system that will save hours 


of time and millions of steps for the 


| permanent 


Every position you assume is | 


way to all-day working comfort! In | 
finishes to match any desk, upholstered | 


in fine fabrics and genuine leather. 
Write for name of nearest dealer. 


THE SIKES COMPANY, Inc. 


30 Churchill St Buffalo 7, N. Y. 
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men building the United Nations 
headquarters in Man- 
hattan, is in operation at the East 
River site. Officials of Fuller- 
Turner-Walsh-Slattery, Inc. say the 
system will be extended to the 39 
story Secretariat building as the steel 
framework of the structure rises. 

Nerve center of the system is the 
telephone switchboard in the corpo 
ration’s field office. By speaking into 
a microphone, the switchboard op 
erator summons supervisors to 
strategically placed telephone sta- 
tions by paging them through a 
loud speaker system powerful 
enough to be heard over the thou 
sand and that echo 
through a construction site. 


one noises 


Endorsed by Workmen 


Thus, anvone on the 17-acre tract, 
whether he is engaged in pile-driving 
near the Franklin D. Roosevelt 
Drive or working atop the Secre 
tariat building when it arises, will 
be no further away from the project 
manager than his telephone in the 
field office. The system already has 


| the hearty endorsement of veteran 


the 
weary process of trudging to a field 


construction men recall 
office in response to whistle blasts 
or the sounding of a siren on other 
jobs 

Besides the telephone and loud 
speakers on the tield, a telephone 
and loud speaker will be installed 

the ground floor of the Secre 
tariat building and every fourth floor 
Thus no key man on the job 
will ever be more than two floors 
from a telephone. Installation 
will be made steel erection 
goes on. The 50-watt amplifier is 
powerful enough to be heard above 


above 


while 


the riveting. 


Security 


The new clerk in the shoe store had made 
his first sale, and was telling the boss about 
it 

“L sold that man a pair of brown shoes 
for twelve dollars. He only had a dollar 
forty with him, so | took that as a deposit.” 

"You idiot,” lamented the boss. “He'll 
never come back.” 

“He'll come back all right. | gave him 
two left shoes!” 


PARSONS 
MECHANO FORM 


Most accounting and record-keeping jobs can 
be done better at low cost on these fine, 
50° mew cotton fiber papers and cards. 


There'll be no re-writing because of worn 
records if you use Parsons Mechano Form. 
Can be erased readily with chemicals, rubber 
or scratcher, leaving a smooth surface the 
same color. There are seven colors in both 
sheets and cards so each class of record can 
be indicated by the color used. It takes a 
clean, sharp entry with no smudging. Ink 
will not run on the fibers. It will stand 
rigid in your files. 


Mechano Form was engineered to the specifi- 
cations of America’s leading manufacturers 
of bookkeeping equipment. Its smooth, no- 
glare surface — so easy on the eyes — makes 
it ideal, as well, for hand posting. 
“How to Make Your Records Legible and Lasting” 
This is the title of a free booklet that gives 
the answers on papers for ac- 
counting and record-keeping 
purposes. It tells what types 
of paper or card to use for 
various applications and gives 
still more valuable hints on 
saving time, effort and paper. 

Parsons Paver Company 


Drrartment 5 

Hotvoke, Massacnuserts 

Please send me, free, without cost or obligation, 
your booklet “How to Make Your Records Legible 
and Lasting.” 


Name 
(PLEASE PRINT) 
Organization 

or Company 


Street 


City or 
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Dear Mr. Fergason: 

I heard you make a speech in Chi- 
cago about building a good organi- 
‘zation structure. 1 think you said 
that authority should be decentralized 
as far down into the organization as 
possible. You emphasized this as a 
favorable modern trend. Will you 


please elaborate upon this viewpoint 
and illustrate your meaning. 


A.W.T.O. (Chicago) 


Dear A.W.T.O.: 

Yes, I would like the opportunity 
to expound my views on sound or- 
ganization principles. Much of the 
friction that takes place today is fric- 
tion induced by organization weak- 
nesses. If the factory foremen, for 
example, had been recognized sooner 
and had been given more authority 
to act at their level of management 
they would not have been so eager 
to organize into a union for the pro- 
tection as well as procurement of 
proper recognition and prerogatives. 
It's a principle of modern manage- 
ment to give the supervisors more 
authority to deal with the various 
situations that arise at their level. 
There are two important qualifica- 
tions, however,— (1) train them first 
to be able to exercise the authority 
and (2) hold them for results (ac- 
countability) under their enlarged 
scope. 

The manager of an insurance com- 
pany (branch) recently wrote me 
about the same subject. He said that 
he had the authority to commit the 
company to a $100,000 risk in the 
insurance business, but if he wanted 
to hire a $175 per month stenog- 
rapher or buy a $600 adding ma- 
chine, he had to submit the proposal 
to the main office management and 
await their decision and submit to 
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their inquisition. He concludes that 
he suspects that the final decision 
is made by a main office clerk who 
represents a busy management. That 
situation becomes a point of friction 
because authority has not been de- 
centralized on a uniform and con- 
sistent basis. 

When authority is centralized in 
too few hands, too many decisions 
must be made by too few people and 
bottlenecks are bound to develop. 
Carefully select your managers and 
supervisors. Rely on aptitude testing 
in selecting your management. Then 
train your managers in the proper 
exercise of their management re- 
sponsibilities. Give them authority 


EDITOR'S NOTE 


This is the fifth of a series of monthly 
comments concerning office problems. 
The items covered in this column have 
been selected because of their interest 
to our readers. If you have a question 
or a comment concerning office prob- 
lems, Mr. Fergason will be glad to hear 
from you. Your name and your company 
will not be divulged if your letter is 
answered in this column. Obviously the 
opinions expressed are those of Mr. 
Fergason and not of the editorial staff. 


equal to their responsibilities. Then 
establish a system of controls (re- 
ports) that establish accountability. 
Too often we do not hold our sub- 
ordinate managers accountable for 
results. We accept excuses for their 
failure to produce. There would be 
a harder hitting type of company if 
we would (1) define the various 
positions so that all would know 
what is expected of them; (2) select 
the personnel on the basis of their 
qualifications to perform within the 
requirements of their work ; (3) ade- 
quately reward for good perform- 
ance and (4) hold all persons re- 
sponsible for acceptable perform- 
ance. 

The performance 
have degraded in many companies 
shortages of personnel have created 
a fear of discipline and with the high 
tax structure have dulled our efforts 
toward efficiency. We are approach 
ing (or are already in it) a com 
petitive period when performance 
will be important—before we blame 
the employees, let us mend our or 
ganization structure so that perform 
ance is possible. To cure a blister we 
first remove the cause of friction. 


standards of 


Dear Mr. Fergason: 

I have tried several sources of 
information concerning the control 
of coffee periods and I have received 
no practical solutions or suggestions. 
I am now wondering if you might 
help me. How can you keep em- 
plovees from taking two or three 
times the allotted time? This is a 
serious problem with us and I am 
sure that it must be a serious one for 
others. Your comments will be ap- 
preciated. 

H.R.H. (Milwaukee) 


Continued on the next page) 
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Around the Office—Continued 
Dear H.R.H.: 


The way you word your request 
and the wording of your accompany- 
ing comments indicate that you look 
upon infraction of company rules as 
if it was a disease to be cured by 
taking medicine. The chronic dis- 
regard of company rules, whether 
they apply to tardiness, attendance, 
rest periods or conduct, spring from 
a combination of things: 

(1) Often the employees have 
not been told exactly what is ex- 
pected of them. If any explanation 
has been made, it has been so long 
ago that the employees have forgot- 
ten. 

(2) Often the immediate super- 
visor ignores the infractions of rules 
or even infracts the rules himself 
(herself) and the employees assume 
that their conduct is being condoned. 

(3) Often there is no discipline 
of those who infract the rules. No 
one speaks to the culprits about their 
conduct so they seem to be “getting 
by” with it so others decide they too 
shall imitate and do likewise. 


(A) 1600 —2-drawer storage cabinet 
equipped with lock. 3614” H.—24” H.— 
16” D. 3 storage compartments. $28.60 


(B) 1620 — 20-drawer storage unit — 
3614” H.— 24” W.—16" D. Dr. Dim. 
8%" W.-—3” H.—1534” D. Compart- 
mented on 1” centers—12 separate com- 
partments. $49.50 


DEALER AND DEPARTMENT STORES. 


ON SALE AT YOUR LOCAL STATIONER — OFFICE FURNITURE 


(4) Often there is no reward, 
immediate or delayed, for those who 
do abide by formal rules or implied 
wishes. When a company rewards 
inefficiency and substandard conduct 
by the same standard by which it 
recognizes efficiency and good con- 
duct (standard pay raises are an 
example) there is no wonder (at 
least to me) why our employees are 
not responsive. 

(5) Often, management expects 
perfection from its employees and 
small infractions involving a minute 
or two are considered just as bad 
as the flagrant violation. 

Now that I have poured out my 
soul on this subject and generalized 
about the aspects of attitude, I will 
give you a multiple-point program 
which if intelligently followed will 
contro! the coffee period or any 
other period granted to the em- 
ployees : 

(1) Establish a rule that the 
morning and afternoon break period 
will be 15 minutes (or whatever time 
you allow) and explain the rule to 
the employees. Request their coop- 
eration in enforcing the rule. Ex- 


plain that the break period is a 
granted privilege based upon their 
continued respect for the limitations 
placed upon the grant. 

(2) Provide facilities for the em- 
ployees to enjoy the break period 
within the time limits imposed. Too 
often the employees must go to a 
public restaurant or soda fountain 
for refreshments and are subjected 
to a 10 to 15 minute period of wait- 
ing before being served. 

(3) Train the supervisory statf to 
observe (not spy) the obedience to 
the rule. Those that violate the time 
limit rule should be spoken to and 
encouraged to follow the rule in let- 
ter as well as spirit. Chronic vio- 
lators should be disciplined. The 
best discipline for a stubborn case is 
dismissal. 

(4) Make punctuality, attendance 
and willingness to cooperate in fol- 
lowing the rules one of the condi- 
tions in the “merit rating program.” 
In other words, reward meritorious 
conduct as a factor in meritorious 
performance. Let your employees 
know your attitude, your viewpoints 
and your wishes. 


(C) 1610—-Combo 10-drawer and 
storage cabinet unit. Dr. Dim. 834° W.— 
3” H.—1534" D. 3 storage compartments. 
361” H.—24” H.—16” D. $39.50 


LOW PRICED!— 
VERIFIED VALUE! 


(HIGHER ON WEST COAST) 


WRITE FOR CATALOG DEPT. ME 


FUTURA GRAY” 


MATCH THEM 
BUILD-UP YOUR 
OWN UNITS 


IDEAL FOR 
AGENCY 
FIELD OFFICE 
STOCK DEPT. 
INTER-DEPARTMENTAL USE 
FORMS — CUTS 
PROGRESS — WORKS DEPT. 
SCHEDULE DEPT. 
HOME USE 


Steet Sales Corp. 


170 W. 233rd ST. + N. Y. 63, N.Y. 
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As natural as the application of electric 
power to communications or mass pro- 
duction is the application of electricity to 
typing. 

IBM, pioneer in this development, has 
engineered the IBM Electric Typewriter 
to bring economy to the modern office 
through the advantages of speed, uniform 
quality, and ease of operation. 

A light touch operates all keys on the 


IBM Electric Typewriter—including car- 
riage return, tabulator, backspacer, and 


shift. Uniformity of appearance—regard- 
less of the typist’s touch—is assured by the 
built-in impression control. The easily- 
adjusted multiple copy control provides 
for one or many legible carbons. 

The IBM representative nearest you will 


demonstrate the many new features of the 
IBM Electric Typewriter. 


ELECTRIC TYPEWRITERS 


ELECTRIC ACCOUNTING MACHINES ... SERVICE BUREAU FACILITIES 
PROOF MACHINES ... TIME RECORDERS AND ELECTRIC TIME SYSTEMS 


International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
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Add This Word 
To Your Vocabulary: 


COLITHO! 


it Means 
THE BEST in Office 
Offset Duplicating Plates 


If you're not using the office offset duplicat- 
ing process now, you should be. Offset gives 
you the best in duplicating—results compar- 
able to printing at but a fraction of the cost 

. crisp, sparkling, jet black copies of ree- 
ords, reports, systems forms, bulletins, direc- 
tions, instructions, labels, package inserts, 
sales and advertising material . . . the quan- 
tity you want, when you want it! Saves on 
printed matter inventories; keeps all printed 
matter up to date. 


If youre using offset, remember, it’s the 
plate that makes the job! Be sure of getting 
the best results, the right plates for the job, 
the greatest number of cleanest copies, the 
lowest cost per copy. Use 


paper 
MASTER PLATES 


Type, handwrite, draw on them, as easily as 
on any piece of paper—and almost as inex- 
pensively. Run them through typewriters, 
tabulators, teletypes, adding, billing, book- 
keeping and addressing machines. Erase on 
them without risk of messy-looking changes. 
Add progressive data any time. Ready for 
instant use. No waiting, no wasted paper, 
before clean-impression “build-up”. Made 
for standard sheet size 
jobs and also in flat 
packs for duplicating 
continuous systems 
forms. 

WRITE FOR FREE 
SAMPLE COLITHO 
PLATE. Just tell us 
what make offset dupli- 
cator you're using. Or 
use the coupon below. 
Our distributor in your 
locality will furnish 
you with our free, test 
sample. 


COLUMBIA 
Ribbon & Carbon 
Manufacturing Co., Inc. 


Main Office & Factory: 
Glen Cove, lt. 


Columbia Carbon Mfg. Co., Ine. 
Glen Cove, L. L, 

Please send me at no obligation, samples 
and full details of Colitho Paper Master 
Plates 


Your Name 


Firm 


Address 


Make ond Model of Offset Duplicater Used 


Incentives—from page 6! 


surance, group life insurance, annui- 
ties, salary administration plans, are 
strong incentives for members of an 
organization to continue their em- 
ployment—certainly a factor we all 
are striving to achieve. One of the 
greatest contributions to inefficiency 
is rapid turn-over of personnel and 
the cost is high when you replace 
trained personnel who know the com- 
pany procedures, policies and philo- 
sophies with either trained or un 
trained personnel who do not have 
that important knowledge. 


Social Security 


Thinking of the social security 
benefits that a company can offer as 
incentives, their importance is dem- 
onstrated by the large percentage of 
those who apply for jobs and who 
make specific inquiry about these 
benefits. At the same time, I know 
for a fact that whenever anyone in 
our organization (where all of these 
benefits are offered), is approached 
for another position, he thinks 
twice before doing so. Social Secu- 
rity is one of the uppermost thoughts 
in the average person’s mind ever 
since it was spot-lighted so strongly 
by President Roosevelt, and the com- 
pany that provides it is offering a 
real incentive to its members who 
stay with the organization. 


Promotion 


Any company that offers a strong 
ladder for promotion and growth 
within the organization is offering a 
very powerful incentive—not only to 
its present members, but to attract 
additional good personnel. On this 
when a company has such a 
promotional plan, it should make the 
procedure for following it an inflex- 
ible rule rather than filling positions 
with outsiders unfortunate 
and unwise practice that discourages 
present personnel. [ can think of no 
more powerful incentive for mem 
bers of an organization to do their 
immediate job in the best interest of 
the organization, and at the 
time study and train to do a bigger 
job, than to know that when the next 
opportunity develops, he or she will 
be considered for that position. At 
the same time, when a higher open- 
ing occurs and management sees fit 
to buy from the outside rather than 


score, 


a most 


same 


to give the assignment to a present 
member, the present member's reac- 
tion is, “What's the use?” 


Emotional Appeals 


Thus far, I have written of psy- 
chological incentives that are, let us 
say, emotional appeals. I have only 
mentioned a few—there are many 
others of lesser importance, but of 
definite value. In setting them up in 
our organization, we did so not only 
because we thought it was a good 
thing to do, or because we thought 
it was the current way of doing busi- 
ness—instead, we installed them be- 
cause we wanted to accomplish cer- 
tain things—the development of a 
team spirit, reduction of turn-over 
in personnel, increased efficiency of 
doing business; reduced expenses 
and maintenance of a satisfactory 
margin of profit. All companies, since 
the beginning of the war, have been 
faced with the very serious problems 
of overcoming an almost disastrous 
drop in efficiency ; a lack of interest ; 
soaring expenses, ‘ete, and I am cer- 
tain that when incentives like these 
have been available, they have gone 
far to control and improve a situa- 
tion that without such incentives 
would have been increasingly worse. 


In New Dress 


We have found that if we present 
each year’s edition of an incentive 
plan in a new dress, we get additional 
interest. We make sure to simplify 
the language used; change the 
awards slightly and to do the job 
attractively, so that it is really inter- 
esting and understandable. As men- 
tioned before, each issue of our 
monthly internal publication carries 
complete stories of successful per- 
sonalities in the various incentive 
schemes and we try particularly hard 
to make sure that there is a liberal 
sprinkling of photographs. For in- 
stance, for our suggestion plan, we 
use the entire back cover of our pub- 
lication, making sure through the 
stories and photographs of those 
who have contributed suggestions, 
that their outstanding success is 
brought before all readers. 

Now for a word of caution. There 
is a law of physics that says for 
every action there is an equal and 
opposite reaction. There ought to be 
a law on incentives, that while there 
may be advantages in any incentive 
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plan, there are also likely to be dis- | 
advantages. It is difficult to produce ? 
a perfect plan of incentive, and some- 'B me T T E R L E T T E R PA P E a 
times those plans which are incom- 
pletely thought out and not ade- tts _ Rising is Right! oe a 
quately maintained, produce results : 

that are The only sug- Here’ Why 
gestion that | can offer to make sure 
that your plan of incentive produces 


: isi i F has the look and 
the results that you desire, and not Rising Line Slenges Rae 


feel of quality. It’s a paper of distinction 
a strange bedfellow, is to make, or for your letters of importance. Your 
have made, a thorough study of all printer will advise that the best letter 
the conditions surrounding the proj- paper to buy is undoubtedly— 


ect, a statement of what you want to | re 

produce, and third, that you check Rising Line Marque 

carefully the expected result with | . = 

due consideration for these things: 25% rag exclusive pattern inspired 

by Italian Handmade paper 2 weights 
3 pastel shades and white 

envelopes in 6 sizes 
Are there any strange creatures | \ ¥ excellent printing surface for die-stamping, 
lithography, gravure or letterpress 


Write for sample brochure to box BF-5 
Rising Paper Company, Housatonic, Massachusetts. 


WHEN oy oe TO KNOW...GO TO AN EXPERT! 


Are you going to get the re- 
sults that you expect ? 


around that might cause you 
discomfort ? 


And if you attempt the plan, be 
sure that you give it an annual 
revision and overhaul, making 

positive each year that you are 

getting what you want to get. eS isin apers 
Any plan of incentives unless 

it has been constantly revised, e 
improved and promoted be- ASK YOUR PRINTER. . . HE KNOWS PAPER! 
comes a forgotten opportunity. 


Rising Paper Company, Meusetonic, Mess. 


The Best Booster 


In our company we believe that any 
member of any organization wants 4 WE ALL COME TO THEM 
an opportunity to help his company, SOONER OR LATER, MISS JONES 
and through that effort, to help him- 
self. Without such an opportunity, 
he or she is an uninterested and un- 
inspired worker. With such an op- 
portunity, he or she is an individual 
who is interested in doing a good 
job; in seeing his company progress, 
and there is not better booster for 
any company than a satisfied, in- 
spired employee. Bi-Focal Guides make office life happier 

From an address before the National Office and more efficient. No fumbling or grum- 
Management Association. bling. No guesswork . . . Save hours 

DESKS of valuable time in any filing sys- 
tem. Easy on the eyes. 


CARELESSLY dropped cig- Any way you look at them 


they’re easier to read. 


arette may mar the beauty of an ode 8 
Most clearly visible guide made 


ordinary desk top but the owner of 
a Pacemaker desk need not worry. R For speed and accuracy 

Designed by the Myrtle Desk Com- 

pany, this line of office furniture has Bi-Focals 

the same lustrous finish as other fine 

desks but a live cigarette cannot 

hurt the top. When you consider F 

the years of service you expect from | LI N G Q U l P M E NT Bu R EAU 
a desk, and think of the countless NCORPORA 

opportunities for an accidental burn, NEW YORK BOSTON CHICAGO 
you realize the value of this feature. | HARTER and SIKES Chairs, ROL-DEX, and SPIN-DEX Systems 
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Check raisers and other crooks are a daily 
peril to the safety of your company’s funds. 
Ordinary handwritten or typewritten checks 
can be altered and create a serious money loss 
that may never be recovered. 

Protect your company with the new 
Todd Electric Protectograph checkwriter, 
the machine that indelibly shreds amount 
lines into your checks... provides dual, 
locked control over check issuance...guards 
you against financial loss. Electric operation 
assures effortless check writing — operators 
don’t tire even when using the machine for 
hours. 

Let us give you complete information 
about this new Protectograph checkwriter. 
Just mail the coupon below, now. 


MAIL THIS COUPON TODAY! 


COMPANY, INC. 
Todd 


ROCHESTER & NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


I 

DISTRIBUTORS THROUGHOUT THE WORLD | 
THE TODD COMPANY, Inc., Rochester 3, N.Y. : 


Protectograph checkwriter. No obligation to me. 


Firm 
Address. 


Zone State 
BIN-5-49 


| 
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THE LUXURY OF LETTERS 


A. G. WYNNE FIELD, 


The General Accident Assurance Company 
of Canada 


N PEN and ink days letters were of necessity short. 

They meant manual work for the writer. They were 
used to record essential data. Now, for the modern 
business man they mean no work. The man merely 
calls in a pretty girl, assumes, quite often, a silly look of 
self-importance, and with more or less aptness dictates 
to the poor creature (who does the real work unostenta- 
tiously while cursing the male ego beneath her breath) 
with all the air of one of the minor gods allotting the 
angels daily tasks. 

Every day untold hours are wasted in posing during 
dictation, writing reams of poorly constructed and 
generally ambiguous letters and reports, not to mention 
the unwarranted expenditure of paper. So as a start 
toward better, cheaper and less wasteful letter writing 
we otter the following : 

1. Is This Letter Necessary? Instead of pompously 
reciting, “Your enlightening letter of umteenth instant 
has come to hand, etc., why not chuck the letter over to 
the girl and tell her to acknowledge it. She is a trained 
secretary. Result, saving of your time, her time, less 
chin scratching and brow corrugating and a clean page 
in her notebook 

2. Be Sure You Know Your Subject Before You 
Pontificate. Glance at your stenographer’s notebook 
some time. It might be a horrible indication of your own 
muddled mind. Those eliminated passages and indenta- 
tions and other marks which mar her neat shorthand are 
a record of your one man debate with yourself. 

3. Remember Words Are Tools to Use, Not Jewels 
to Admire. Never mind how your letter sounds. Does it 
convey ideas? Why make your letters like dictionaries 
when you mean to convey merely a simple “yes” or 
“no”? Let’s examine one claims report taken at random. 
See where the dictator (who didn’t have to do the actual 
work of writing) was hypnotized by high sounding 
words and phrases instead of fulfilling his proper func- 
tion, that of making a simple statement of fact. 

“We regret to advise that this vehicle was stolen last 
evening, January 17th, at the hour of 5:53 P.M. and 
the circumstances surrounding the loss were as follows.” 
Nobody doubts the regrets, a child knows that 5:53 
refers to time, so, “This car was stolen last evening at 
5:53 under the following circumstances.” Still corny 
but better. The rest of the two page report could be 
efficiently made into two paragraphs. But the dictator 
was enjoying the luxury of dictating and enjoyed the 
sound of the words. 

We don't hold this up as a horrible example. It is 
typical. Emerson once said, “I cannot hear a word you 
say for the noise of what you are.” Many business 
letters today are noisy with words and meaningless in 
import. We could all cut out half of our writing and 
still be verbose. 

From the Insurance Accounting and Statistical Association Interpreter. 


Best’s Fire and Casualty News 
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EASIER THE EYES! 
EASIER THE TOUCH! 


QYAL 


At first glance, you know that here is something new 
and really different in typewriters. 

Now, get closer. You'll see that the new gray tone, so 
soft and light-absorbing, banishes all glare. 

Now rest your fingers on the new revolutionary key- 
board! Feel how each key is shaped to the contour of the 
finger tips. How right! How natural! And what comfort! 

Look over the list of new, improved features and 
you'll agree that never has there been such a typewriter 
as the new Gray Magic Royal. It’s the newest, grandest 
of all office typewriters. 


Brand-new look! Brand-new touch! And these grand new features! 


Finger-Flow Keys — designed to cradle the finger tips, the 
Finger-Flow Keyboard gives greater clearance between 
rows of keys. And the touch that has made Royal the 
2'4 to | favorite among typists is even lighter, faster — 
now, more than ever, the operator's dream touch! 


Removable Cylinder—another bit of Gray Magic— 
another new Royal improvement. Single-handed, with 
the thumb and finger of the right hand, the cylinder can 
be removed to clean or change. A simple press and lift 
motion and it’s out. No tool kits! No mechanics! 


Clean Change Ribbon—This Royal exclusive permits 
swift, clean ribbon changing. The specially designed 
spool lets you slip the ribbon loop on without even 
removing the empty spool from its hub. No fuss—no 


more inky fingers with this great Royal feature. 


“Magic” Margin— Most magic Royal feature of all, 
“Magic™ Margin sets the margin where it’s wanted, at 
the flick of the finger. Just position the carriage, flick the 
lever and it’s all set. No reaching from carriage to key- 
board and back—no fumbling with margin stops. 


Price Not Raised 

When you check on the price of the new Gray Magic, 
you'll be pleasantly surprised. For in spite of all its 
new, advanced features, you pay no more for the Gray 
Magic Royal than for an ordinary typewriter. 

Call a Royal representative today! Meet the magic 
of the new easy-writing Royal in your own office. See 
how it means happier typists . . . better, faster work. 


The 080 


“Magic” is a registered trade-mark of Royal Typewriter Company, Inc. 
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Current and Prices on any of the following 
gati rom 


FILING CABINETS 


MACHINES, NG 


products and services may be had without 
We will also obiein any available information on items not listed. * 


SERVICES 


1. Card File 25. Compos 62. Accounting System 
2. Fibre Board 26. Direct tS Caving 127. Filing jae 
3. Insulated 27. Duplicating 63. Fire Protection 
4. Metal 28. Micro-filming 111. Floor Maintenance 
5. Micro 29. Mimeograph Slip Sheet (Non-Slip) 
6. Portable 30. Typewriter, Electric 64. Office Planning 
7. Rotary 31. Typewriter, Manual 115. Photocopying 
ees 65. Record System 
10. Wooden MACHINES, MISCELLANEOUS 
: age Services 
32. Addressing 125. Truck Alarm Systems 
FILING SUPPLIES 33. Checkwriting SUPPLIES, GENERAL 
11. Fasteners 34. Dictating 
13. Index Tabs - Staplin Speciclized) 
7. 71. Erasers (Specialized) 
14, Supports 37. Paper Fastening 112. Floor Polish (Non-Slip) 
MACHINES, ACCOUNTING OFFICE ACCESSORIES Systeme ona 
- Ag 38. Ash Trays & Stands 73. Marking Devices 
17 Be hy . 105. Bulletin Boards 75. Paper Perforators 
18, Cal st 39. Cash Boxes 76. Pens 
. . Currency Trays . Pencil Sharpeners 
19. T Tabulating 42. Desk Lamps 81. Staple Removers 
MACHINES, MAILING SUPPLIES, TYPEWRITER 
20. Dating Stamps 82. Cleaning Material 
9 45. Drawer Trays 83. Copyhold 
21. Envelope Sealers 46. Moisteners 113, Ed, ble Ribbon 
22. Mail Openers 47. Name Plates io ia 
34. Postal Scales 86. Line Indicator 
18. Sorters 49. Waste Baskets 87. Pods 
ee OFFICE FURNITURE 89. Stands 
. Bookcases 90. 
To BEST'S INSURANCE NEWS | 52° Cabinets Holder” 
75 Fulton St., New York 7, N. Y. —— 92. Index 
. Des i 
108. Incandescent Lighting 
56. Matched Suites MISCELLANEOUS ore 
. Stools . Birthday Cards 
59. Tables 117. Display Material 
N 
jo. ------------ 0. ---—-----—= 60. Wardrobes 97. Fire Extinguishers | 
Other 104 Cocsting 

; 119. Card Index 126. Percentage Calculators 
. Envelopes . Promotional Gi 
121. Letterhead 107. Door Lock 
Oe a 122. Policy 101. Silencer for Dictating 
City 123. Ledger Machines 
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COLORVISION KEYBOARD 


HE newest idea in the typewriter 

world is the “ColorVision” key- 
board. After a scientific study of 
what makes a typewriter keyboard 
hard to read and uncomfortable to 
the touch, Smith-Corona developed 
rimless plastic keys shaped to the 
curvature of the fingertips and col- 
ored them a special non-glare green. 

The key tops actually cup the 
fingertips and their restful green 
color clearly silhouettes the letters 
without annoying reflection. Sec- 
retaries and professional typists say 
it’s not only a big aid in their work, 
but actually brings a new, smoother 
“touch” to typing. 

Departing from the traditional 
black, the new model is finished in 
two tones of gray and beside the 
“ColorVision” keyboard, features an 
exclusive automatic margin set that 
lets you set both left and right mar- 
gins with one hand in one second. 
Also featured are a new three-posi- 
tion paper bail, improved line regis- 
tration and a touch selector that 
eliminates the usual heavy resistance 
at the beginning of each key stroke. 


To Best’s Insurance News 


75 Fulton St., New York 7, N. Y. 


The above material is available without 
charge or obligation. Simply check pub- 
lication(s) desired. 
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BOOKLETS 


P9—Mr. Higby Learned About Floor 
Safety the Hard Way 


This booklet has been prepared to make 
it unnecessary for the reader to learn as 
Mr. Higby did—the hard way. It discusses 
the question, “Can floors that are polished 
also be safe" in an entertaining but thor- 
ough manner. Methods of maintaining floors 
and the effect on accident rates and insur- 
ance costs are covered. Factors that make 
floor maintenance costly are explained and 
suggestions given for reducing these costs. 


P10—How to Produce More Work by 
Sitting Down on the Job— 
Correctly 


An office worker spends from 1500 to 2000 
hours each year seated at a desk. Conserva- 
tive estimates indicate that proper seating 
increases his or her productive capacity by 
at least one hour per day. That's more than 
$300 annually for each $50-per-week em- 
ployee. This booklet takes the premise that 
comfortable, scientifically designed chairs 
not only improve employee morale and in- 
crease office production but actually save a 
sizeable sum of money. It is devoted to 
suggestions for improving working conditions 
and saving that money. 


Pi 1—Money Making Mail 


Mail, and this includes not only direct mail 
literature, publications and notices but also 
the everyday business letter, is America's 
greatest advertising channel. Most universal 
of all, available to everyone, it is the one 
medium that everyone can command. This 
booklet shows by a breakdown of the items 
involved that the average cost of a letter is 
at least 75¢. It tells you how to get full 
value for this money—how to say it better 
than you were ever able to say it before. 


Pi2—The Advantages of Metered 
Parcel Post 


Cost, control, speed and cash losses 
through stamp “borrowing” and pilfering 
are problems common to all companies using 
any volume of parcel post. This booklet de- 
scribes the special advantages of metered 
parcel post. It shows how under such « 
system mail operations are simplified and 
speeded up through positive control of post- 
age expense and complete elimination of 
errors in postage amounts. 


P13—Properly Regulated Office 
Functions Increase the Sales 


Proper agency management is as impor- 
tant to good public relations as it is to 
internal relations. But this is only one reason 
that more and more agencies of all sizes are 
becoming conscious of the need for efficient 
and systematized office routine. A more 
cogent reason is spelled out in the initial 
letters of the title of this booklet. 


PI4—A Guide for Correct Policy 
Writing 

It has been estimated that it costs $3.32 
to issue a policy, exclusive of sales expense. 
This booklet, addressed particularly to new- 
comers in the insurance business, clerks and 
policywriters, explains in clear detail how a 
fire insurance policy should be prepared. 
Examples of typical policies are given and 
the reader taken along a step-by-step anal- 


ysis of the policy preparation. 


HOW TO 


BUY 


DUPLICATING 
SUPPLIES 


Estimate your needs. Order 
what's best for each machine. Be 
sure to get high quality products. 
They last longer and actually cost 


less. Simply buy Webster's. 


Here is WEBSTER’S 
all-star line-up 


WEBSTER’S TABULATING 

RIBBONS... guaranteed tong 
Made with high grade, 
cloth, properly 


wear 
woven edge 


inked for each type of machine. 


I 

I 

i 

I 

* WEBSTER’S MICROMETRIC 
1 CARBON PAPER... with its 
1 exclusive numbered edge. Elim 
Inates for spacing er- 
1 rors. Gives clear, sharp impres- 
i sions even after continuous hard 
I 
I 


usage. 


vy WEBSTER’S PENCIL CAR- 
BON... gives 100 impressions 
which last as long as the paper 
on which they are written. 


WEBSTER’S MULTIKOPY 
TYPEWRITING RIBBONS... 
have to be changed only half as 
often as standard ribbons. Made 
in extra lengths with special 
ink formulas for each kind of 
typewriter. 


Order Webster's next time 
need long-lasting duplicating sup- 
plies of dependable quality. Consult 


you 


your nearest dealer or write to 


F.S. Webster Co., 
Cambridge, Mass. 


4 Amherst St., 


F.S. WEBSTER 


COMPANY 


Webster's warehouses in key cities from 
coast to coast: New York, Philadelphia, 
Pittsburgh, Detroit, Chicago, 

San Francisco, Cambridge 
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Loss Logic—from page 38 


Negative selling never is effective 
selling ; so don’t tear down the whole 
legal profession to the injured. It will 
only make the injured suspicious of 
you, and make him think of getting 
a lawyer when he may not have had 
the thought. 


Appeal to Common Sense 


The positive way is to point out 
proudly that you and your company 
have a reputation for fair dealing, 
and you are sure the injured feels 
the same and wants to do the same 
and if so, he need not share his claim 
with anyone. Thus, neither will incur 
unnecessary expense. You can al- 
ways point out—once you two can- 
not agree—that he can always get a 
lawyer, one good enough who does 
not have to solicit business but gets 
it on merit. But, be sure your injured 
understands that any lawyer gets 
paid out of what the injured would 
otherwise receive. 

You probably must go beyond the 
usual as to ambulance chasers. Ap- 
peal to the injured’s common sense. 


Home Office 
60 John Street 


UNITED STATES 
CASUALTY COMPANY | | | 


New York City 


These fellows solicit because they 
aren't generally good enough law- 
yers to get business otherwise. In 
whose interest did, or do they call? 
—To fatten their own pocketbooks 
or his? Knowing the company is fair, 
and consequently will probably make 
a payment, they want a cut. Explain 
that since you know the claimant 
is probably experiencing his first 
such situation, he might be interested 
in the same advice you would give 
your brother or dad from your ex- 
perience. Point out the arguments of 
the chaser, and that the contract is 
all important to the chaser. He gen- 
erally will approach with the state- 
ment that he has important infor- 
mation that is helpful, but it is in- 
variably a police report or the like, 
available to anyone. He has a scrap- 
book of cases and news accounts of 
large verdicts, but will not explain 
the difference in the liability and in- 
jury in those cases and this case. 

He certainly will not mention the 
cases where the insurance company 
offered a substantial sum which was 
refused and the claimant got nothing. 
And, he will not mention that your 
salary is a salary and you will draw it 


whether or not this case is settled; 
while he works on a commission. 
You should point out that your 
company has too much reputation 
at stake to defraud anyone, while 
the ambulance chaser is violating 
the law in even soliciting a case. 
Once the contract is signed, the 
lawyer has a lien and the injured 
no longer controls his own case and 
cannot handle his claim. Warn him 
to watch out for the trick of bring- 
ing the “big-shot™ out to see him or 
going to the office to see him for 
“free advice’, or even the offer of 
an advance of funds, for it is all to 
one purpose, to get control in the 
chaser’s hands. End it up with the 
clincher, “Jf the lawyer is so sure 
you are going to be satisfied with his 
services, why does he insist on your 
signing a contract?” 

In this portion of the discussion 
see if you can ferret out a personal 
advisor or friend in the background 
——a minister, relative or doctor. 
What he might say is all-important 
and probably more effective than 
anything you can say; so get that 
advisor in as soon as possible and 
give him the full treatment. 
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West Central Office: Lincoln, Neb. 


SEE 


Western Office: Berkeley, California 


To better 


North Central Office: St. Paul, Minn. 


serve almost 


STATE FARM INSURANCE COMPANIES 


State Farm Mutual Automobile Insurance Company 
State Farm Life Insurance Company 
State Farm Fire Insurance Company 


Home Office: Bloomington, Illinois 


Just as confidence in yourself is 
important in selling, getting the con- 
fidence of the injured is equally as 
important. Confidence begets confi- 
jut, to get confidence, you 
You cannot 


dence. 
must be worthy of it 
lie, cheat without showing it some- 
how, somewhere. If you are truthful 
and honest, people instinctively sense 
it. 

There are two cardinal principles 
in settling a claim direct that you 
must firmly believe in to succeed in 
getting the injured’s confidence. 

1. That your job neither requires 
nor permits your taking un- 
fair advantage of anyone. 

. That a direct settlement does 
the claimant as well as your 
company a service 

Show that you have confidence 
in the injured’s fairness; comment 
on his evident common sense and 
ability to handle his own affairs in an 
honest, fair and intelligent manner. 
All of us have a good opinion of our 
own ability and like to have others 
recognize that ability. 

The only difficulty with this mat- 
ter of having and obtaining confi- 
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dence is the shortness of time in 
which you must work and obtain 
this objective. So, you must not only 
do the ordinary —be honest and fair 
and worthy of confidence and “all- 
right”—but you must demonstrate 
that you are. 


The Little Things 


Little things prove you. Make an 
appointment and keep it; point out 
that you kept it to the minute. If 
you cannot keep an appointment, by 
all means notify the injured before 
hand and fix a new time and day. 
Watch for needs of the claimant— 
maybe his glasses were broken and 
you can take them and get them 
fixed for him; he wants to read a 
certain book or paper—get it for 
him. He may want to know about 
someone or something —get the in- 
formation for him and when com- 
pleting the errand—-point out that 
this is what he asked you to do. It 
gives you an opportunity to prove 
that you are a person upon whom 
he can depend. Don’t promise any- 
thing you cannot fulfill. 


Overstatements, understatements, 
statements that might be miscon- 
strued, all should be avoided. Hold 
your tongue until you weigh the ef- 
fect of what you want to say. 

How often should you see a claim- 
ant depends on the claimant and the 
locality in which he lives. An unin- 
telligent person susceptible to per- 
suasion needs to be seen frequently. 
An educated business man can be 
left with the understanding that he 
will call you when he is ready to talk. 


Don't Be Anxious 


Never express anxiety about a 
claim or desire for a release. But, 
always indicate you will be ready to 
talk to him when he is ready to talk 
to you. With seriously injured per- 
sons ask if you may-not drop back 
when in the neighborhood ; and you 
will be invited, as all bedridden or 
confined people love visitors. 

When possible, discuss the claim 
itself alone with the claimant ; audi- 
ences should be avoided. If an ad- 
visor is in the picture, talk with the 


(Continued on the next page) 
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Loss Logic-—Continued 


advisor. If you convince him, your 
injured will follow his lead. 

If possible, see the advisor in ad- 
vance and alone, because you can be 
quite blunt with him and thus avoid 
personal remarks with possible of- 
fense if made in the presence of the 
claimant. 

Salesmanship has some of the ele- 
ments of hypnotism ; but like hypno- 
tism, you can only get people to do 
those things which thev believe to 
be right- morally or legally. So, you 
must be extremely careful not to of- 
fend the injured’s sense of right and 
wrong. Some of us have peculiar 
ideas on that subject and so you 
must ascertain if you are confronted 
with any such peculiarities before 
acting. \ little example is 
may smoke in the presence of the 
injured, but be careful about offer- 


ask if you 


ing a smoke to the imjured—par 
ticularly women—some still think 
only street walkers smoke, and vou 
thus place them in that category by 
your courteous offer. 

By the same token you heve to be 
certain you are “in”, that the ground 
work ts well laid before presenting 
your proposition. Many a lawsuit re 
sults from a premature offer 


Get His Views 


Before any offer is made, the 
claimant's views must be thoroughly 
explored. Even though [| may al 
ready know the ENPElses, usually 
get the claimant to list them in de 
tail, and | try to get odd tigures like 
$101.64. The purpose is two-fold; 
to keep the claimant's mind on his 
actual expenses and not round fig 


ures for pain and suffering, and 
to start the discussion in cents and 
dollars and not thousands. 

In the cases of substantial ex- 
pense and doubtful liability, you may 
not want to pay as much as the ex- 
penses ; and thus, you will not want 
to list them all for you would only 
create a figure you must later de- 
stroy. 

In most cases, | insist on the 
claimant expressing himself before 
| do so. So claimants refuse to talk 
settlement and insist upon an offer. 
pen them up with, “Do you feel 
our assured was in any way to 
blame", “What do you think my 
company should do for you?", “Do 
you expect my company to pay all 
these expenses?", “What part of 
these expenses do you think we 
should pay 7" or, and this will usually 
blast the toughest, “I suppose you 
are expecting over $— *, giving 
an amount far below the value of the 
case. 

Usually these questions will get 
you on the right track. If not, you 
must point out, for many people in 
cluding adjusters don’t seem to know 
it, that the courts favor settlements 
and reducing litigation; and so evi- 
dence of settlement negotiations can- 
not be introduced as evidence upon 
a trial. If it were not so, no cases 
ever would be settled for fear of 
prejudicing the rights of the parties, 
as no. settlement is ever reached 
without negotiation. Tell him he 
could offer to settle for $10 and 
later sue for $10,000 and his offer 
could not be shown and would have 
no bearing on the case. For later 
use, you might say it also works 
backwards, vou might offer $100 
and later withdraw it and the offer 
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Re-insur- 


would not commit your company to 
any liability. 

Beware of the fellow who “only 
wants what's fair’’, unless he proves 
it before you make an offer. In fact, 
almost invariably, no offer should 
be made until you pretty well know 
where your man stands. 


Unreasonable Demands 


Generally, an unreasonably high 
demand requires two things. First, 
more work on your part to prepare 
the injured for your proposition; 
second, you must withhold any offer 
until the claimant is within range of 
your valuation of the case ; and some- 
times third, you must re-investigate 
your case to find out why the in- 
jured is cocky. 

All too frequently high demands 
immediately cause adjusters to begin 
thinking in high figures. Just remem- 
ber that psychology can work both 
ways. A firm position is very dis- 
couraging to the other side. Opposi- 
tion, although unjustified, frequently 
shakes the firmest of believers. 
Never ridicule a demand to an in- 
jured. Find out the basis. If it is 
factual, reconcile your and his un- 
derstanding of how the accident hap- 
pened. Statements of witnesses can 
and should be used at this juncture. 


Don't Argue Law 


Arguing the law with a claimant 
is a mistake. Even if you are a law- 
ver, | wouldn't mention the fact. If 
you convince your injured you re 
too smart, he will decide that he 
needs a smart guy in his corner. If 
your claimant insists upon declaim- 
ing on the law of the matter, point 
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out that no doubt he could find a law- 
yer who would be glad to tell him 
your driver was wrong; and then 
you could get one to tell you he was 
right. Then, you two could get into 
one hell of a lawsuit and maybe two 
or three years from now he'd get 
some money to share with his law- 
yer and maybe he wouldn't. You are 
out tonight to try to settle this mat- 
ter man to man in a friendly fashion ; 
and if he wants to try, you are ready. 
Otherwise, let’s get on with that law- 
suit. If you must discuss the law, 
don't talk about contributory neg- 
ligence. Talk about the injured doing 
what he should not have done or fail- 
ing to do what he should have done. 

The points to cover in recom- 
mending a compromise are many, 
and of course, somewhat dependant 
upon the size of the claim and cover- 
age. Speed of payment, money in 
hand and delay in litigation is a 
strong argument. Certainty of pay- 
ment is the strongest of all always. 
If you will observe and listen to your 
injured, the reasons for compromise 
most effective to him will become ap- 
parent. 
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Most people have one claim in 
their life. The trouble of litigation is 
unknown to them. Delay in courts, 
lost time for visits to the attorney's 
office, depositions, examinations, ap- 
pearances in court, cross-examina- 
tion, discussion of his person in open 
court, his activities and personal af- 
fairs all should be pointed out. I 
recently settled a troublesome case 
of a school teacher claiming an ex- 
orbitant sum for alleged deafness of 
one ear because she did not want the 
school board to know she was claim 
ing to be deaf as she might lose her 
job. Of course, she was not really 
deaf as I knew. Most injureds at 
trial time do not show objective evi- 
dence of injury. Point this out to 
the claimants—that juries cannot see 
or visualize pain two years from 
now. 


Offer Him Nothing 


If a claimant persists in an ex- 
orbitant demand after all avenues 
have been explored, simply tell him 
he has closed the door as far as you 
are concerned. Offer him nothing, 


2 
except to be glad to see him any time 
he wants to talk sense and leave him. 
Many horse-trade, al- 
though not always intentionally 

My rule for negotiating and mak- 
ing offers is simply this: Don’t offer 
anything until your man is within 


claimants 


For example, if a case ts 
worth $500 and the claimant de 
mands $1,500-—-don’t offer anything 
until he falls below $1,000. At $800 
an offer of $200 or $300 is in order, 
but even then the offer probably 
should be put on a cost of defense 
or an offer to find out if the 
company will pay $300. 

It is always well in laying the 
ground work for your offer to create 
the impression that you are going 
to offer much less than you actually 


range. 


basis; 


do. This can be done by reference 
to settlements of low figures in sim 
ilar cases—by cost of defense talk, 
etc. 

There are times when horse-trad 
ing tactics are not in order, but such 
times are definitely the exception to 
the rule. Most claimants much pre- 
fer to believe that they talked you 
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Loss Logic-—Continued 


into a settlement, and I am glad to 
accommodate them. Offers when 
made should originally be a_ fixed 
figure and generally in odd dollars 
Don’t offer 
“to pay expenses” or you will 
house tall in on you some 


and cents if possible. 
ever, 
have the 
day 


to sell a figure. Rather point out 
that even though small, you cannot 
think of one good reason for in- 
creasing the amount; and all things 
considered, you feel it fair or you 
would not be a party to it. 

Now comes the Close of the 3 C’s. 
You can generally sense the fact that 
your claimant is convinced of your 
fairness and of the proposition. But, 


Tell him your job is not to influence 
him against his will, the company 
wouldn't want you to coax him to 
take such a substantial amount of 
its money—in fact, they might think 
that it is too much for you to offer. 

Agree with the bluffer that he 
might profit by a lawsut; and at the 
same time, tell him you must there- 
fore advise the company to with- 
draw the offer which he will re- 


he may try for another dollar. Be 
firm— then indifferent. Give him the 
idea that the settlement is more de- 
sirable for him than for the company. 


Don't talk disparagingly of vour 
superiors or the amount authorized 
by them. You cannot sell anything 
by knocking it, and you are trying 


member cannot be used as evidence 
in a lawsuit. 

As times get tougher, the horse- 
race closing argument gets better. 
You have offered a sure $500; can 
Mr. Jones afford to gamble $500 of 
his money on a lawsuit ? 
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Give Him Something to Do 


If you cannot close after all your 
persuasive powers are exhausted- 
don't give up. Point out that you 
have both been honestly and fairly 
trving to reach an agreement. Ask 
him to give your proposition further 
thought and you will report his views 
to the company. Try and give him 
something to do, such as get a paid 


Assets 
Cash in Bank and Office. . . 
U.S. Government Bonds (Amortized 
Values) 
All Other Bonds. (Amortized v alues) 
Stocks* (Convention Values). . . . 
Real Estate and First Mortgage Loans 
on Real Estate. . . 44,399.46 99 medical renc 
Premiums in Course of C ollection (less bill or a medical report or a wit- 
than 90 days due). . 2... . 1,758,287.81 ness's address, and leave the door 
__ 47,826.81 open to return. In meantime, 
ota dmutted Assets $18,686 4 € waiting for you In- 


he will not be 
stead, he will know he must do some- 
for vou 
4,325,280.06 
7,432,334.25 hen vou have the information 
426,570.98 “quested him, lrop back and 
+2'+09.79 at give vour 
294,700.58 sroposal further thought: and now 
220,935.09 


$ 1,440,583.09 


12,661,734.40 
1,290,588.84 
1,443,006.66 


Liabilities 
Reserve for Unearned Premiums . . . $ 
Reserve for Losses and Loss Expense . 
Reserve for Accrued Commissions 
Reserve tor Taxes . 
Reserve for Dividends to Policyholders 
Funds held under Reinsurance Treaties 
Funds held under Surety Agreements 
Reserve for all other Liabilities. 78,732.35 t a 
. $i, 000,000.00 ion on his part and exhibit a readi- 
Unassigned Surplus 4,459,013.25 1] 
Surplus as regards Policyholders 
Total Liabilities and Policy- 
holders’ Surplus . 


agreed 


Capital 


> he cares tc 
$459,013.28 


- $18,686,427.07 
*Stock of afhliate at $444,222.66 


Bonds carmed at $1.245.000.00 are depouted with 
varrous tegulators Hodes as requited by 

Ona the basis of December 41, 1948 marikct quotanons 
on all secemmes Owned, the Admitred Assets would be 
mmereased to $18.709.455 48 and Unasagned Serplus 
mmecreased to $4,.482.021 66 

We have examined rhe above Financial Statement and in 
et tails presents the ot the Manv- 
tactarers Caspale Insarance Compan: as at December 

a 
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JOSEPH FROGGATT & CO. INC 
Accowntent: ene Ave 


SURPLUS LINE OFFICE 
SUGGESTED 


MANUFACTURERS 


Casualty Insurance Company 


617 PENNSYLVANIA BOULEVARD « PHILADELPHIA 3, PA- 


W. STANLEY KITE, Presider: 


Best's Fire and Casualts 
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Ris surplus lines was called for by 4 
, E. E. McLaren of the Indianapolis ii 
Association of Insurance Agents at ess: 
the Vi west Territ a] Conieren 
the National Association of Insur- 
elraved by the present 
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... need not change and shape of man’s affairs” 


This advertisement spear- 
heads a national promotional 
campaign to spur a demand 
among business men for the 
broad protection offered by 
the Comprehensive Dishon- 
esty, Destruction and Disap- 
pearance Policy. 


..». PEOPLE DON’T WEAR THEM! 


You can bell a marauding cat to warn of its 
stealthy approach. But you can’t bell an un- 
known criminal... who even now may have 
you marked for his victim. 

Bandit or burglar, embezzler or forger ...the 
crook out to steal never gives warning. That is 
why every sensible business man makes sure he 
is protected with adequate insurance against loss 
of money, securities or merchandise. 

Broad protection against financial loss from 


MARYLAND CASUALTY COMPANY 


practically all criminal hazards to which any 
business is exposed is now available in a single 
policy known as the Comprehensive Dishonesty, 
Destruction and Disappearance Policy. Your 
Maryland agent or broker—able and experienced 
in counseling businessmen on their needs—will 
be glad to tell you about this interesting form of 
coverage, indispensable to modern business. 
Remember: Because your Maryland agent knows 
his business, it’s good business for you to know him. 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 
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CASH disability law is under 

consideration in Massachusetts 
with labor organizations advocating 
a monopolistic state fund and insur- 
ance interests taking different stands 
but all opposing a monopolistic plan. 
The advisability of a state temporary 
disability insurance program is also 
under consideration in Ohio, A pro- 
posal to increase benefits under the 
New Jersey temporary disability 
benefits law was scored by Harold 
Hoffman, director SY that division, 
on the grounds that it would invali- 
date the private plans under which 


ROUND-UP OF STATE MEASURES 


nearly half of the eligible workers 
are protected. The New Jersey legis- 
lature passed a bill exempting in- 
surance agents who are paid wholly 
on a commission basis from the pro- 
visions of the unemployment com- 
pensation and temporary disability 
benefits laws. The New York State 
cash disability law, passed last 
month, is reported on more fully 
elsewhere in this issue. 

Under a New York law passed 
last month, the state insurance fund 
is now subject to the 20¢ premium 
tax hitherto levied only against pri- 


Chicago Columbus 


STRANG WE 


AND 


STAB 


AN AGENCY COMPANY 


ORTHWESTERN 


MUTUAL FIRE ASSOCIATION 


HOME OFFICE * SEATTLE * WASHINGTON ® 


New York Portland Raleigh Salt Lake San Francisco Vancouver, Canada 


= 


Dallas Los Angeles 


vate carriers. Measures to create a 
state workmen’s compensation fund 
have been under fire by both pro- 
ducer and company groups in Mas- 
sachusetts. The Pennsylvania House 
has passed a bill which increases 
workmen’s compensation payments 


ter 
25%. 


Multiple Line Underwriting 


The Pennsylvania multiple line 
underwriting bill has been passed 
by the legislature and sent to the 
governor. Observers are confident 
of his signature. No opposition is ex- 
pected to a multiple line bill under 
consideration in Ohio. 

A bill to broaden the Florida auto- 
mobile financial responsibility law 
has been introduced. Under the new 
measure, a driver found to be at 
fault in an accident must not only 
prove his ability to pay any damages 
resulting from a future accident but 
must also pay the damages incurred 
in the current accident or lose his 
license to drive. An agents’ qualifica- 
tion law has been passed in Arkansas 
and similar measures are under con- 
sideration in lowa and Missouri. An 
unauthorized insurers process act, 
along the lines of that recommended 
by the National Association of In- 
surance Commissioners, is being 
weighed in Massachusetts. Pennsyl- 
vania is debating a study and pos- 
sible recodification of its insurance 
laws. 


NO ACCIDENT 


N FORT WORTH, after a state 

industrial accident board awarded 
compensation when a Yankee socked 
him in the eye for whistling Dixie, 
the insurance company appealed on 
the ground that it was no accident 
but a continuation of the War Be- 
tween the States—Time, April 18. 


MALLALIEU HONORED 


N ITS feature “Look Applauds,” 
the April 12 issue of Look Maga- 
zine paid tribute to the record of 
public service of W. E. Mallalieu, 
general manager of the National 
Board of Fire Underwriters. 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 18655 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


ORGANIZED 18653 


NATIONAL—BEN FRANKLIN FIRE INSURANCE COMPANY of Pittsburgh, Pa. 


ORGANIZED 1866 
Ww 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


ORGANIZED 1870 


A 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


ORGANIZED 1852 


ROYAL PLATE GLASS AND GENERAL INSURANCE COMPANY OF CANADA 
‘ ORGANIZED 1906 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 


“A 


COMMERCIAL CASUALTY INSURANCE COMPANY 


ORGANIZED 1909 


PITTSBURGH UNDERWRITERS - KEYSTONE UNDERWRITERS 


YALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 


Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Western Department: 120 South La Salle Street, Chicago 3, Ill. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 


Foreign Departments: 111 John Street, New York 7, New York 
206 Sansome St., San Francisco 4, Calif. 


Canadian Departments: 465 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver, B. C. 
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CALIFORNIA 


INSURANCE GENERAL AGENTS 


NEW YORK 


SPEAR AND COMPANY, INC. 
Organized 1921 


Ohio Farmers Insurance Co. 
Ohio Farmers Indemnity Co. 
Sen Francisco Les Angeles 
California 


Hogr, Exruson & Frost, Inc. 
118 William Street, New York 7, N. Y. 


Wartinc Ciasses or INsumance 
Locat 


INSURANCE UNDERWRITERS 


ann Countay Wipe 


COLORADO 


Insurance and Reinsurance 
U.S.A. Canada Mexico 


Avens. D, GAN & COMPANY 


nautance 
Cravens, Dargan Build 
Houston |, tn 


RITTER GENERAL AGENCY 
Gos & Electric Bldg. 
DENVER, COLORADO 
COLORADO WYOMING 


NEW MEXICO 


Representing Stock and Mutuel Companies 
Grayber Bidg. 420 Lexington Ave. 


NELSON & STROSS 


INSURANCE UNDERWRITERS 
FIRE AND CASUALTY 


NEW YORK 17, N. Y. 
Lexington 2-9679 


FLORIDA 


T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


HUNTER LYON, INC. 
GENERAL AGENT 
P. O. Box 2770 
MIAMI 30 
Serving Floride Agents 


THE 


TELEPHONE 
WH Itehall 3-94460 
WRIGHT 
New AGENCY, Inc. 
METROPOLITAN—SUBURSAN—INLAND 
MARINE AND cane BINDING 


FRANK RIMMER & COMPANY 


HOUSTON DALLAS okta. city 


Marine, Fire & Allied Lines 
General Agents For 
TEXAS, OKLAHOMA, ARKANSAS 


NORTH CAROLINA 


WALKER & LIPPITT 


SUPERVISING GENERAL AGENTS 


JACKSONVILLE 
239 West Adams St. 


MIAMI 
First Federal Bullding 


JAMES 0. COBB AND COMPANY 


Virginie — North and South Ceroline 


111 CORCORAN STREET 
DURHAM, N. CAR. 


KENTUCKY 


JOE W. SUMMERS 


GENERAL AGENT 
TELEPHONE C. 4.1841 
419 E. MARTIN STREET 
SAN ANTONIO 5, TEXAS 


MISSISSIPPI] VALLEY 
UNDERWRITERS 

410 Speed Building—tLouisville, Ky. 

GENERAL 


Fire end Allied Lines 
Inlend Marine—Hail 


FINANCIAL RISKS 


UTAH 


THE INLAND AGENCY 


atizing In 


2120 Leveque Lincoln 
COLUMBUS 15, OHIO 


LOUISIANA 


THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevade 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, 


OKLAHOMA 


R. KIRK MOYER AGENCY, INC. 
Managing General Agents 


RICHARDS BUILDING 
NEW ORLEANS 12, LOUISIANA 


WEST VIRGINIA 


Insurance and Reinsurance 
U.S.A. Canada Mexico 


VENS, DARGAN & COMPANY 


004-4 Insurance Bulld 
Otlehome City 2, 


ALFRED PAULL & SOM, ING. 


Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 


MASSACHUSETTS CANADA 
FAIRFIELD & ELLIS FOUNDED 1864 
60 Congres Si. B J. R. POLLARD ROBERT HAMPSON & SOM, | LIMITED 
79 Joba St, New York Chey GENERAL AGENT Can Representat 
General Agents for Several Reliable Pane Oar © FIRE, MARING & CASUALTY COMPANIES 
PAIRFIELD, ELLIS & GRANT, LTD. Okiohe & Service D 
460 Se. John lahomea City, Okie. okerage ice Depts. 
NEGOTIATED Fire — Marine — Casualty St. John St., Montreai 
1811 Royal Sank Bidg., Toronte 
MONTANA TEXAS 


H. S. DOTSON COMPANY 


MONTANA GENERAL AGENTS 
Grenite Building 
Helenc, Montane 


JAMES H. ALDRIDGE COMPANY 


INSURANCE MANAGERS 560 HOWE ST. 
P.O. Box 1155, VANCOUVER TELEGRAMS 
AUSTIN, TEXAS 


FRANCIS M. HANN LTD. 
British Columbia General Agents 
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CANADA 


HOBSON, CHRISTIE & COMPANY LTD. 
GENERAL AGENTS 
Established i898 

326 WEST PENDER ST. 
VANCOUVER, 8B. C. 
Telephone PAcific 4157 


Robert Howard J.M. Williams J. A. Carmody 
D Oliver W. Mines 


ROBERT HOWARD & 
LIMITED 
INSURANCE BROKERS 


CANADA CEMENT BLD6. 
MONTREAL, QUEBEC 


JONES & PROCTOR BROS., LIMITED 
GENERAL INSURANCE BROKERS 
100 Adelaide St., West, 
Toronto. 


REDMOND & SHAUGHNESSY 
LIMITED 
SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 
315 St. Sacrament Street, Montreal 


REED, SHAW & McNAUGHT 
Established 1672 


Complete Insurance Facilities 


360 St. James St., W. Montreal, Que. 
64 Wellington St., W. Toronto, Ont. 


RYAN AGENCY 


LIMITED 
INSURANCE AGENTS 


PARIS BLDG. 
WINNIPEG, MANITOBA, CANADA 


WILLIS, FABER & CO. 
of Cenede, Limited 
INSURANCE BROKERS 
Beard of Trade Bidg. 
Parent Office 
FABER & DUMAS, LTD. 
land. 


WILLIS 
London, Eng’ 


Montreal 


A. E. WILSON & COMPANY, LIMITED 
GENERAL INSURANCE AGENTS 
Lumsden Bidg. Teronto 


Service Throughout Cenede 
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TEXAS AUTO RATES 
REDUCED 


P. GIBBS, Texas Casualty In- 
esurance Commissioner, has an- 
nounced a wide range of automobile 
insurance rate reductions effective 
May 1 which are estimated to save 
automobile owners between $5,000,- 
000 and $6,000,000 during the com- 
ing year. 

On private passenger cars com- 
prehensive coverage rates have been 
reduced an average of 20.3% for all 
makes and models. A part of this 
reduction comes about as the result 
of the decrease in the minimum pre- 
mium from $12 per car to $10. Full 
coverage and eighty percent colli- 
sion are decreased 25°% with all 
other types of private passenger 
collision coverage reduced 13.4%. 
Private passenger fire and theft rates 
are cut an average of 13.800 with the 
minimum premium reduced from 
$6 to $5 where allied coverages other 
than combined additional coverage 
is provided with fire and theft. 


Bodily Injury 


The bodily injury liability rates 
for private passenger automobiles 
were increased slightly in one ter- 
ritory but reduced in all others with 
an average statewide reduction of 
92° with no change in property 
damage liability rates. 

On commercial automobiles there 
were substantial reductions in cer- 
tain physical damage coverages but 
little change in liability rates since 
the tendency to higher judgments 
has increased liability losses. Com- 
mercial fire and theft coverages were 
reduced 714% and 15% for vehicles 
operated in an area up to 150 miles 
while the $50 and $100 deductible 
collision coverages for such vehicles 
were cut 15% and 20%. The full 
coverage and $25 deductible colli- 
sion rates for this class were reduced 
10%. 

While the new rate schedule gen- 
erally showed substantially lower 
rates, some few increases were also 
in evidence. $250 and $500 deduc- 
tible collision coverages were in- 
creased 35% for all types of com- 
mercial vehicles, excess limits rates 
for certain classes were increased 
and automobile dealers’ property 
damage liability rates went up. 


Commissioner Gibbs in announc- 
ing the new rate schedule pointed 
out that traffic deaths have increased 
1%% during the past 12 years 
while the vehicular miles traveled 
have increased 82%, and as a result 
all private passenger bodily injury 
rates are below the pre-war level 
except in the rural territories. The 
economic loss each year amounts to 
over $80,000,000, to say nothing of 
the 2,000 traffic fatalities which are 
occurring annually. Gibbs stated 
that 15% of the drivers in Texas 


are involved in 85% of the accidents. 


N. Y. AUTO RATES HEARING 


HE National Bureau of Casualty 

Underwriters, the Mutual Casu- 
alty Insurance Rating Bureau and 
the Allstate Insurance Company, 
which files independently, were 
ordered by the New York Insurance 
Department to show cause why Class 
A-3 (younger drivers) automobile 
bodily injury and property damage 
rates should not be “appropriately 
adjusted on the grounds that such 
rates are inadequate, discriminatory 
and otherwise unreasonable.” 

The companies were also ordered 
to show cause why the rules applic- 
able to so-called certified risks 
“should not be modified so as to 
eliminate all such surcharges in ex 
cess of 5% on the grounds that such 
surcharges are discriminatory, ex 
cessive and otherwise unreasonable.” 
The department further called on 
the New York Automobile Assigned 
Risk Plan to justify the present sur- 
charges of 25% or 15% imposed on 
certain risks assigned under the 
plan, on the grounds that such 
charges result in rates that are dis- 
criminatory, excessive and otherwise 
unreasonable. The plan was also di- 
rected to show cause why insurance 
under the plan should be limited to 
the statutory limits of five and ten 
thousand dollars on the grounds that 
such rule is unreasonable in that it 
does not make adequate and reason- 
able provision for insurance of ap- 
plicants who are in good faith en- 
titled to insurance in excess of the 
minimum limits required by law but 
are unable to procure such insurance 
through ordinary methods. 
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BANK AND AGENT 
AUTO PLAN 


PPORTUNITIES for the use 

of the Bank and Agent Auto 
Plan are wider than ever before, 
Harold Eberle, home office repre- 
sentative of the Aetna Casualty and 
Surety Company, told the Automo- 
bile Underwriters Club recently. Mr. 
Eberle pointed out that all of the 
major drawbacks to agency ac- 
ceptance of the Bank and Agent 
Auto Plan have now been eliminated, 
and it is expected that the plan will 
play an increasingly important role 
in the conservation and develop- 
ment of automobile insurance. 


New Agency desires con- 
nection with Mutual Non- 
assessable Companies sell- 


ing Fire, Automobile, 
Bonds, Hail Insurance, Etc. 
Write 


A. S. PENNISI 
1201 Tucker Street, Greensboro, N. C. 


Daw THE ANCHOR. MAN 


‘All you need 
GAM You Can niahtg « 


ANCHOR CASUALTY COMPANY 


Piping Good 


Until fairly recently, Mr. Eberle 
remarked, the scarcity of new auto- 
mobiles plus the seller’s market has 
made it somewhat difficult for many 
agents to apply the Bank and Agent 
Auto Plan in their communities. 

“All that,” he said, “has now 
changed and we are rapidly coming 
into a buyer’s market. Consequently, 
automobile dealers are not insisting 
upon handling the financing and in- 
suring of cars they sell.” 

In addition to this factor, Mr. 
Eberle pointed out that the number 
of banks cooperating in the Bank and 
Agent Auto Plan is steadily increas- 
ing and 12,000 of the 15,000 banks 
throughout the country now make 
direct automobile loans. 

The volume of automobile loans 
made by these banks is also steadily 
increasing, Mr. Eberle said. He 
explained that many people have 
used up their wartime savings and 
new tend to finance the purchase of 
their automobile, instead of paying 
cash. It is estimated, Mr. Eberle 
said, that we are now approaching 
the pre-war ratio when nearly four 
out of every five cars purchased 
were bought on the time-payment 
plan. 

With some improvement becom- 
ing evident in the automobile fire, 
theft and collision lines, it is ex- 
pected that the placing of these lines 
will become somewhat less difficult 
as prices stop rising and rates reach 
adequate levels. “The combination of 
all these factors,” Mr. Eberle con- 
cluded makes more interest on the 
part of agents in this plan inevitable. 


LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


All Clothing. 
Rugs, Carpets. 
Linens. 

Laces. 

Tapestries. 
Furniture Fabrics. 
Cushions. 


Embroideries. 
Etc., Etc. 
REWOVEN, RESTORED, REPAIRED 


Recommended by Nat'l. Museums, Press Fire 


Co's., and Adjusters everywhere 
LA MERS STUDIO 
142 EAST 34th ST., NEW YORK CITY 
(Near Lexington Avenue) 


LExington: 2.3574 __(26th Year) 


NEW EXTINGUISHER 
MODELS 


WO new stainless steel fire ex- 

tinguishers have been developed 
by The Fyr-Fyter Company of Day- 
ton, Ohio. These new extinguishers 
are designed for Soda-Acid and 
Foam. 

Five pounds lighter than ordinary 
extinguishers, the new models have 
extra strength carrying an Under- 
writers’ Laboratories label of 500 
pound test instead of the regular 
350 pound test label. 

The manufacturers point out the 
new extinguishers are more resistant 
to knocks, bumps and impacts and 
have a lasting luster which will not 
tarnish. They are being manufac- | 
tured in two and one-half gallon size. 


ECKHOUSE NAMED TO 


NEW POST 
D. ECKHOUSE for- 


merly editor of the American 
Agency Bulletin has been named 
director of public relations, adver- 
tising and sales promotion of the 
Babaco Alarm Systems Company. 
Mr. Eckhouse has been editor of 
the Bulletin since ©1947 and was 
responsible for revising the editorial 
and typographical format of the 
magazine, when the publication was 
changed from a weekly to a monthly 
issue in September 1947. 

Prior to joining the National As- 
sociation of Insurance Agents, Mr. 
Eckhouse was chief of publicity and 
assistant director of the information 
and publication division of the As- 
sociation of Casualty & Surety Com- 
panies. 
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M. L. LANDIS, Counsel, 
The Central Manufacturers’ Mutual Ins. Co. 


Some Legal Aspects of Agency 


OR the most part, insurance 

agencies are created by a more 

or less formal appointment. The 
best practice is to reduce the under- 
standing between the company and 
the agent to a written contract. In 
such contracts we find paragraphs 
dealing with the express authority 
granted, the territory in which the 
authority may be exercised, the com- 
missions to be paid, the control and 
ownership of expiration informa- 
tion, and the bases upon which the 
relationship may be terminated by 
either party. 

Unfortunately, it is rare for criti- 
cal study to be given this basic 
document. Agents are prone to treat 
the subject rather lightly. 


Implied Authority 


Careful examination will show 
that the authority granted in such 
contracts is not always confined to 
the express terms of the written 
agreement. I have in mind one such 
contract, which provides that author- 
ity is granted to solicit orders, make 
binders, and issue policies “for all 
the kinds of insurance which the 
principal is authorized by law to 
make, and which, by oral, written or 
printed instructions, supplemental to 
this agreement, the agent knows (or 
should know), the principal is will- 
ing to accept.” 

Such language breathes into the 
written agency contract all the un- 
derwriting powers statutes of the 
states where the company is licensed 
to transact business, all oral instruc- 
tions to the agent given by field men, 


For May, 1949 


all letters of instructions from the 
home or branch offices of the com- 
panies, and any and all printed bul- 
letins or prohibited lists issued by 
the company. 


A Dynamic Business 


The insurance business is dy- 
namic. Underwriting must keep 
abreast of social and economic 
changes. Agents, therefore, are 
legally and contractually bound to 
observe and keep in mind the 
changes in company underwriting 
practices. 

Now we encounter one of the 
enigmas of our business and the law 
pertaining to it. Insurance practice 
refers to local, general, special, sur- 
vey, recording, soliciting, counter- 
signing, and sub-agents. The law, 
however, deals generally only with 
general, soliciting and special agents. 
The significance of the kinds of 
agency referred to in our business 
and in the law is important to us 
because it has a direct bearing upon 
the question of authority of the 
agent. The law holds that a general 
agent has immense power in the 
eyes of the public. We should de- 
termine, therefore, which of us are 
general agents and which are of 
some other kind. 


Apparent Powers 


It has been held that, regardless 
of the name applied to him by the 
business, whenever a property in- 
surance company provides its agent 
with blank policies, endorsements, 


forms, and other supplies, such as 
are customarily needed to prepare a 
complete insurance contract in the 
agent’s office, such an agent is a 
general agent in the eyes of the law, 
and the general public may rely upon 
such an agent’s apparent powers. 

Let me suggest two handy defini- 
tions: “actual authority” is that 
authority which the agent knows or 
should know that he has. “Appar- 
ent authority” is that authority 
which the public thinks or has a right 
to think the agent has. The vast 
difference between these definitions 
is immediately recognized and an 
agent should become increasingly 
conscious of the terrific responsi- 
bility it places upon him to act within 
the limits of the actual authority 
conferred upon him, and guard 
against misleading the public regard- 
ing it. 

Unoccupancy Clause 


Two examples may help to im- 
press this point. A New Jersey 
agent delivered a fire policy to a 
person who owned an amusement 
park. The insured noticed an en- 
dorsement on the policy that .un- 
occupancy and vacancy privileges 
were limited to sixty consecutive 
days. He asked the agent whether 
his “Old Mill Ride” would be cov- 
ered during the months the amuse- 
ment park was shut down. The 
agent told the insured not to worry, 
that the policy would remain in ef- 
fect because of the fact that the 
insured visited the park at least 
every sixty days throughout the year. 

(Continued on the next page) 
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Legal Aspects—Continued 


Relying on this assurance, the 
insured kept the policy. There was 
a loss, and the company denied lia- 
bility, on the ground that the un- 
occupancy clause had been violated. 
The court decided against the com- 
pany and said that it was within the 
scope of this agent’s apparent au- 
thority and his instructions from his 
company to issue such a policy and 
to have prepared it in such a manner 
as to have covered the “Old Mill 
Ride” during the off-season. To 
allow the company to avoid liability 
on this policy by pleading violation 
of the vacancy clause, in the face of 
what the agent had said, would be to 
permit a fraud, the court said. 

Home and branch office clerical 
employees, as well as agents, must 
be very careful in making any com- 
mitments which could be held as 
constructions of the contract or as 
promises to provide more coverage 
than a judicial interpretation of the 
policy language provides. The alter- 
natives in such cases are to offer the 
inquiring policyholder additional 
coverage if there is any doubt im his 


mind that the contract issued will 
not give him the complete protection 
he wants, or to cite specific cases 
wherein judicial interpretation has 
been given to the language in ques- 
tion. 


Continuing Authority 


After a burglary loss had been 
adjusted under his policy, an insured 
bought a new safe and applied to the 
agent who had written the policy for 
a transfer of coverage. The agent 
promised that the transfer would be 
made but, unknown to the insured, 
the agent’s authority to act for that 
company had been terminated. 
Upon consideration of the applica- 
tion for transfer, the company re- 
fused to make it. 

In the meantime, the new safe had 
been burglarized, and in a suit by 
the insured to recover for the loss, 
the company was held liable, on the 
ground that the company had left 
certain blanks with its former agency 
to effect transfer of coverage and 
permitted the agent to service busi- 
ness that had been written prior te 


the termination of the agency. 


Neither the company nor the agent 
had notified the policyholder of the 
termination of the agency. The court 
stated the rule to be that a person 
who had dealt with an insurance 
agency in a matter within its au- 
thority has a right to assume, if not 
otherwise informed, that the author- 
ity continues, and when the dealing 
continues after the authority is can- 
celed, the company is bound unless 
notice of the termination of the 
agency is brought home to the other 
party. 

Most of the suits which have 
gotten into the law reports are cases 
between policyholders and com- 
panies. The agent has usually been 
a bystander, but whether or not this 
dubious security may continue is 
open to question, particularly when 
one considers the following quota- 
tion from Appleman on Insurance 
Law: 

. . Where the company is sued 
directly, . . . it would be excel- 
lent trial strategy for the company 
to file a cross-complaint against 
its own agent... . The average 
jury is prone to return a verdict 
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Programs... designed to 
protect and conserve 
assets ...are not complete 
unless they include 
CREDIT INSURANCE 


against it under almost any cir- 
cumstances, not realizing the pos- 
sible liability of the agent to the 
company. If, however, the agent 
is himself made a party to the suit 
and the jury realizes that in re- 
turning a verdict for the plaintiff 
they are in fact taking it out of 
the agent’s pocket, it might shock 
them into passing upon the issues 
fairly and equitably. The agent is 
usually a man of some standing in 
the community and would stand 
upon an equal status with the in- 
sured, so that the jury would be 
passing upon the suit as between 
individuals and not as between a 
poor individual and a large corpo- 
ration with unlimited resources.” 


A Twilight Zone 


There is a twilight zone in insur- 
ance agency practice where the per- 
sonal liability of the agent has not 
yet reached the prominence which 
the practice involves. 

Many agents pride themselves in 
soliciting business on behalf of their 
agency and without disclosing the 
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particular principal with whom the 
business, when obtained, is_ ulti- 
mately to be placed. Frequently com- 
mitments are given insureds without 
even then identifying the company 
which shall ultimately carry the risk. 
If a loss ensues during this interval, 
who shall assume liability for it ? 
Good practice suggests that the 
moment a risk is orally bound, the 
agent should reduce the facts to a 
written memorandum and leave one 
copy in the hands of the insured, 
forward a second copy by fast mail 
to his company, and preserve a third 
copy for his own office. Oral com- 
mitments without supporting written 
memoranda or completed policies are 
always open to suspicion. No great 
problem is encountered in heeding 
this suggestion if the business is 
secured during regular business 
hours. On weekends, however, a 
slightly different practice seems 
worth following. An agent can cer- 
tainly absolve himself from all blame 
if, upon having accepted an order 
for insurance outside of office hours, 
he immediately sends himself a tele- 
gram setting forth all of the facts 


including identification of the com- 
pany or companies who are to as- 
sume the risk. 


A Wide Divergence 


The sum total of what I have 
tried to say is that there is a wide 
divergence between insurance agency 
practices and the law of agency; 
that, to the degree that this situation 
is not fully recognized, each agent 
carries a potential personal liability 
greater than that he is insuring for 
many of his policyholders ; that there 
are political, social and economic 
changes coming about in other busi- 
ness relationships that are having 
their effects upon the attitudes of 
people in the insurance business. 

Life is becoming increasingly com- 
plex. Lines of personal interest are 
being more strictly drawn. The 
strength of agency organizations is 
being more keenly felt. We have 
not yet reached the point where a 
strong man at the head of such or- 
ganizations tends to dominate the 
viewpoint of the group or threatens 

(Continued on the next page) 
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Legal Aspects—Continued 


to “call a strike” if the companies 
do not meet the demands of agents. 


| We have just commenced, in the 


words of one state insurance super- 


| intendent, to wet our toes in the pool 
| of collective 
| companies and agents. 


bargaining between 


Anyone who tries to keep abreast 


| of the trends in the business must 
| surely recognize the potentialities in 


the situations I have touched upon. 


Malpractice Insurance 


I would be grossly remiss in 
pointing out these pitfalls in the 
pathway of insurance agents if I did 
not come up with a suggestion as 
to the way in which they can pro- 
tect themselves. Two years ago, at 
one of the first meetings of the So- 
ciety of C.P.C.U.’s, the desirability 
of agents’ “malpractice” insurance 
was first broached. Since then, one 


| enterprising member of the society 
| has made it his personal task to 
| search the market for insurance pro- 
' tection for just such eventualities as 


have been mentioned. 
Currently, there are two basic 
forms available through London 


| Lloyd's. The first covers insurance 


brokers and agents for any losses 


| up to a named amount which the 


insured may sustain or discover that 
he has sustained during the twelve 


| calendar months named in the pol- 
| icy, resulting from errors or omis- 
| sions by himself or his employees in 
| the conduct of his business of insur- 


ance broker, insurance agent, or gen- 
eral agent, excluding, however, any 
liability of the insured to any com- 
pany or companies represented by 


| him in his capacity as agent or gen- 
| eral agent. 


This is limited coverage and pro- 


| vides protection only against claims 


by the general public. This form 
may be extended to include claims 
involving the liability of the insured 


| to any company represented but im- 


poses upon the insured a condition 
that no disclosure be made to the 
companies represented or to clients 


| of the agency of the existence of 


such insurance, and that such ex- 
tended coverage shall be applicable 
solely to any error or omission on 


| the part of the insured involving lia- 
| bility against any of the companies 


by the holder of a policy of such 
companies. 

A further extension has been 
arranged to include the personal 
liability of named individuals by 
reason of any negligent act, error 
or omission in the conduct of the 
business insured by the policy and 
in their professional capacity as 
Chartered Property Casualty Un- 
derwriters. 

I find that a number of leading 
agents and brokers throughout the 
country have either purchased such 
protection or are in the process of 
doing so. In the absence of a com- 
mission arrangement, I can heartily 
recommend that other agents inquire 
also about this new type of protec- 
tion which is available to them. 

As an advocate of the American 
Agency System, it has given me 
some pain to be so blunt in this 
comment. I made it only because 
I am eager to have agents conscious 
of their full legal responsibilities. 
No amount of pampering of the en- 
tire group will protect an individual 
agent, should he run afoul of the 
burdens he assumed when he ac- 
cepted the insurance agency business 
as his vocation or profession. 

The legal doctrines I have 
sketched in this discussion seem 
fairly obvious and quite simple of 
comprehension. It is the day-by-day 
observance of them which requires 
considerable fortitude and a_pro- 
found realization of their potenti- 
alities. 

Where yesterday appears simple 
and serene, and tomorrow appears 
chaotically confused, it is not strange 
that the function and practices of 
insurance agents should be subject 
to some scrutiny, change and per- 
haps criticism. There is nothing 
sacred about the American Agency 
System. It is merely the best method 
that has so far been devised for the 
sale of insurance. No system can 
remain frozen and static in a fluid 
world. Our entire system of law is 
based upon the philos yphy of change 
and is designed to meet the prob- 
lems of cach day. The law of agency 
is part of this system of law, and 
to the extent that an agent observes 
it and operates within its bounds, 
he has nothing to fear. 


From an address before the Ohio State Uni 
versity fire and casualty conference. 
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Mail Order A. & 


HE subject of unauthorized in- 

surance is not of recent origin. 

It has plagued supervisory of- 
ficials since the early days of insur- 
ance supervision. The problem of 
unauthorized insurance had reached 
the point by the last decade of the 
nineteenth century, that in 1893 
approximately one-half of the busi- 
ness of the convention of insurance 
commissioners revolved around a 
discussion of the problem. During 
the early part of the present century 
a committee of commissioners took 
the matter up with the Postmaster 
General of the United States and a 
committee appeared before Congress. 


Focus of Attention 


At the national convention of in- 
surance commissioners in 1914 the 
presidential address delivered by the 
commissioner from North Carolina 
dealt with the subject. Congressman 
Sam Hobbs of Alabama attempted 
in 1935, and thereafter, to get Con- 
gressional action aimed at un- 
authorized insurers. More recently 
the action of the United States De- 
partment of Justice, in obtaining in- 
dictments against the officers of 
certain companies followed by the 
presentation of an application to the 
Federal Trade Commission by a 
group of mail order insurers for a 
Fair Trade Practice Conference and 
the promulgation of fair trade prac- 
tice rules regulations, has 
focused attention on the accident 
and health insurance business and 
particularly on mail order insurers 
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To detine what constitutes a “mail 
order” insurer is not as simple as 
some may think. All insurers, as we 
know, must use the mails and many 
companies utilize a combination of 
mail solicitation and solicitation by 
agents in varying proportions de- 
pending upon the methods of their 


operations. Some people—and this is 
probably true of the members of the 
insuring public—regard a company 
which carries on solicitation by a 
series of mail followups, as a mail 
order operator even though the 
business may actually be conducted 
on an agency basis. Therefore, for 
the this discussion, | 
shall consider as a mail order in 
surer one which promotes and effects 


purposes of 


insurance through the use of the 
mails without the employment within 
the state of residence of the pur- 
chaser or prospective purchaser of 
personal solicitation by licensed 
agents. 


Certain mail order insurers have 
been criticized because of practices 
which are not considered to be in 
the public interest. The criticisms 
fall into three principal groups, 
namely ; (1) the use of false and mis- 
leading advertising; (2) the use of 
deceptive or misleading policy pro- 
visions; and (3) the failure to pay 
valid claims. The third criticism is 
one which was the subject of com- 
ment by the New York Superin- 
tendent of Insurance as far back as 


1912. 
"Bad Boys” 


From all available evidence the 
offenders are in a small minority not 
only as to number but as to the vol- 
ume of business which they write. 
Studies made in the New York In- 
surance Department show that mail 
order accident and health insurers 
wrote approximately $27,000,000 in 
premiums in 1947. Not all of the 
companies are guilty of transgressing 
good business morals. It has been 
said in certain quarters that the so- 
called “bad boys” probably write in 
the neighborhood of between $5,- 
000,000 and $10,000,000 annually 
and that when compared to the 
total volume there is no cause for 
alarm. I hope the reader will not 
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consider me contentious if I disagree 
with this position. Not only in the 
insurance business but in society 
generally most problems which re- 
sult in punitive action or restraints 
on the activities of individuals arise 
from the transgression of a few. I 
submit that unless some action is 
taken by the individual states to curb 
the unethical activities of certain 
mail order accident and health un- 
derwriters state supervision will 
have failed to meet the challenge in 
this area. 

I believe that a step in the right 
direction to meet the challenge is em- 
bodied in the “Unauthorized In- 


surers Process Act” adopted by the 
National Association of Insurance 
Commissioners last December. That 
bill provides for substituted service 
of process upon an unauthorized 
foreign or alien insurer which issues 
or delivers contracts of insurance 
to residents of the state, solicits ap- 
plications for such contracts, collects 
premiums for such contracts or 
otherwise transacts business in the 
state, thus subjecting such insurer 
to the jurisdiction of the courts 
wherein the policyholder resides. 
Service of process is effected by 
serving the commissioner of the 
state of the claimant's residence or 
by service within the state on a 
representative of the insurer. In 
either case, a copy of the process is 
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required to be mailed to the insurer. 
The bill further provides that if 
an insurer wishes to defend an ac- 
tion it shall either (1) deposit cash 
or securities or file a surety bond in 
an amount to be fixed by the court 
sufficient to secure the payment of 
any judgment which may be ren- 
dered against it; or (2) shall be- 
come licensed. However, the de- 
fendant insurer is authorized to at- 
tack the jurisdiction of the court 
without depositing cash or securities, 
filing a bond, or becoming licensed. 

In an action against an unauthor- 
ized insurer if the company vexati- 
ously or without reasonable cause has 
failed to pay a claim the plaintiff may 
recover a reasonable attorney's fee 
not exceeding 12'2% of the amount 
of the recovery but in no event less 
than $25. The overall effect of the 
bill will be to enable a claimant to 
institute action in a local court 
thereby relieving him of the onerous 
burden of resorting to a distant 
forum for relief. In those cases where 
the insurer makes the necessary de- 
posit the plaintiff will have funds 
readily available to pay any judg- 
ment. If the insurer defaults the 
plaintiff is protected in that he may 
recover attorney's fees which can be 
utilized by him for necessary ex- 
pense in instituting action on the 
judgment in the state of the insurer's 
domicile. 


Objections to the Bill 


The bill has been attacked upon 
the grounds, among others, that; 
(1) it extends the jurisdiction of the 
state to a company not operating 
within its boundaries, (2) it breaks 
down state lines, (3) if the bill is 
constitutional the principle of the 
law could be extended so that if, for 
example, it is enacted in a state 
foreign to New York, that state 
could tax a New York company. In 
short these arguments are predicated 
upon a claim that the bill is un- 
constitutional. While the question 
of constitutionality raised by op- 
ponents of the measure is not en- 
tirely free from doubt the trend of 
judicial decisions in recent years 
seems to indicate that the whole 
concept of what constitutes doing 
business for purposes of instituting 
action against a company which con- 
tends that it is not doing business in 
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the state where an action is instituted 
is undergoing a change. 

In a recent case the United States 
Supreme Court said in substance 
that the practical every day business 
concept of carrying on business is 
the test of venue. From the decision 
in this and other cases the trend 
indicates an attitude on the part of 
the courts to place a practical con- 
struction on what constitutes doing 
business within a state and the 
courts are showing a disposition to 
decide such matters in the light of 
the construction that the average 
man in the street puts upon his busi- 
ness relations with a company lo- 
cated in another state. Proponents 
of the bill contend that the trend of 
the cases strongly supports the con- 
stitutionality of the measure and 
that when placed on the scales, the 
legality of the bill will be sustained. 

Another argument advanced by 
opponents of the measure is that if 
the principle of the bill is sound it 
could be extended to other indus- 
tries. Proponents answer this objec- 
tion by asserting that it is not a 
valid argument on the merits. 


Varying Local Interpretations 


Still another objection is that ac- 
cident and health policies are drawn 
based on known judicial interpre- 
tations of the courts of the state 
where the company is domiciled and 
that under the proposed bill policies 
would be subject to varying local 
judicial interpretations which in turn 
would require a multitude of forms 
and that th's would result in in- 
creased operating expenses to the 
detriment of policyholders. The 
answer to this argument is that there 
are innumerable nationwide forms 
now in use by companies licensed in 
all or most of the states and the 
problem of meeting local conditions 
has not proved cumbersome nor has 
it resulted in onerous additional ex- 
penses ; furthermore it is not unusual 
to include in nationwide forms a 
clause which protects policyholders 
by reason of local laws which are 
more advantageous to the policy- 
holder than are the provisions of 
the policy. 

Opponents of the bill urge as a 
further ground of objection that by 
facilitating institution of action at 
the local level the presentation of 
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fraudulent claims will be encouraged, 
that companies will be compelled to 
make payment thereof and that this 
will result in increased costs result- 
ing in higher premiums. While it is 
conceded that occasionally an un- 
meritorious claimant may receive 
payment it is argued with equal 
vigor that claims of this type in most 
cases can be resisted successfully. 
Furthermore, no evidence has been 
presented to prove that even under 
present practices, all claims are 
meritorious. In any event it is better 
that one unjust claim should be paid 
than that hundreds and perhaps 
thousands of meritorious claims be 


either rejected or perhaps paid in an 
amount reduced to a point where for 
all practical purposes it represents 
no payment at all. Proponents of the 
bill point out that it is the latter 
group which is victimized by those 
companies engaged in unfair prac- 
tices. 

Another argument of the oppo- 
nents to the bill is that it will permit 
a foreign state in which a company 
is not licensed, to regulate the com- 
pany in the state of its domicile. Pre- 
sumably this argument proceeds on 
the theory that a foreign state could 
dictate policy forms and claim prac- 
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tices in the domiciliary state. To this 
contention those who support the 
measure reply in effect “We do not 
concern ourselves with what you do 
insofar as the citizens of your state 
are concerned; all we say is that if 
you are going to insure residents of 
our state we firmly believe that we 
should be empowered to afford them 
protection.” 


Not a Cure-all 


Finally those who are in opposi- 
tion say that the evils sought to be 
corrected namely; (1) false and 
misleading advertising, (2) decep- 
tive or misleading policy provisions 
and, (3) failure to pay valid claims, 
cannot be eradicated by legislation 
of this character. While the bill 
directly affects the claim practices of 
offending insurers, the relief which 
a claimant will obtain should result 
in cutting down the use of false and 
misleading advertising and decep- 
tive and misleading policy provisions, 
for if a company knows that it is 
subject to suit and possible judg- 
ment on a claim, it will probably 
be more circumspect in its advertis- 
ing as well as in its policy forms. 
Those who support the bill point out 
that it is not a cure-all; it is how- 
ever a step in the right direction to 
attack a problem which requires at- 
tention. As a salutary step it should 
not be condemned because it fails to 
meet the entire problem. The other 
aspects of the problem can still be 
the subject of mature deliberation 
and solution. 

In discussing the service of process 
bill I am not unmindful of the fact 
that there are other problems con- 
fronting the states and the com- 
panies engaged in the writing of 
accident and health insurance. Other 
approaches to the problem of ade- 
quate protection to policyholders 
who purchase mail order coverage 
include : 


Provisions 


(1) Penal law provisions at the 
state level making it a crime for an 
unauthorized insurer to issue within 
the state fraudulent or misleading 
advertisements as well as legislation 
for the service of process in a civil 
action based on such advertising. 


(2) That the domiciliary state of 
a company require it to obtain a 
license in every state wherein it pro- 
poses to write business. ( Legislation 
of this type is now in effect in some 
states and is known as the “Recipro- 
cal Licensing Law.’’) 

(3) That special premium taxes 
be levied solely upon unauthorized 
insurers or that a premium tax be 
levied upon residents who purchase 
coverage from unauthorized in- 
surers. 

(4) That states utilize the origi- 
nal jurisdiction of the United States 
Supreme Court by means of which 
a sovereign state may petition the 
court to invoke its injunctive powers 
against the activities of unauthor- 
ized insurers. 

(5) Denial of the use of the mails 
to insurers that are not licensed in the 
state in which they are attempting 
to write business. (This is legisla- 
tion of the character heretofore pro- 
posed by Congressman Hobbs. ) 

(6) Federal legislation prohibit- 
ing the sending of insurance docu- 
ments into states where the docu- 
ments are intended to be delivered, 
received, sold or possessed in viola- 
tion of the laws of a state. (This 
suggestion is predicated upon the 
theory of the Webb-Kenyon Act.) 

(7) Legislation by Congress to 
give the United States District Court 
jurisdiction over suits against un- 
authorized insurers. 


Need for Action 


These and other suggestions un- 
questionably are not without merit 
but on the other hand may arouse 
valid objection. | do not have the 
space to discuss the pros and cons 
of these suggestions. Above and be- 
yond everything it is apparent that 
the time for talk has ended and the 
need for action is at hand. Impetus 
has been furnished by the action of 
the National Association of Insur- 
ance Commissioners in adopting the 
Unauthorized Insurers Process Act. 
There is accord on this bill between 
the regulators and the majority of 
the companies. The principle of the 
bill merits the active support of 
those interested in the preservation 
of regulation of insurance by the 
several states. 


r an address before the Accident and 
Health Club of New York 
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Why Read Their Character? 


DOUBT whether I have met half 

a dozen salesmen in my life who 

didn't assure me they were “ex- 
cellent judges’ of character’ and 
“could read people like a book.” 

The systems they have followed 
have varied. They have ranged all 
the way from judging them by the 
shape of their noses to the way 
they cross their “t's” when they 
write. But the end result is the 
same; perfection in knowing the 
prospect’s or the customer's char- 
acter. 

I hope you don’t believe in any 
pet system. If you do, | am almost 
sure to tread on your toes when | 
tell you that, according to the best 
psychologists, there isn't any de- 
pendable method of sizing up any 
particular person’s character. 

One of the costliest habits a 
salesman can have is that of sizing 
up his customers or prospects. You 
know how they do it. A man takes 
a swiit glance at a prospect, says to 
himself: “No good. This man’s a 
dead one.” He looks at another, 
judges him to be a live one. 


All Persons Are Important 


The best salesmen refuse to size 
up or prejudge people. They as- 
sume that all persons are important. 

For example: a man strolled into 
a real estate office. He didn’t look 
very interesting. He was poorly 
dressed. He needed a shave. He said 
he wanted to see some business prop- 
erty for investment. 
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The salesman on the job sized 
him up for a smalltimer; knew it 
wouldn't do to waste his time on 
a “dead one” like that. He said: 

“I have nothing listed now. If 
you want to, you can drop back in 
a few days. May have something.” 

The shabby man went to another 
office and before he was through, 
bought $1,500,000 worth of prop- 
erty on the main street of the town. 

Be safe. Don’t read any prospect's 
character. Don’t judge anybody one 
way or the other—unless you con- 
sider every person you talk to impor- 
tant. 

In one of the letters which Lord 
Chesterfield wrote to his 
many years there is advice 
which I think every salesman should 
cherish. In charting a course for the 
boy, Lord Chesterfield told him to 
take his cue from a good politician 
“who neither loved nor hated any- 
one.” 

A salesman should follow that 
narrow path—and neither love nor 
hate his prospects or customers. 

“T hate that old fellow,” a sales- 
man told me just yesterday, “but 
I guess I'll have to call on him.” 

A salesman should adopt a form 
of conduct which he can apply to 
everyone—the conduct of a profes- 
sional man. A professional man likes 
people. He likes some more than 
others, but he makes it a point not 
to hate any one of them. 
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Another way in which salesmen 
fall down is by cherishing animosi 
ties. Why get mad, lose your com 
posure, lose your customer 7? 


It is surprising how easily you can 
get over difficulties that at the time 
seem deadly, if you will just forget 
them. 

One of the greatest difficulties 
every salesman faces is that of get 
ting out and hitting the ball. It's 
not to make the effort. A 
place behind a desk is a safe haven, 
but you never can tell what might 
happen if you got out the 
street. You might get turned down 
You might be insulted. Or you 
might get an order or two. 


sO Casy 


onto 


How Little Time 


This matter of a salesman’s time, 
if you really analyze it, is a serious 
one. Did you ever keep track of one 
of your own days, to see how little 
time you have to spend face to face 
with a prospect ? 

Studies I have seen show that the 
average salesman spends as little as 
an hour and a half a day in the 
presence of a prospect—just about 
one-fifth of his time. 

It all comes back to this—if you 
want to sell more, you must respect 
time more, particularly yours. Your 
time is the only precious, irreplace- 
able thing vou have 
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Concentrate—from page 26 


either one, pick up your hat, thank 
him for the business and go on home. 
You'll mail him the policy. Nine 
times out of ten you've made a sale. 
But if he should balk, just start all 
over again. You can do this by add- 
ing medical payments. Then you've 
made more commission so the delay 
was worth while. 

Now let's examine the seven tech- 
niques of closing which are worth 


PRES! 


“This is one of the few problems my 
KANSAS CITY field man cannot help me solve!” 


When you're on a fishing trip, your Kansas City field man 
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INSURANCE 


thousands of dollars to you. They 
are: 

1. The assumptive technique: In 
using this, you close by assuming 
that the prospect is going to buy, by 
taking it for granted that he is going 
to say “yes”. After explaining the 
coverage and deciding on the 
amount, simply say, “Mr. Jones, this 
goes into effect immediately. You 
can stop worrying about a possible 
loss.” Or, if it is before noon and a 
fire policy you are selling, say, ‘Mr. 


probably won't be there to help you land that “big one.”* 
But when you're angling for a way to solve a difficult sales 
problem, both the Kansas City field staff and home office force 


are always ready to give you action in a hurry. 


Located almost in the center of its territory, The Kansas City 
is only a few hours, at the most, from any of its agents. This 
convenient location may often mean dollars and cents to you... 


especially in these days of rapidly changing business conditions. 


For fastest-possible service, count on The Kansas City. 


*Unless, of course, 
he happens along 
at the right time! 
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Jones, this does not go into effect 
until noon, so don’t let it burn before 
then.” Say thanks, goodbye, and get 
out. 

2. The subordinate question tech- 
nique : By getting the buyer to decide 
upon something of subordinate or 
secondary importance in connection 
with the purchase, such as the color 
of the automobile, or the finish in the 
master’s bedroom in a $30,000 house, 
you can make him tell you he is 
ready to buy. For example, if you 
are selling him a 3 year fire policy, 
just ask if he would rather pay for 
it in one sum or on the installment 
plan. If he says either, the sale is 
over. 

3. Physical action — technique: 
Good salesmen follow the rule of 
using physical action in practically 
all of their closes, knowing that phy- 
sical action is the easiest, surest, 
quickest way to make the buyer buy. 
It is a safe statement to make that 
nine sales in ten should be closed 
by physical action in some form. 
Let’s consider that the sale has pro- 
ceeded to the closing point. Say, 
“Mr. Jones, in order to avoid any 
possible loss, I'm going to phone my 
office right now and bind this cover- 
age. May I use your phone?” Don't 
wait for him to answer, just reach 
for it and phone your office. This will 
impress Mr. Jones with the thor- 
oughness with which you work. Nine 
times out of ten he won't stop you. 

Another instance of physical action 
closing is illustrated by this story. A 
salesmanager was showing the new 
salesman how to sell, and after going 
over the advantages of his policy, he 
put his pencil in his prospect's hand 
and pointed to the place to sign. The 
prospect started to move the pencil 
so the salesmanager took it and 
pointed out additional advantages 
and put it back in his hand. The same 
thing occurred twice more so the ex- 
asperated salesmanager said, “Mr. 
Smith, you know you need this in- 
surance so why don’t you sign this 
application 7" He replied, “Hell, I've 
been trying to for five minutes, but 
you won't let me. I'm left handed!” 

4. The impending event: This is 
a form of closing technique which is 
based upon the use of some outside 
event, some impending event in has- 
tening the prospect along to buying 
what you sell. Although it savors of 
high pressure methods, it has a legi- 
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timate place in the closing ritual of a 
good salesman. This is easy. Use that 
rate increase for all it is worth. Put 
on the high pressure in low. 

5. The narrative method: Narra- 
tive selling is the method of telling 
stories to illustrate points and bring 
about action, and is one of the most 
effective forms of salesmanship and 
of closing sales. Tell him about some 
friend or company that has recently 
been sued for a large amount or who 
has had a bad fire loss. Draw a 
picture of him having a similar loss. 

6. Inducement strategy technique : 
This is a closing method which rests 
its case upon the introduction of 
something in the way of a special in- 
ducement to buy; a closing tech- 
nique which is almost perfect if prop- 
erly used, because it appeals to the 
“get-something-for-nothing” weak- 
ness that every one of us has. The 
law won't allow us to give a set of 
dishes with each policy, but you do 
have something to give. Just tell 
Mr. Jones that when you mail him 
the policy you are also going to send 
him a household inventory? booklet 
or a safe drivers certificate with his 
name on it. 


Ask for the Order 


7. The ask-them-to-buy tech- 
nique: While many salesmanagers 
will not permit their salesmen ever 
to ask for business, holding that it 
weakens the salesman and destroys 
his ease, abolishes self-confidence and 
self-esteem, there are certain times 
when, and certain conditions under 
which, the best selling strategy pos- 
sible is the strategy of asking boldly 
for the order. But this technique like 


Rogues’ Gallery or Family Portrait? 


Who can tell when a friendly face shields a dishonest 
mind? Reports show that the average embezzler has 
worked for seven years as a “trusted employee.” 
Embezzlement and fraud arrests have increased 158% 
from 1945 to 1948 — a worthwhile reason for 
reviewing your clients’ risks in terms of 

London & Lancashire’s Fidelity Coverages. 


tHe London & Lancashire 


GROUP 


the other six must be used carefully, 
handled properly, at the right time 
and under the right conditions, to be 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. @ ORIENT INSURANCE COM 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. @ SAFEGUARD INSURANCE 
COMPANY OF NEW YORK 7 STANDARD MARINE INSURANCE COMPANY, LID. 


(Fire Deportment) . LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


most effective. Believe it or not, this 
close flatters the buyer—it builds up 
his ego. It puts him in the position 
of doing you a favor. One company 
required all its salesmen to go back 
after starting to leave and simply ask 
for the order. Their sales increased 
257. Try it yourselves sometime. 
How many of you use lubricating 
oil in your sales talks? Gulf Sup 
reme, Havoline, Quaker State, 
Humble’s 997 all are mighty good 
oils to use in your cars, but they 
won't help your sales. The brand 
you need is plain good old fashioned 
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banana oil. It is guaranteed to 
smooth the way to any close and it 
makes friends and influences people. 
So why not smooth your way with 
it? Why try to do your job the hard 
way? 

Sut this above all—never, never 
use it too freely or where it is not 
truthful. Insincerity 
tected and is fatal to closing a sale. 

Here's an example of how it can 
be used even under adverse circum- 
stances. A preacher’s family was 


is easily de- 


once given a jar of pickled pigs feet. 
Now the preacher required his 
daughter to thank each donor and 
tell him how much his gift was ap- 
preciated. Mary hated pickled pigs 
feet, but at the proper time she said, 
“Thank you, Mr. Jones, for the 
pickled pigs feet. I'll bet they came 
from one of your prize pigs.” You 
can bet she sold herself to Mr. Jones. 
She closed the sale. 
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Reinsurance Lessens the Shock. In the keenly competitive textile industry, 


every bobbin and spindle, shuttle and loom is working at top efficiency to produce 
more fabrics at lowest possible cost. Shut-downs resulting 
from disastrous mill accidents can wreck the best laid production program. 
Properly drawn reinsurance is among the vital safeguards of this vast, basic industry. 
Let our experience serve you in working out adequate reinsurance measures 


to protect manufacturing and commercial organizations. 


ss INSURANCE COMPANY OF AMERICA 
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Agricultural & Empire State Cos.: 

Bernard G. McCord, who was formerly 

an examiner in the western department, 

has been appointed special agent for 

North Dakota and northwest Minnesota 

replacing Robert Ellis, who is seriously ill. 
x* 


American Insurance Group: /rank H. 
Buck has been appointed manager of the 
home office automobile department. He 
will assist O. Roy Carlson, assistant sec- 
retary. Supervision of the eastern Ken- 
tucky field has been transferred to special 
agent H. Pell Brown, who has been as- 
sisting state agent H. L. Williamsen in 
Kentucky. 


American Mutual Liability: John A. 


Corey, former Springfield, Massachusetts 
branch sales manager, has been appointed 
New England division workmen's com- 
pensation manager. Addison P. Dingwall, 
formerly Memphis branch sales manager, 
has been transferred to the Springfield 
position. 

The New York City suburban district 
office has been moved to 7409 37th Ave- 
nue, Jackson Heights. Resident secretary 
Kenneth J. Sharkey is in charge. 


American Surety Group: Harry T. 
Helton has been appointed assistant man- 
ager at the Chicago branch office. He 
was formerly superintendent of casualty 
insurance in that office, 


Anchor Agency: Stephen T. Pepich, 


formerly vice president and secretary of 
this Chicago agency, has been made presi- 
dent and treasurer replacing John J. Cha- 
vanne, Jr., resigned. The new vice presi- 
dent and secretary is Kenneth M. Hough, 
formerly chief claims examiner for the 
Anchor Casualty Company in St. Paul. 


Bituminous Casualty: Bradshaw 
Weil, Inc., Paducah, Kentucky, has been 
appointed general agent for this company 
and the Bituminous Fire & Marine In- 
surance Company for the western nine- 
teen counties of Kentucky. 


Central Manufacturers’ Mutual: S. 7. 


Waugaman, formerly manager of the 
southeastern department, will be trans- 
ferred to the home office on July 1 as 
assistant to H. A. Kern, vice president in 
charge of sales. J. C. Barnes, who has 
been traveling in Alabama and Missis- 
sippi, will be transferred to Atlanta to 
fill the vacancy created by Mr. Wauga 
man’s promotion 


and 
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Fireman's Fund Group: Robert /. HW al- 
lace has been promoted to supervisor and 
will act as assistant to Frank G. Voorhies, 
general agent of the middle department, 
Kenneth J. Heindel, tormerly special 
agent in Connecticut, has been made gen- 
eral agent supervising Pennsylvania, 
southern New Jersey, Maryland, Dela- 
ware, District of Columbia, and West 
Virginia. Assistant general agent Edward 
H. Richmond will be his associate. Mr. 
Heindel is succeeded in his former posi- 
tion by his former assistant David Sher- 
wood. Special agent Harry L. Dodd is 
now in charge of the Springfield, Massa- 
chusetts office. He succeeds Max Lesh, 
resigned. 
2 


General Accident & Potomac Cos.: 
A branch office has been opened in the 
M and T Building, Buffalo, N. Y., with 
Chester 1. Soule, Jr., as branch manager. 


re 


Hartford Fire: H. J. Allen has been ap- 


pointed manager of the metropolitan ma- 
o department in New York with 

Archie Caine, formerly marine super- 
for the Security Insurance 
Company, as his assistant. Leonard C. 
Cabral, iormerly assistant secretary of 
the Manufacturers Fire Insurance Com- 
pany, has been named marine special agent 
with headquarters in Philadelphia. 


x* 


Home Insurance: !illiam W. Turbett, 

formerly examiner at the home office, 

has been made special agent at Denver 
* 


Houston Fire & Casualty: /7. ©. Ho- 


man has been appointed state agent for 
the state of Colorado. 


London Assurance & Manhattan Fire: 
John A. Hamm, formerly special agent 
in Wisconsin for the Commercial Union 
Group, has been made state agent for 
that state. 

@ 


Maryland Casualty: John A. Willis, 
formerly field assistant, has been ap- 
—— assistant re sident manager of the 
Jenver office. 


Mill Owners Mutual Fire: //erbert D. 


Curry, formerly a member of the New 
York engineering staff, has been made 
special agent in Vi North Caro- 
lina. John S. Kerper, , has been ap- 
pointed special agent ag western lowa 
and eastern Nebraska. John M. Rather, 


HOME OFFICE AND 
FIELD APPOINTMENTS 


with the Baton 
has been named 
Alabama, Mississippi 
and Louisiana. Vincent D. Pergquist has 
been made special agent for Indiana, 
Michigan and Illinois. 


* 
Northwestern Mutual Fire: G. 


Winkley, who was formerly an under- 
writer in the New York office, has been 
appointed special agent in the Maine, 
New Hampshire and Massachusetts terri 
tories. John E. lvy has been made an 
inspector tor the southwestern depart- 
ment. 


formerly an adjuster 
Rouge Claims Service, 
special agent for 


8 @ 


Ohio Farmers Cos.: A claim department 
has been opened in the National Building, 
Minneapolis, Minnesota, with Joseph 
Dixson in charge. 


~* * 


Francis S. Percival: The office of this 
insurance agency has been moved to 6540 
Northwest Highway, Chicago 31, Illinois. 
The Home Owners Agency, Inc. o 
which Mr. Percival is president, has also 
moved to this location. Lee Eshelman 
has joined the agency. 


~* 


Retail Credit Co.: New branch offices 
have been opened at 122 West Washing- 
ton Avenue, Madison, Wisconsin (C, 
Bury, manager); and 540 Central 
nue, Johnstown, 
O'Hare, manager ). 


~* * 


Rohrabaugh Co.: Herbert C. Rohra 


baugh, formerly of Rohrabaugh and Vor- 
bach, has formed this New York City 
firm of general brokers. 


Ave- 
Pennsylvania (R. T. 


Royal-Liverpool Group: /. W’. Schloss 
has been appointed superintendent of the 
actuarial and managerial statistics de- 
partment succeeding Farrell Olif, who 
has been promoted to another position. 
The cash departments of the fire com- 
panies and the casualty companies have 
been merged under the supervision of 
C. L. Mitham as cashier with J. H. Ber- 
nard and HW’. A. Wiesenthal as assistant 
cashiers. 

Walter FE. Sullivan and Robert M. 
Kershaw, 111, have been appointed state 
agents in North Carolina. F. C. Carleton, 
formerly state agent in South Carolina, 
has been transferred to the northeastern 

(Continued on the next page) 
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On May 22, 1868, the country had its first 
train robbery. Though there were many such hoid- 
ups Immediately thereafter, ra iroads and police 
made things so hot for bandits that a trair 
soon becameararity. Harder to control than band- | 


itry, arson will probably never be stamped out so 
completely. But asaresultot the anti-arsonactiv ities 
sponsored by the leading insurance companies like 
those in the Fire Association Group, it” 


robbery s becoming 


harder for arsonists to get away with their crimes 


1949 — MAY hath 31 days. “Nothing is so firmly believed as what we least know”’ 
1—Su.— 1894, Coxcy’s Army dispersed in Washington, D.C 
2- M.— 1904, Bing Crosby, one of America’s favorite characters, born. 


3 —Tu.— 1849, Great flood at New Orlcans. 12,000 homeless. 


4— W.—Few people have adequate Household Contents Coverage. Better call your 
First Quarter, 4:33 P. M., E. S. T. 

1821, Death of Napolcon—on St. Helena. 
6 —- Fr.—1942, Corregidor surrendered to the Japanese. 


7 —~Sa.—1919, a bill forbidding display of red fla 
Alfred E. Smith. 

8 —Su.—MOTHER’S DAY. 1794, U.S. Post Office Department established 

9— M.—1926, Byrd and Bennet flew over the North Polc 

10—Tu. —1869, First transcontinental railroad completed at Promontory Point, Utah. 


gs in New York State signed by Gov. 


{ 
Agent or Broker today. 
+ 


damage 


OBSERVATION for sit In a period ut flu 


11— W.— 1864, General Jcb Stuart, brilliant Confederate cavalry Icader, killed while | 
defending Richmond. If 
12—Th. — +» Full Moon, 7:15 A. M., E. S. T. | 
~ 1820, Birth of Florence Nightingale. 4 
13—Fr.—It costs surprisingly little to have full insurance protetion. Ask your |} 
Agent or Broker. } 
14—Sa.— 1770, Cornerstone of Brown University laid. 
15—Su.— 1859, Pierre Curic, who with his wife, Maric, discovered radium, born in Paris. | 
16 —~M.—1499, Americus Vespucius sailed from Spain. His flect of 4 ships crossed the | 
ocean in 44 days 
17—Tu.— 1849, $3 million fire in St. Louis, Mo., destroyed 15 blocks of houses and 23 | 
stcam boats. 
18 —W.— 1899, The first Hague Peace Conference, with 26 nations present, met at the 
behest of Russia. 
19 Th ¢€ Last Quarter, 2:22 P. M., E. S. T. 
S 1924, Bonus Bill for World War 1 veterans passed over veto of President + 
Coolidge 
20 — Fr.— 1939. First regular commercial flights began between U S. and Europe. 
21— Sa.— 1904, Robert Montgomery. motion picture star, born 
22- Su — 1937, George VI and his wife, Elizabeth, crowned in Westminster Abbey 
23 - M.— 1939, US. Submarine, Squalus, sank off N.H. coast. 33 escaped, 26 lost 
24 Tu. N rt month is‘ June Bride’* month. Are you familiar with the Wedding 
Present Floater? 
25 W. — 1887, Brooklyn Bridge officially opened to traffic. 
26 Th. 1899, Rosa Bonhcur, famous animal paintcr, dicd in France 
27—Fr.-«* New Moon, 5:24 P.M., E. S. T. 
=" 1929. Charles A. Lindbergh married Anne Morrow. 
28 Sa. - 1934, Birth of Dionne Quintuplets. 
29 Su —1736, Patrick Henry, statesman, born. 4 
30 Memor:al Dav 
31—Tu.— 1889, the Johnstown, Pa, flood. 2,500 lives lost, over $10 million property ‘ 
| 
nce 
openty | viation 
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Field Appointments—Continued 


Virginia field. He is succeeded by T. A. 
McManmon, formerly state agent in 
North Carolina. 


Henry A. Steckier Co.: Stanley J. Bird 


has been appointed special agent in Mis- 
sissippt tor this New Orleans general 
agency. 

2 @ 


The Travelers: G. Abbott Hunt has been 
named assistant secretary of the marine 
department of The Travelers Fire and 
Charter Oak Fire Insurance Companies. 


Wallack & Thompson: This New York 


City firm has been organized by Lester 
C. Wallack and Kaymond C, Thompson 
to handle aviation insurance problems of 


a claims and engineering nature. Mr 
Wallack was formerly chief engineer 
and Mr. Thompson manager of the east- 


ern branch of Aero 


writers. 


Insurance Under- 


ASSOCIATION NOTES 
Chamber of Commerce of the U. S.: 


Harry I. Perlet, chief of the rating sec- 
tion of the Ohio Division of Insurance, 
will join the insurance department as 
assistant manager on June 1 succeeding 
H. E. Hilton. 

2.2 


Health & Accident Undrs. Conf.: 
The following five companies have been 
admitted to membership: Continental As- 
surance Company, Chicago; Continental 
Casualty Company, Chicago; Rio Grande 
National Life Insurance Company, Dallas, 
Texas; Educators Mutual Insurance 
Company, Lancaster, Pennsyivania; and 
Combined American Insurance Company, 
Dallas Texas. 


Manitoba (Canada) Ins. Adj. Ass'n: 


The following officers have been elected 
for the ensuing year: President, W. N. 
Norton, J. P. Hamilton 
vice president, IV. O. Jones, W. O. Jones 
& Company; treasurer, Ma , "Robe rton, 
Wawanesa Mutual Insurance Company ; 
and secretary, //. Prendergast, Progres- 
sive Insurance Company of Canada. 


x * * 


National Ass'n of Ins. Agents: (/iarles 
P. Butler, formerly counsel of the Insur- 
ance Company ot North America and 
one-time deputy superintendent of insur- 
ance of New York, has been appointed 
executive vice president to succeed Frank 
Cc. Colridae, who resigned to become gen- 
eral manager of the Board of Fire Under- 
writers of the Pacific. 


* 
Reins. Club of New York: 
Butler, Jr , secretary of G. F 
Sons, surplus and excess line 
has been elected vice president. 


& 


Albert N. 
srown and 
brokers, 


Surety Association of America: Fd- 
ward R. Higgins, a civil engineer, has 
joined the staff of this association. Since 
his release from Naval service, Mr. Hig- 
gins has been civil engineer with Port 
of New York Authority and with Starret 
Bros. & Eken, New York. 
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FIRE 


co NET PREMIUMS WRITTEN * *RATIO LOSSES INCURRED 
(Shown in Thousands ) -——TO PREMIUMS E ARNED- 

1944 1945 1946 1947 » 1946 

Aetna (Fire) $17,195 $18,936 $24,619 $27,962 $29, 56. 55.7 52.7 

Agricultural SEIERR Soke 4,989 5,428 7,390 6,587 5,37 52. 54. 57.1 

American Equitable 7,798 7,868 9,736 845 59. 55 

Ame rican ; 15,181 15,285 20,492 21,05 24, : 55. 49.5 
5,929 6,281 8,165 48.6 


wn 


Camden Fire : 4,677 5,265 6,963 
Connecticut Fire 375 4,045 6,256 
Continental 18,375 21,301 
Fidelity- Phenix 2,578 13,854 16,324 
Fire Association rf 9,739 


mun 


N& 


Fireman’s Fund aed 11,071 aan 16,250 21,370 
11,550 16,259 18,470 
General of America 8,903 12,077 12,135 
Glens Falls i ; 6,519 9,765 10,441 10,716 
Great Americ: ce 11,726 12.107 16,304 19,999 23,122 


w 


D 


Hanover Fire : 5,078 5,518 7,809 9,505 11,250 
Hartford Fire .. : : 29,259 32,079 42,950 51,328 59,342 
tHome (New Y ork Bs 59,768 64,089 83,054 96,502 91,113 
Insurance of N. A. . : 7, 19,037 18,150 26,874 30,094 

7,652 10,450 9,650 8,260 


= 


National Fire ......... : 3,65 14,029 17,181 19,965 19,855 
National Union Fire ... 5 2 7,063 10,364 12,442 12,170 
New Hampshire Fire .. 4,682 5,321 7,234 7,589 7,899 
Niagara Fire eicebe 5,25 5,52: 9,740 10,259 12,294 
North British ... 5, 5,007 6,052 6,277 6,142 


North River ... 5. 906 6,449 7,695 
Phoenix (Conn.) .... ar aa 7,697 10, 367 12.849 15,063 
Queen Insurance b 97} 11,948 10,897 
Royal Insurance ... 0: 7.9 89: 10,142 9,223 
St. Paul Fire & Marine .. : J 13,927 15,077 


Springfield F.& M. .... 9. 3.115 19,978 
Swiss Reinsurance .. A: 19,431 
Travelers Fire yee 85 of 5,27: 16,835 
United States Fire .. 37. 12,769 
Westchester Fire 5 


N= S 


Totals & Averages ........ $3778 $406,: $530, 368 
Premiums Earned ... $347,2 37 2,7: $425,186 

* Computed on the hasts of pure rd loss rot including adjustment expenses) Pp average late eae expenses run about 6% 
of pure incurred losses so the e over-ali loss ratio of the thirty-five companies would | 1944, 54.7%; 194 6 i 1946, 56.9%; 1947, 57.0% 
1948, 514%; five year ave $5.0%. 

t Figures embrace entire H 


EXTENDED COVERAGE 


NET PREMIUMS WRITTEN *RATIO LOSSES INCURRED 
(Shown in Thousands ) -——TO PREMIUMS EARNED—— 
1946 1947 1944 1945 1946, 1947 
Aetna (Fire) ; $1,955 $2.50: $3,975 $4,561 $4,92: 52.9 44.6 
Agricultural ... 3 2 18. 097 617 
American .. 2,00. 3, 03- 495 85.2 
American E quitable § OO 02 59.6 
Automobile 5 


Boston 

Camden Fire 
Continental 
Fidelity- Phenix 
Fire Association 


Fireman's Fund 
Firemen’s 
General of America 
Glens Falls 

Great American 


Hi irtiord Fire .. 3. 063 7.63 22 5S 408 
Home (New ork) 7.23 8,83 3,53 §,613 5 43.0 

Ca. 2, 3,172 26: 5.07 4 31.3 

L.& L. & G. 07 612 462 5 d 39.0 
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ver. 
34.6 
54.7 
54.0 
52.6 
484 
7,850 6,981 499 528 
7,754 9090 48.2 51.0 
28,481 33,617 47.9 49.0 
22.230 25,139 50.1 506 
9857 10886 S62 558 
ar 539 526 
48.2 50.5 1s 
54.1 46.0 
50.1 S08 
490 52.0 
“= 521 55.4 
44.4 46.9 46.1 48.9 446 
aay 52.7 53.6 56.7 528 494 
ae 57.2 54.7 59.3 514 51.4 
ig 538 551 569 558 493 
54.5 9 S41 S87 47.0 
53.9 67.5 58.3 54.9 
oe 49.3 7 55.1 56.7 48.4 . 
497 3 459 556 410 
49.2 50.0 481 494 
48.2 51.0 491 50.2 
53.7 555 491 538 
53.8 557 493 54.0 
2 ie 51.3 48.0 50.1 499 47.7 49.2 
21,392 51.9 552 584 SIR 546 
20,081 68.1 1 6.5 600 S558 626 
aoe 16,189 468 .1 49.9 50.7 47.2 48.9 
15,727 49.1 2 480 «477 «496 
= ae 9,496 50.7 3 53.6 50.2 47.5 50.3 
. 
497 50) 905 1,426 1888 314 44 BIB 472 293 363 
645 773 1,196 1,343 1,340 84.8 40.1 45.9 82.7 35.2 55.9 
al ceoteee 1,693 2,251 3,217 4,329 5.667 80.6 42.7 304 67.1 56.6 56.6 
1,252 1,635 2,526 3,472 4,308 73.2 46.5 50.1 81.2 49.5 60.0 
750 878 1,462 1,558 1712 67.8 35.9 43.5 $1.1 38.3 457 
1.327 1.606 2.519 3.335 3,068 51.1 33.3 41.1 47.6 41.6 42.9 
= : 1,590 2.026 3,080 3.588 4,178 80.7 44.7 37.7 48.6 42.7 47.8 
1,540 1,868 2,696 3,024 3,490 54.1 42.7 38.5 51.4 50.0 47.6 
a Pew 835 1,068 1,580 1,725 1,948 67.9 55.5 31.2 53.4 37.5 46.1 
1,527 1,547 2,540 3.063 4055 707 S14 373 620 S10 537 
676 S01 538 
62.1 45.9 514 
523 442 499 
70.3 346 480 
64.5 35.2 46.4 
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National Fire ........... 1,673 1,952 2,830 3,560 
National Union ...... 1,218 1,431 1,639 2,821 
North British ............ 523 675 947 1,070 
North River ....... ; 702 817 1,227 1,463 
Northwestern National .. 716 817 1,276 1,500 
Phoenix (Conn. ) 972 1,164 1,776 2,175 
Providence W ashington 511 643 968 1,318 
Queen Insurance ...... 882 1,061 1,648 1,926 
Republic (Texas) ....... 688 850 1,083 1,387 
Royal Insurance ...... 910 1,118 1,737 1,695 
St. Paul F. & M 998 1,189 1,787 2,193 
Springfield F. & M. 1,596 2,001 2,905 3,585 
Swiss Reinsurance 895 1,279 2,366 3,017 
Travelers Fire ; 1,685 1,990 3.139 3,365 
United States Fire ..... ; 1,266 1,597 2,309 2.296 


Totals & Averages $47,095 $58,493 $88,600 $i05, 639 $118,462 
Premiums E arned $37,009 $45,907 $58,930 $78,880 $96,976 

* Computed on hasts of pure incurred losses (not including adjustment expenses). On 
12 f pure incurred over-all loss ratio of the thirty-five compamies would 


that the 


1948, 49.1° 


fit ay average, 55.6% 
7 Figures embrace entire Hiome fleet. 


——NET PREMIUMS WRITTEN 
(Shown in ae ands ) 
1944 1945 194¢ 1947 
Aetna (Fire) $2,808 $3,052 $4,604 $6,077 
Agricultural 985 1,178 1,967 2,379 
Allstate Fire ............. 2,534 2,533 755 2.213 
Amer. Automobile . 5,786 7,294 4,115 3,581 


Automobile ........ 4,375 5,455 8,695 13,283 
Bankers & Shippers 938 1,018 1,233 1,940 
Continental ........ 2.167 2,329 4,497 8,416 
Emmco 1,649 1,934 2,960 7,661 
Employers’ Fire 1,854 2.357 2.878 3,113 
Fidelity & Guar. .... 2,956 3,926 3,365 4,828 
Fidelity-Phenix 1,686 2,033 4,218 7,868 
Fire Association 1,107 1,376 2,351 3,354 
Fireman's Fund . 2,227 2,804 4.962 8,874 
Firemen’s 3,979 4,367 5,748 8,234 
General Exchange 4,308 4,540 14,649 29,956 
General of America . 2,294 2,607 2,822 4,000 
Glens Falls ... 1,356 1,686 3,018 4,137 
Great American ........... 1,459 1,761 3,098 5,156 
Hanover Fire .. 1,107 1,378 2,172 3,164 
Hartford Fire .. 5,860 fF 13,402 20,647 
+Home (New Y ork) 7,316 8,668 13,218 16,332 
inourance of N. A 2740 3,429 4,985 8,995 
792 R48 3,382 7,173 
National Fire ..... os 3,100 3,496 5,262 7,900 
National Union ... Ds 1,438 1,346 1,758 2,350 
Northern (New York) 1,258 1,414 2,012 3,123 
Pacific Fire ..... ci alee 1,066 1,159 1,404 2,209 
Potomac ...... 1,310 1,391 1,183 1,692 
935 1,113 2,000 2,334 
St. Paul F. & M. .. 2,498 2,992 5,053 7.877 
Service Fire 1,531 2,474 8,747 20,12 
Springfield F. & M 2,087 2,422 3,424 3,862 
Standard ( Nev w York) R11 935 1,554 2.071 
Travelers Fire 6,712 8,098 2,49 7,712 
Totals & Averages $86,296 $102,587 $151,542 $249, 698. 
Premiums Earned $84,117 $ 94.060 $120,376 $202,071 
* Computed on the basis of on es incurred losses (not including adjustment expenses). 
10% pur rred losse the over-all loss ratio of the thirty-five 
55.7%; 1948, 4 evage, 58.4% 
+ Figures embrace entire gor me fleet 


MOTOR VEHI 


10, 343 
3,801 


6,746 


23,659 


$316, 61 3 
$276,520 
On 


companies would 


EXTENDED COVERAGE—Continued 


CLE 


553 43.1 439 823 476 540 
60.1 56.6 39.8 47.6 27.3 42.9 
68.3 33.5 40.3 57.6 74.9 53.7 
44.3 46.7 40.8 68.7 38.7 48.1 
48.1 39.9 2.4 42.1 44.9 41.6 
79.8 53.0 31.2 92.1 518 62.5 
70.7 43.1 477 618 468 52.8 
54.8 36.8 39.0 64.5 3v.1 46.0 
52.0 52.3 59.1 29.0 38.0 40.4 
54.8 36.3 39.0 64.5 35.2 46 3 
60.5 52.4 53.4 63.6 49,7 52.3 
59.7 49.2 48.4 62.2 57.9 56.1 
67.7 31.6 23.5 46.4 28.9 36.4 
O48 36.5 40.1 50.7 404 45.4 
46.5 398 37.5 68.8 39.0 46.6 
65.1 447 40.7 58.9 43.8 49.6 
the average claim adjustment ge run abovt 
be 1944, 72.9% ; 1945, 50.1%; 1946, 45.6%; 1947, 


*RATIO LOSSES INCURRED 
TQ PREMIUMS EARNED——» 
947 


1044 1945 1946 1¢ 1 Aver. 
59.7 69.0 61.7 48.8 38.6 52.5 
63.4 72.7 64.9 66.0 33.6 58.0 
53.9 65.2 51.3 41.7 37.3 50.6 
55.8 9 49.0 37.6 33.5 48.4 
61.7 77.3 66.3 59.7 50.5 58.2 


47.0 58.4 59.1 49 372 44 
58.8 76.5 59.1 49.9 42.6 54.2 
67.2 69.3 65.6 53.0 47.2 54.5 
75.6 78.4 61.3 63.4 58.0 63.4 
55.8 63.3 65.5 36.3 33.4 48.7 
53.6 74.1 68.9 51.7 40.6 55.8 
60.6 712 65.7 53.5 46.6 54.0 
72.2 79.3 674 55.2 43.3 58.2 
60.7 724 66.6 54.7 43.9 54.9 
64.7 74.5 68.0 56.8 48.2 59.8 
59.5 728 57.3 47.0 405 47.3 
57.8 66.5 58.7 40.1 33.6 47.6 
56.0 66.6 67.0 49.4 39.3 51.9 
58.5 65.6 63.4 52.2 47.7 54.1 
60.9 708 71.1 51.7 44.2 56.0 
53.9 647 65.6 50.1 39.9 51.0 
63.9 719 78.3 50.0 8 413 57.8 
56.4 61.5 59.5 548 43.4 52.5 
57.0 704 54.0 42.9 37.4 43.0 
61.1 71.1 65.5 52.8 43.9 55.6 
65.0 71.7 63.8 449 41.7 54.2 
56.3 58.5 1 47.9 42.5 51.5 
59.6 76.9 59.2 50.0 42.6 544 
56.1 64.3 419 43.8 29.3 46.2 
57.8 74.0 68.1 54.4 36.3 55.0 
56.5 65.6 64.3 49.4 447 52.6 
92.0 105.5 799 55.6 50.0 59.1 
65.0 74.5 62.5 53.8 40.9 56.7 
63.6 81.1 72.5 57.0 43.9 60.1 
61.1 64.5 59.9 46.6 33.5 51.6 
59.7 69.3 6448 50.6 42.3 53.1 


the average, claim adjustment expenses run about 


be: 


1944, 65.7%; 1945, 76.2%; 1946, 71.3%; 1947, 
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3,971 
2519 
817 
1,715 
1.814 
2,668 
1,630 

1.952 

1,707 

1,640 
2,682 

3,961 

3,368 

3,245 
2,972 

66 
1948 
$6,189 
1,759 
7,880 
9,050 
B58 
418 
11 
147 
380) 
759 
724 

402 

668 
143 
374 
840 

aay 
068 
O18 
832 Fy: 

224 
242 

> 
424 

190 
887 
166 
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3 out of § boat owners 


NEED YACHT INSURANCE 


Here is a market that is wide open—one that provides 
excellent premium opportunities with little effort on 
your part. In fact, 3 out of 5 boat owners need sound 
Yacht Insurance to protect their investments and to be 
free from heavy financial loss resulting from property 
damage or personal injury claims. 


The Marine Office of America is arousing yacht 


MARINE OFFICE 


or AMERICA 


116 JOHN STREET 


ALt CLASSES Sf OCEAN AND 


INLAND 


owners’ interest in insurance through national adver- 
tising appearing in all of the major yachting publica- 
tions. You'll find owners receptive to your call—glad to 
talk about their hobby. 


Write for application forms TODAY! For additional, 
yacht insurance premiums, start contacting the boat 
owners in your community! 


WESTERN DEPARTMENT SOUTHERN DEPARTMENT 
Insurance Exchange Bidg. Canal Building 
Chicago 4, Illinois New Orleans 12, Lovisiona 


PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT 
140 Sansome Street Colman Building 


NEW YORK 7, NEW YORK San Francisce 4, California Seattle 4, Washington 


MARINE INSURANCE 


ta 
= ~ 
\ 
ag 
SERVICE OFFICES 
Boltimore Meryiend 
Boston Mossochusems 
Cleveland Ome 
Houston Texos 
Jochsonville, Flende 
Stectton, 
Syrecuse, New York 


ns 


Great American ....... ; 
Home (New York) 


Insurance of N. A. ....... 
National Fire 
National Union ......... 
North British .......... 


Phoenix (Conn.) .......... 


Providence Washington 
Royal Insurance .......... 


St. Paul F.& M............ 


Security of N. H. ...... 


Springfield F. & M. ........ 


Standard Marine ...... 
Travelers Fire ....... 


Totals & Averages 


Premiums Earned ......... 
Computed on the basis of pure 
9% of pure incurred losses so 
58.2% ; 1948, §1.5% ; five year average, 
entire Hom 


Figures embrace 


Agricultural ........ 
American Equitable .... 
American Insurance .. 
Automobile .......... 


Commercial Union Assur 
Continental Insurance 
Fidelity-Phenix ...... 
Fireman's Fund .. 

Firemen’s Insurance . 


General of America . 
Glens Falls . 
Great American ..... 
Hanover Fire 


Commercial Union ......... 
Connecticut Fire ........... 


Fidelity-Phenix ............ 
Fire Association ........... 
Fireman’s Fund ............ 
ce 


loss ratw 


TORNADO 


——NET PREMIUMS WRITTEN 


(Shown in Thousands ) 


INLAND MARINE 


*RATIO LOSSES INCURRED 


PREMIUMS WRITTEN 
—TO PREMIUMS EARNED——, 


(Shown in Thousa 
946 


1945 
$4,108 $5,307 
2,160 3,023 
4,403 5,193 
548 979 
995 1,320 


1,485 

1,378 1,965 
2,255 2,498 
926 1,167 
8ol 1,132 


2,208 
1,123 1,710 
3,995 6,030 
1,179 1,701 


1,302 1,627 


1,328 1,849 
1,281 1,754 
893 1,121 
6,251 7,042 
9,562 12,296 
7,050 8,537 
1,948 2,330 
1,485 1,894 
1,583 1,815 
937 946 
2,284 3,257 
1,899 2,730 
730 O40, 
3,001 4,582 
837 1,002 
1,792 2,115 
938 1,197 
2,591 3,490 
794 1,072 
837 1,070 


$77,544 $99,062 
$69,315 $84,505 
incurred losses (not including adjustment expenses 
of the thirty-five « 


1945 1946 
$o95 $752 
102 126 
156 114 
549 513 


95 


85 
1,123 994 
925 839 
143 170 
321 296 


lol 123 
110 129 
34 327 
193 
92 1,378 


| 


| 


— 


*RATIO LOSSES INCURRED 


1945 1940-1947, 1948 Aver. 
5 7 


48 459 443 414 
439 635 35.0 466 
3. 7 443 


> 
> 
& S2382 


48.7 52.6 2.2 

40.5 55.5 49.1 2 
67.7 51.7 

59.6 56.4 

427 38.2 


55.3 53.6 57.8 $2.5 54.2 
55.1 59.6 52.7 51.6 52.7 
57.1 60.3 53.1 45.6 528 
57.5 63.4 62.9 51.8 58. 

62.1 560.8 47.4 48.7 528 
47.0 48.8 56.7 35.8 48.5 
53.0 02.4 57.9 48.1 56.2 
37.9 §2.2 61.1 48.3 54.2 
57.9 54.0 37.2 36.6 514 
44.2 63.1 514 444 49.7 
30.3 56.7 45.7 40.5 49.5 
49.0 54.6 56.1 53.1 53.5 
36.4 49.6 37.4 50.8 44.2 
48.7 58.9 56.0 51.9 54.2 
46.4 68.7 63.3 45.4 54.1 
61.7 61.3 00.7 40.6 58.3 
00.3 46.5 53.5 67.6 56.2 
45.6 52.9 47.2 448 46.5 
50.8 53.1 76.2 50.6 57.0 
49.2 53.4 745 49.6 56.1 
52.9 55.0 53.4 47.3 51.3 


, claim adjustment expenses run about 
i 1945, 57.7%; 1946, 60.0%; 1947, 


rO PREMIUMS EARNED——~ 
1945 1946 1947 1948 Aver. 
74.2 50.7 92.5 76.1 71.1 
S18 611 99.0 96.6 85.6 
78.1 1510 1167 97.7 
81.6 41.5 113.6 107.2 798 
78.0 205.0 73.1 


84.7 73.7 1628 94.4 102.2 
64.0 494 89.7 105.2 73.0 
51.5 920 1008 748 
IRS 54.1 138.7 765 85.5 . 
665 638 1132 938 698 : 


37.2 123.0 §2.2 75.0 
57.9 48.6 1254 81.5 77.6 
122.6 53.7 145.1 1116 1006 

8.4 45.5 81.7 46.3 73.3 

5.8 65.3 102.6 60.6 


Hartford Fire ...... 
+ Home (New York 
Insurance of N. A. . 
Inter-Ocean ....... 
Millers National 


106 


2,075 1,979 
244 125 
135 165 

77 95 
113 102 


73.3 58.5 98.2 90.5 79.7 
85.0 49.1 O80 90.0 89.2 
49.5 0.2 893 17604 76.6 

HO 2399 81.0 1111 
54.8 53.3 64.3 818 58.8 
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1944 147 1948 

$4,040 $6,543 $6,735 

1,732 3,827 4,102 

4,336 6112 6,713 

480 1,235 1,875 

Camden Fire .. ow 1,478 1,371 

1,075 1,677 1,608 36.9 46.7 444 Ss 

1,237 2553 2820 503 507 45.7 

1,930 3,205 3,960 46.0 54.1 48.6 : 

715 1,050 1,334 48.1 33.4 68.1 ps 

Fidelity & Guaranty ........ 826 1,357 1,415 41.4 49.7 49.5 a 

1,488 2,860 3,725 784 

833 2,070 2,308 48.1 
3,362 6919 31.9 

953 1995 2,257 51.9 

General of America 1,247 1,606 1775 47.1 

1,064 2,103 2,383 49.9 
1,061 2,000 42.1 

757 1,261 1381 50.8 

6,209 10,176 11,513 62.6 
9,090 12,803 15,462 524 

6,521 9,000 8,735 56.3 2 

1,771 2,424 2,576 629 

1,267 2,374 2,342 52.0 

1,187 1,104 420 65.5 

Northern Assurance aan 738 1,090 1,020 444 oh 
597 947 L110 

; 1,613 1,870 1978 71.2 
738 1,279 1,520 50.8 

2,242 3,914 4004 40.5 

595 1,305 1678 50.2 

i Westchester Fire .......... 627 1,294 1,642 50.4 ae 

R50 

would be 1944, 3) 

et. 

1944 1947 1948 1944 | ae 

$697 $008 $547 62.5 

101 141 66 86.2 

137 76 83.2 

608 417 422. 61.2 

107 SS 74 87.7 

94 82 63 947 

1,104 1,033 1,044 56.9 

918 858 923 O17 

191 156 M7737 

328 287 248 

347 197 200 85.4 

1% 281 72 931 

1.651 1311 Lill 724 

2.380 1882 1.371 820 

358 342 2651377 

149 100 112 228 

ol 78 75.1 

115 9 408 


TORNADO—Continued 


Milwaukee Mechanics ...... 101 91 79 
National Fire 7 595 . 500 364 
National Union ee 181 163 
Northern Insurance ........ 84 60 
North River lol 


Northwestern National 
Ohio Farmers 
Phoenix (Conn.) 
Royal Insurance .. 
St. Paul Fire & Marine 


Springfield Fire & Marine 
Swiss Reinsurance 
Travelers Fire . 

United States Fire 
Westche ster lire 


Totals & Averages ........ $13,192 $12,408 795 $11,017 $9,406 5 107.3 
Premiums Earned 3,4. $12,795 $12, $12,057 $11,147 
* Computed on the basis of pure ing ‘d losses (not including adjustment expenses). On the average claim adjustment expenses run about 
sS¢ o that ver-all loss ratio of the thirty-five companies would be: 1944, 80.4%; 1945, 72.3%; 1946, 63.9%; 1947 
ve year average 86.4% 
t Figure s embrace entire Home flect 


There's no 


impulse 
buying in 


market! 


= Manufacturer eae “A machine in my manufacturing plant explodes and badly dam- 
they buy eer ages an adjoining plant owned and operated by another manufac- 
turer. Would the property damage suffered by the neighboring 
manufacturing plant as a result of this explosion be covered by my 

Manufacturer’s Liability policy?” 


Could answer his question? The right answer at the right time creates confidence in your ability 
to intelligently serve your clients. And, nowadays, there are innu- 


daar to tte quel que merable opportunities awaiting the progressive agent to sell not only 
tion is contained in the Manufacturer's Liability insurance but other liability lines as well. Agents 
Group's current issue of of the Royal-Liverpool Group can count on information and assistance in 
“True or False.” Your copy 
is available on request to our soliciting this type of business. 
Advertising Department. 


CASUALTY - FIRE - MARINE _ THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. * THAMES & MERSEY MARINE 
INSURANCE COMPANY, LTD. * BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD 
CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA * QUEEN INSURANCE COMPANY 
OF AMERICA * STAR INSURANCE CO. OF AMERICA * ROYAL INSURANCE COMPANY, 
LTD. * THE NEWARK FIRE INSURANCE CO. * AMERICAN & FOREIGN INSURANCE CO. 
FEDERAL UNION INSURANCE COMPANY © THE SEABOARD INSURANCE COMPANY 


150 WILLIAM ST., NEW YORK 8, N.Y. _ EAGLE INDEMNITY COMPANY « GLOBE INDEMNITY COMPANY * ROYAL INDEMNITY COMPANY 
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: 
> 
23.0 665 638 98 698 
be, 86.4 80.8 50.7 109.7 1042 85.9 
Be 65.0 94.6 51.5 155.1 89.9 88.9 
73.10 638 S71 1336 83.1 
914 80.6 76.6 126.5 99.3 95.3 
144 132 126 99 20 577 54.1 78.2 862 677 
110 94 85 O4 42.3 47.5 78.1 107.0 1418 78.2 
171 158 150 116 126 103.4 79.5 68.6 1623 1378 1074 
112 80 65 75.1 83.3 111.0 2399 81.1 1114 
<a oak 429 437 466 443 415 85.1 53.9 62.3 101.1 43.4 09.2 
3 493 440 376 354 225. +767 77 065539 
+ ; 140 163 192 211 191 97.0 94.2 68.1 195.1 151.5 125.2 
2 - 137 152 141 113 76 20.6 71.6 975 1559 1066 85.9 
= 270 284 274 164 181 77.7 96.3 702 120.1 101.7 92.0 
140 131 127 60 112 73.8 74.2 744 1245 100.1 97.9 
= 
] 
PROYAL-LING 


Let's Take Stock—from page 20 


providing non-occupational disabil- 
ity benefits for employed persons 
Three states have already enacted 
such laws—Khode Island, California, 
and New Jersey. In Rhode Island 
insurance is provided only by a 
monopolistic state fund ; in the other 
states private insurance is allowed 
to function in connection with a 
competitive state fund. Legislation 
on this subject has been introduced 
in the legislatures of many states 
and will probably be enacted in some 
during the current session 


Oddly enough, the atmosphere 
which surrounds the debate on these 
laws recalls the atmosphere which 
attended the debate on the enactment 
of the first occupational accident 
laws; that is, the workmen's com- 
pensation laws. Now, as thirty-tive 
years ago, representations are being 
made that only the state can provide 
the insurance required. The expert- 
ence of the years has proved that 
assumption to be wrong in the case 
of workmen's compensation insur- 
ance, and it is significant that no 
state fund, monopolistic or competi- 
tive, has come into being for work- 


effective 


protection 


Some of civilization's 


greatest advances have been 
accompanied by new 
hazards from man's oldest 


enemy — fire. These perils 
have been met by steady 
improvement in the speed, 
power and efficiency 

of fire-fighting equipment — 
and by modern insurance 
service and protection 

Since before the days of 
railroads and steamships, 
Caledonian agents have taken 
pride in the up-to-the-minute 
protection given to their 
policy holders. 


the Caledonian 


Insurance Company 


Hartford, Conr 


men's compensation insurance since 
1918 
tional disability insurance is not too 
foreign to the problem of workmen's 
compensation insurance. Yet, as I 
have said before, we are faced with 
the recrudescence of the old heresy 
that private insurance is incapable 
of dealing with this new aspect of 
protection. 

Property insurance men will have 
to do a lot of thinking about these 
cash sickness laws. We will have to 
write the business as casualty in- 
surance and not leave the job to the 
life insurance companies. Of course, 
there will be many problems pre- 
sented by this new line of insurance 
particularly to those of us who have 
had only limited experience with 
group accident and health insurance. 
It seems abundantly clear, however, 
that if the legislatures of the several 
states feel that those who are em- 
ploved must be protected against the 


The problem of non-occupa- 


consequences of non-occupational 
sickness and accident, we must be 
prepared through normal private 
channels to give the insurance re- 


quired. 


A Change in the National Economy 


As we progress in our inventory 
of current conditions, we take note 
of a fourth dominant fact, and that 
is that there is evidence of a begin- 
ning of change in the national econ- 
omy which is already having its ef- 
fect on insurance premium produc- 
tion. The full employment of recent 
years seems to have passed its apex 
and unemployment is developing in 
certain industries and in certain geo- 
graphical areas. The cost of living 
which spiralled upward for a long 
time began to decline with the begin- 
ning of this year. Scarcity of various 
goods has been overcome and sur- 
pluses exist in many lines. Public 
demand for household appliances, for | 
certain luxuries, and for many neces- 
sities has been met and purchases 
are declining. 

Insurance is directly affected by 


these phenomena, although the evi- 
dence of their effect on the insurance 
business shows up a bit later than it 
does in other aspects of the national 
economy. It is everywhere evident, 
however, that insurance premiums 
are harder to get and that the huge 
premium increases of recent years 
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which came without too much selling 
effort may not be expected in the 
immediate future. In fact, there is 
substantial evidence that in the clos- 
ing months of 1948 and the early 
months of 1949 casualty insurance 
premium production actually 
clined and bids fair to continue to de- 
cline in the absence of constructive 
and positive effort to maintain pre- 
mium income at past levels. 

Our catalog of conditions should 
contain a few more items. One item 
is concerned with rates of commis- 
sion. A high level of commissions in 
the glass business has come down as 
a direct result of the processes of rate 
regulation and rate approval. The 
principle of graded expenses by size 
of risk has received official approval 
as applied to the third party lines, 
which means that commission rates 
will be lower on large risks. The 
principle is not new; the novelty 
consists in the probable universality 
of its application. 


Multiple Line Underwriting 


Another item is concerned with 
multiple underwriting. The 
laws of most states now give vary- 
ing multiple line underwriting pow- 
ers to fire and casualty companies. 
Many important states grant full 
multiple line authority to both classes 
of companies. It is true that the com- 
panies generally have not yet made 
full use of the powers granted them, 
but certain progress has been made 
under newly-enacted multiple line 
laws. Thus, a combination fire and 
burglarly policy is on the market 
Casualty companies are writing the 
personal property floater and auto- 
mobile material damage insurance 


line 


Fire and casualty companies are re- 
insuring each other's business, and 
both classes of companies are writing 
complete fire and casualty lines in 
foreign countries 

Finally, we should make note of 
the fact that loss costs and expense 
costs have been steadily rising. The 
high level of third party liability 
claims and judgments has been so 
obvious as to need no elaboration 
here, but the high cost of domg busi- 
ness has been momentarily obscured 
by the heavy increase in premium 
volume. Yet the fact remains that 
salaries, rents, and other items in the 
general overhead expenses of com- 
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panies and agencies have risen 
sharply and represent a source of 
concern for the future. That concern 
is heightened by the possibility that 
rate adjustments predicated on in- 
crease in expense ratio may not re- 
ceive as sympathetic consideration 
under state rate regulation as would 
rate adjustments based on increase 
in loss ratio. 

What do all these changes mean 
to us? | think it means that we must 
dedicate ourselves anew to those at 
titudes and activities which mark the 
conduct of a competitive business in 
a buyers’ market. I say that there 
must be a renewal of such dedication 
in order that we may shake ourselves 


American Equitable Assurance Company of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company of 
New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds 


Inc. 
MANAGER 


92 William Street, New York 


osses paid exceed Three Hundred Fifty Million Dollars—t 


free from the abnormal attitudes of 
the recent past when companies com- 
plained about an abundance of busi 
ness rather than a lack of it when 
salesmenship seemed unimportant or 
unnecessary. 


Professional Salesmanship 


Yes, salesmanship is the key to 
our current situation—but salesman- 
ship conducted on a_ professional 
level. Mr. Robert S. Wilson, vice- 
president in charge of sales for the 
Goodyear Tire and Rubber Com- 
pany, has achieved national promin- 
ence in the field of marketing by his 


(Continued on the next page) 
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Let's Take Stock—Continued 


study of salesmanship as a profes- 


sion. Among the qualifications which 
the professional salesman should 


Mr. Wilson lists these. 
Knowledge of the product. 
Knowledge of how the product 
should be used. 
3. Knowledge of the needs of the 
user of the product. 
4. Knowledge of the company he 
represents——its_ financial 
tion, history, attitude, 
policy. 
Knowledge of 


ISSESS, 


posi 
business 


the concern or 
person to whom he is selling. 
Just see how these observations 
apply to us. How well, for example, 
do we know the needs of our clients ? 
Do they need and have we provided 
them with the right kind of disability 
insurance, fidelity insurance, and 
protection against the consequences 
of subrogation action for fire negli- 
gently caused? Does the client need 
insurance of money and securities on 
the broad form ? 
need 7 
thet 


How much does he 
Are his exposures to loss by 
that he needs the 
comprehensive dishonesty, disap- 
pearance and destruction policy, 
commonly known as the 31D? 
well do we know our product ? 


so diverse 


How 


It is not easy to master the cover 


age, conditions, and limitations of the 


EXCESS 


South and Water Sts. 
Baltimore 2, Maryland 


HAnover 2-6384 
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REINSURANCE 
INSURANCE 


40 Exchange Place 
New York 5, N. Y 


THINGS THAT ENDURE-: 
MONT SAINT-MICHEL — French citadel once a tidal island in the 
Middle Ages. Later, in turn, a monastery, fortress, city and seat of 
Knights. A massed miracle of cloisters, dungeons and ramparts, im- 
pregnable through time. Classed as one of the World's Wonders. 


The Northern Assurance was organized in Aberdeen, Scotland in 1836 
as an Agency Company. It has remained so all-ways. 


THE NORTHERN ASSURANCE CO. Ltd. 


FIRE AND 
MARINE 
NEW YORK % 


ALLIED LINES. 
REPORTING FC 
CHICAGG 


many blanket and 
policies on the market. Yet, master 
them we must, and then get ready 
for the combination and all-risk poli- 
cies which multiple line authority 
will bring tomorrow. Incidentally, 
we will find that, when we best serve 
the policyholder, we best serve our- 
selves. By providing one compre- 
hensive contract for numerous small 
single peril contracts, we give the 
policvholder better protection. By the 
same token, we substitute for many 
small premium policies which are so 
costly to handle a single policy with 
premium large enough to yield the 
agent adequate return for the ser- 
vice involved. 

Certainly there is no room in our 
business for the order-taker, the in- 
surance peddler, and the high-pres- 
sure solicitor. Hard work and intent 
study must be our portion and now 
is the time to apply both. Public de- 
mand for insurance is large but ex- 
acting, and that demand will only be 
met by the 
think that the evolutionary processes 
in our business have 


professional salesman. | 


accelerated in 
such degree that only the fittest will 
survive. Let's take stock of our- 
selves and make very sure that we 
will be among those who are fit to 
survive. 


From an 
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comprehensive 


NLAND 
CONTRACTS 
SAN FRANCISCO 


FUR RATES EQUALIZED 


oe designed to equalize the 
rates for furs insured under per- 
sonal fur floaters and under per- 
sonal jewelry-fur floaters became ef- 
fective May 1 for member companies 


of the Inland Marine Insurance 
Bureau. The fur floater revision 
makes applicable to furs insured 


under this type of policy the reduced 
rates for larger amounts of insurance 
which prevail under the jewelry-fur 
floater policy. The rules also make 
the minimum premium applicable to 
a personal fur 
furs only 


floater effective if 
are insured under a_per- 
sonal jewelry-fur floater. 


N.A.LC. 


Convention Train 


RRANGEMENTS have 


made 


been 
with the Northern Pacific 
Railway in conjunction with the 
New York Central System to oper 
ate special cars to the June 26-30 
National Associ} 
Commissioners at 
two trips is 


convention of the 
tion of Insurance 


Seattle. choice of 


atforded, one involving a two and 
one-half day tour of Yellowstone 
National Park and the second a di- 


rect train to Seattle. For details and 
tariffs, contact K. E. Black of the 
Home Insurance Company 


The one reliable key to 
the real value of all ac- 
tively traded fire, cas- 
ualty and insur- 
ance stocks—that’s— 


BEST'S DIGEST OF INSURANCE STOCKS 


Cost—$10.09 a copy (including 
postage) 


ALFRED M. BEST 


COMPANY, INC. 
75 Fulton Street New York 7,N.Y 
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Moral fiber also breaks under strain. 


Employers of people with human 


frailties need... 


FIDELITY BONDS 


THE TRAVELERS INDEMNITY COMPANY e¢ uwHartForD, CONNECTICUT 
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Analyze—from page 35 


company. If he has been buying his 
insurance piecemeal from a number 
of agents, he has been paying for 
something he isn't getting—insur- 
ance supervision. Obviously, such a 
buyer is a target for the salaried 
solicitor who sells his insurance for 
20° less by eliminating the agent. 

Show the buyer what insurance 
supervision means. Show him the 
exhaustive questionnaire which is 
needed to reveal all of the hazards 
of his business before an insurance 
survey may be undertaken. Show 
him that an insurance survey made 
on January Ist is, 6 months later, as 
out of date as yesterday's news 
paper unless he has assigned the 
supervision of his insurance to one 
agent who will systematically check 
his changing needs and do it at 
agreed upon intervals. 


Making a Survey 


A survey has to be more than a 
fishing expedition for expiration 
dates to convince the buyer that he 
is being rendered a worthwhile serv- 
ice—which suggests the question-— 


what should a survey accomplish 
for an assured. | think you will all 
agree that it has to be more than 
just a list of policies delivered to the 
assured in an attractive form—yet 
in some circles that passes for a 
survey. 

The first and most essential step 
in the making of a survey is to de- 
termine all of the facts about a 
business which might dictate the 
need or affect the cost of the insur- 
ance carried. That is no problem for 
agents who represent companies 
with survey facilities. Those who do 
not, may purchase a fact finder, 
questionnaire or risk analysis or 
make one of their own. This diagno 
sis must be complete as the entire 
analysis is to be predicated on the 
information disclosed by the ques- 
tions asked. 

The next step is a painstaking 
examination of the policies carried. 
This examination must be thorough 
and complete and frequent  refer- 
ences must be made to the informa- 
tion in the questionnaire to deter- 
mine whether the coverage is com- 
plete or whether all discounts have 
been applied which the assured is 
entitled to. 


ST. LOUIS, MO. 


ESTABLISHED 1911 


UTILITIES 


INSURANCE COMPANY 


FIRE AND ALLIED LINES 


AFFILIATED COMPANY 


PREFERRED 


FIRE INSURANCE 
COMPANY 
TOPEKA, KANSAS 
ESTABLISHED 1917 


Check Each Step 


To insure that the analysis of each 
form will be complete, you should 
work out a series of questions to ask 
yourself as you check each policy. 
For instance when you are check- 
ing on owners, landlords and tenants 
liability policy you will be concerned 
with a number of things: 

1. Is the name of the firm cor- 
rectly stated ? 

2. Is the address correct ? 

3. Are all locations covered ? 

4. Are limits adequate ? 

5. Is the premium correctly com- 
puted? (Accurate measurements of 
the premises are necessary here 
your questionnaire should furnish 
this. ) 

6. Has assured assumed liability 
in his lease? 

7. Are there signs at locations 
away from premises ? 

8. Does the company sponsor an 
athletic team ? 

9%, Is there a railroad sidetrack ? 

10. Has assured signed a_ side- 
track agreement ? 

11. Are the officers of the cor- 
poration named in the policy ? 

These are just a few of the points 
to be checked on one line of insur- 
ance, Obviously if the policy analy- 
sis is to be complete, you will have 
to do it systematically and a series 
of questions worked out in advance 
form of insurance will 
guarantee that no important point 
will be overlooked. So much for the 
insurance carried. 


on each 


Uninsured Risks 


The third step in the survey is to 
determine the uninsured risks of the 
business. The questionnaire or risk 
analysis is indispensable here and a 
careful study of it should be made 
so that no insurable risk however 
remote will be overlooked. I do not 
advocate that insurance be recom- 
mended to cover all the risks of a 
they should be separated 
into two classifications — recom- 
mended lines and other applicable 
forms. When the survey is delivered 
a review of all these forms should be 
made with the assured to apprise 
him of the risks he is carrying. 

The report of your findings should 
be written in nontechnical language 
which the insured can understand 


business 
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without resorting to a dictionary. 
It should be brief and should avoid 
wordy descriptions of the coverage 
carried or assurances that you have 
found it properly written. The 
briefer the better. 


Don't Tell How 


It may be wise to avoid references 
to how you will go about achieving 
a certain result or how you arrived 
at a premium which produced a sav- 
ing under a form of insurance now 
carried. If you make it too clear, it 
sometimes results in your compet- 
itor retaining the business by apply- 
ing the information set forth in the 
survey. 

Under no circumstances should 
the survey be left with the assured 
until each recommendation has been 
reviewed. Delay its delivery if neces- 
sary until the assured has the time 
to sit down and thoroughly review 
your report with you. 


A Survey of Conditions Today 


Don’t fail to emphasize that the 
survey as complete as it is today 
may be out of date tomorrow be- 
cause of changing conditions. Tell 
him that you propose to render this 
service regularly if you are entrusted 
with the entire account or a majority 
of the Tell what 
agency service is and spell it out for 
him. It makes an impressive list 
when you write down what you are 
prepared to deliver: 

1. That you assume the respon- 
sibility of placing his insurance in the 
right companies. 

2. That you will regularly check 


business. 


values against insurance carried. 

3. That you will keep him in- 
formed about rate changes. 

4. That you will arrange for 
regular fire rate analysis. 

Experience rate service 

6. Audit examination—payroll 
auditors are human and they make 
mistakes too. 

7. Claim adjustment service 

8. Accident and loss prevention 
service. 

9. Advice on new legislation 

10. Advice on new contracts. 

11. Bond service. 

This is only a partial list of course 
and they don’t apply to all risks. I 
think you can make it abundantly 
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FIRE - AUTO - MARINE - CASUALTY - FIDELITY - SURETY - AVIATION 


Standard of Detroit Group 
ol 


Insurance Companies 


Standard Accident Insurance Co., Detroit 
Planet Insurance Company, Detroit 
Pilot Insurance Company, Toronto 


Home Office 
610 Temple Ave., Detroit 32, Michigan 
STANDARD SERVICE SATISFIES ........ SINCE 1884 


clear to him that vour office is pre- 
pared to earn its slice out of the dol 
lar. 

Use the survey 
tested method of 
Because by selling an entire account 
rather than individual policies you 
are in a position to deliver the serv- 


because it is a 


account selling. 


ices which a stock company agent is 
supposed to deliver. Because the sur 
vey is an offensive as well as defen 
sive weapon—it produces new busi- 
ness and helps hold renewals. 


The survey makes your customer 
realize that his insurance is a prob- 
lem which can't be solved by buying 
insurance through the mail or by 
letting some other agent sell him at 
a cut price. It is a show case in which 
to display your services. 

Use the survey because it raises 
the plane of insurance and is con- 
crete evidence that the stock com 
pany agent is worthy of his hire. 


From an address before the Texas Association 
Insurance Agents 
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T is the practice of insurance companies to pay 
honest claims promptly. It is also their purpose 
to expose fraudulent claims. 


While you enjoy the full protection and security 
of your insurance policy, your premium dollar is 
working for you and for the good of your com- 
munity through the fraud detection activity of the 
Association of Casualty and Surety Companies. 


Skilled investigators of the Association ceaselessly 
work to ferret out claim fakers who attempt to prey 


YOUR PREMIUM DOLLAR 
1S WORKING FOR YOU! 


upon the insurance dollar. The apprehension of 
these criminals saves millions in insurance costs 
and protects insurance rates in the public's behalf. 


Through its affiliation with the Association of 
Casualty and Surety Companies, The American 
Insurance Group emphasizes the strength of its 
slogan: 


Quality Insurance through ever-improving and 
ever-expanding Quality Protection since 1846. 


Newark, New Jersey 


The American Insurance Co. The Columbia Fire | 


ity Co. The Jers Underwriters 
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AETNA Insurance Group 
Hartford, Conn. 


Executive Vice President 


Clinton L. Allen has been named executive vice 


president of the Aetna Insurance Company and its four | 


subsidiaries. Mr. Allen was formerly vice president of 


the Aetna Insurance Company and its four subsidiaries | 


in charge of the Western Department at Chicago. 


AMERICAN FARMERS Insurance Company 


Phoenix, Arizona 
Unlicensed Activity 


The New York Insurance Department has instituted 
legal action against Robert I. Coleson for the alleged 
illegal sale of accident and health insurance. Mr. Coles m 
is charged with the solicitation of business on behalf 
of the American Farmers Insurance Company, an in- 
surance carrier not licensed to operate in New York 
State. An investigation conducted by the Department 
disclosed the company’s agent, or solicitor, retained 
$14.50 as his commission on an accident and sickness 
policy known as “All American” carrying a first annual 


premium of $23.00 and under a policy titled “Purple | 


Heart” the sum of $18.75 in contrast with an annual 
premium for the coverage of $31.50. The sale of the 
latter policy written for a six-months’ period carried 
a $15.00 commission allowance, leaving a premium 
balance of only $4.00 for remittance to the company. The 
New York Insurance Department pointed out that the 
benefits provided by the policy are necessarily restricted 
to the amount which can be provided out of the funds in 
the hands of the company. 


AMERICAN MUTUAL Liability Company 


Boston, Massachusetts 
Dividend Revision 

This company has lowered its dividend from 20% 
to 10% on individual and commercial automobile bodily 
injury and property damage coverages. The new rate 


is for period April 1 through June 30. 
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| AMERICAN RE-INSURANCE Company 


| AMERICAN RESERVE Insurance Company 
| New York, New York 


| Personnel Changes 


Edward L. Mulvehill, president of American Re and 
\merican Reserve, announced the following changes 
in the interests of administrative coordination and 
operating unification and efficiency: John R. Tappan, 
| formerly treasurer of American Re, has been elected 
financial vice president of both companies. Arthur C. 

Machold has been re-elected treasurer of American Re- 

serve and ulso has been elected treasurer of American 

Re. David H. Houghtaling, secretary of American Re, 
| has been elected secretary of American Reserve and 

Rk. C. Lee, assistant secretary of American Reserve, be- 
comes assistant secretary of American Re also. Chester 

R. Urban, formerly assistant secretary of American Re- 
| serve, has been elected assistant vice president and assis- 

tant secretary of that company. 


AMERICAN SURETY Company 
New York, New York 


New Vice President 


Charles H. Hall, secretary of the company since 1937 
has been elected vice president in addition to his duties 
as secretary. 


CHICAGO LIOYDS 


Chicago, Illinois 
| To Make Payments 


All claims on Chicago Lloyds, placed in receivership 

on February 9, 1938, have been adjudicated and indica- 

| tions are that the liquidator will start paying claims 
before the end of May, 1949. Claimants will receive up 
to ninety-five cents on the dollar, depending upon the 
underwriting group to which liability attaches. Addi- 
tional dividends may be paid at a later date. 12,705 
claims were filed in the amount of $6,320,930 of which 
hability was determined by Superior Court on Septem- 
ber 27, 1948 for 11,000 claimants amounting to $810,219. 
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Grove 


There’s a Special Reason... 
Consult Our Bonding Specialists 


The EMPLOYERS’ GROUP 


Insurance Compantes 
110 MILK STREET, BOSTON 7, MASS. 


The Employers’ Liability Assurance Corp., Ltd. + The Employers’ Fire Insurance Co. 


American Employers’ Insurance Co. 


FIRE ASSOCIATION Group 
Philadelphia, Pennsylvania 


Michel Advanced 


Lincoln M. Michel, secretary, has been elected vice 
president of all companies comprising this Group. Mr. 
Michel has been affiliated with the Fire Association 
since 1933. 


GENERAL ACCIDENT Fire and Life Assur. 
Corp., Perth, Scotland 


Personnel Change 


Frederick Richardson has resigned as chairman of the 
head office board of the General Accident Fire and Life 
Assurance Corporation because of failing health. He 
will, however, retain his seat on the board. Robert 
Gordon Simpson, who has served for some years on the 
board of directors, has been elected chairman of the cor- 
poration and of the General Life Assurance Company. 


GENERAL ACCIDENT Group 
Philadelphia, Pennsylvania 


Executive Changes 


John H. Grady, United States Attorney and chief 
officer of the General Accident Group in the United 
States, has announced changes in the executive staff 
of the companies designed to advance the effective man- 
agement and to further the joint development of the 
General Accident Fire and Life Assurance Corporation 
and the Potomac Insurance Company as multiple line 
organizations. 

Mr. Grady, who has directed the affairs of the com- 
panies in the United States for more than ten years, 
will continue, as United States Attorney of the General 
Accident and president and director of the Potomac In- 
surance Company, to give general supervision to the 
United States activities of the companies. Daniel Mun- 
gall will serve as Deputy U. S. Attorney of the General 
Accident and vice president and director of the Potomac. 
A. W. Wilsterman was made U. S. Manager of the 
General Accident and vice president and director of | 
the Potomac. William Bernhard was named Assistant 
U.S. Manager of the General Accident and vice presi- 
dent of the Potomac, in charge of the affairs of the | 
Group in the New York metropolitan area. Edward T. 
Moynahan, formerly vice president of the Potomac, 4 
was named executive vice president of that organization 
and will also serve as Assistant U. S. Manager of the 
General Accident. John S. Kaufman, formerly agency 
superintendent, was advanced to the post of agency man- 4 
ager in charge of agencies and branch offices of the 
General Accident and Potomac and will also supervise 
publicity and public relations activities. 
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GENERAL CASUALTY Company of America 
Seattle, Washington 


Changes Underwriting Basis 


This company, which operates on a non-conference 
basis, has changed its underwriting to a non-participat- 
ing basis in Connecticut, New Jersey, New York and 
Virginia to conform with its operations in other areas. 
The change became effective April 1. The company has 
also withdrawn from writing workmen’s compensation 
in New York State. 


THE GUARANTEE Company of North America 


Montreal, Canada 
Expands U. S. Bond Department 


This company, the oldest bonding company on the 
North American continent, has completed plans for the 
expansion of the facilities of its United States Branch 
to engage more actively in the bonding reinsurance 
field. Darrell F. Johnson was appointed the United 
States Reinsurance Manager and is in charge of the 
expansion program. Mr. Johnson recently resigned as 
manager of the bonding department of the Excess In- 
surance Company of America, New York, to assume 
these new duties. 


HOME INDEMNITY Company 
New York, New York 


Executive Changes 


C. Harry Smith, Herbert A. Payne and Raymond F. 
Minner were recently elected vice presidents and secre- 
taries of the Home Indemnity. Messrs. Smith, Payne 
and Minner hold positions in the parent organization, 
the Home Insurance Company. Kenneth E. Black and 
Clarence Ramsett formerly assistant secretaries, were 
elected secretaries in the Home Indemnity. 


HOME Insurance Company 
New York, New York 


Capital Revision—New Director 


For the purposes of rounding out the number of out- 
standing shares, stockholders of this company on April 
4 authorized a reduction of the capital stock from 
4,004,000 shares, the number formerly authorized, to 
4,000,000 and the elimination of 2,719,96/1000 issued 
shares. This resulted in a reduction of the company’s 
paid in capital from $20,013,595.48 to $20,000,000. 

Stockholders at the same meeting elected Leroy A. 
Lincoln, president of the Metropolitan Life Insurance 
Company, to the board of directors as successor to 
Robert Goelet, who had resigned. 
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THIS IS YOUR 


Domestic Market for 


TAXI-CABS 
LIVERY CARS 
RENTAL CARS 
RENTAL TRUCKS 


LOCAL 
INTERMEDIATE 
LONG HAUL TRUCKS 


MOTOR-SCOOTERS 
MOTOR-BIKES 
MOTORCYCLES 


KURT HITKE & COMPANY, Inc. 


LOS ANGELES CHICAGO 


1671 Wilshire Blvd. 175 W. Jackson Bivd. 
Los Angeles 14, Calif. Chicago 4, Illinois 
Dunkirk 8-3161 Wabash 2-3622 


. Butane 


Haulers 


. Propane 


Haulers 


. Gasoline 


Haulers 


KANSAS CITY Fire and Marine Insurance 
Company, Kansas City, Missouri 


Novel Annual Report 


Headlined “The Kansas City Invites You to Attend a 
Directors’ Meeting” this company’s annual report was 
presented in the form of a phonograph record encased 
in a colorful album. In addition to the record, an en; 
closed booklet presents the pertinent figures on the com- 
pany’s operations for the year. 


MUTUAL BENEFIT Health and Accident 


Association, Omaha, Nebraska 
Executive Changes 


Dr. C. C. Criss, president and founder of Mutual 
Benefit Health & Accident Association of Omaha, 
organized in 1909, announced his retirement April 10, 
his seventieth birthday. Dr. Criss will continue to serve 
as chairman of the board of directors of Mutual Benefit. 
V. J. Skutt, formerly executive vice president was 
named to succeed Dr. Criss as president. E. S. Adams, 
formerly vice president, succeeds Mr. Skutt as executive 
vice president. 
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* NATIONAL AUTO Insurance Company 


Lincoln, Nebraska 


casualty, fire New Organization 
automobile and surety 
This company was licensed by the Nebraska Insur- 


reinsurance ance Department February 21, 1949 with guaranteed 
capital of $8,000. Management has announced opera- 

catastrophe tions will be limited to the writing of non-assessable 
automobile physical damage policies in the state of 

excess of loss Nebraska. A 25% commission is to be paid to agents 
and brokers. Eno Gordon, president, and William A. 

treaty and specific Malone, secretary-treasurer, own and control the Eno 
Insurance Agency of Lincoln. Everton Johnston, vice 

resident, is a member of the North Side Agency of 

Specialty uding: ¥ 

= covers including: Lincoln. The three officers and Olga C. Cherry of the 


steam boiler excess Eno Insurance Agency form the directorate. 


fleets, motor cargo 


aggregate excess 


NEW JERSEY MANUFACTURERS Casualty 


EXCESS UNDERWRITERS inc. Insurance Company 


90 John St., New York NEW JERSEY MANUFACTURERS Ass'n Fire 
Insurance Company 


Chicago office Insurance Exchange Bidg. T N 
renton, New Jersey 


los Angeles office ¢ 510 South Spring St. 
Dividends to Policyholders 


The directors of these companies have declared the 
Be Caan ee regular 20° dividend, an extra 5% dividend, and a 
es special extra 5% dividend, or a total of 30%, on net 
; premiums under policies expiring during the third 
quarter of 1949. Approval of these dividends has been 
received by the Department of Banking & Insurance 
of the state of New Jersey. 


wous Cas 


APORATIO N PUBLIC EMPLOYEES Mutual Insurance 


ROCK ISLAND ILLINOIS Company, Seattle, Washington 


Licensed 


This mutual was licensed on February 8 by the In- 
surance Department of the State of Washington. Spon- 
sored by Robert J. Handy, Seattle agent and manager 
of the Seattlke Teachers Credit Union, the company 
transacts property lines. 


REPUBLIC Indemnity Company 
Columbus, Ohio 


Now Operating 

This company was incorporated under the laws of 
Ohio on February 3, 1949 for the purpose of reinsuring 
the entire business of the Republic Mutual Insurance 


Company, Columbus, Ohio. It was licensed and began 
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business March 25, 1949 with capital of $100,000 and 
contributed surplus of $125,000, less organizational 
expenses of $1,000. Capital funds were produced 
through the sale of stock at $22.50 per share, par value 
$10. Operations, confined to the state of Ohio, include 
the writing of: automobile full coverage; plate glass; 
burglary ; theft ; and liability, property damage and col- 
lision other than auto at manual rates. Re-insurance 
treaties are in effect covering losses in excess of $5,- 
000/$10,000 on bodily injury and $5,000 on property 
damage, fire, theft, tornado and comprehensive auto- 
mobile coverages. 


Officers and Directors 


Official staff of the company is headed by Fred D. 
Connolley as chairman of the board and Charles E. 
Nixon as president. Other officers are: Vice president, 
C. Russell Younger ; secretary-treasurer, Clare E. Cook 
and assistant secretary-treasurer, Kenneth G. Morris. 
The directorate includes Carl M. Baldwin, Elmer E. 
Follmer, Frank Hamilton, Dr. Ralph S. Licklider, E. F. 
Wildermuth, A. A. Wells, Norval C. Younger and the 
previously named officers. The officers and directors 
of this new company are the same individuals who 
directed the affairs of the Republic Mutual Insurance 
Company. 


ROYAL-LIVERPOOL Group 
New York, New York 


Report to Employees 


The Royal-Liverpool Group, which has been giving a 
lot of thought and attention to employee relations in 
the last two years, has issued its first “Annual Report 
to Employees,” an attractive informative brochure simi- 
lar to the more modern reports to stockholders but 
written for and to its 6,000 employees. It outlines 
operating experience, employee activities and services, 
group insurance plans and educational and on-the-job 
training programs. Top executives of the Group were 
outspoken in their comments on improved liaison with 
employees through operation of advisory conferences. 
suggestion boxes and other experiments in employee 
relations. 


UNIVERSAL Surety Company 


Lincoln, Nebraska 
Increases Capital 


This company has increased its capital from $225,000 
to $300,000 and contributed $25,000 to surplus. New 
stock of $100 par value was sold at $133.33 per share. 


At year end the company reported assets of $323,412 
and policyholders’ surplus of $296,978, including capital 
of $225,000. Premium writings totaled $44,000, which 
with the exception of $1,000 in fidelity writings was 
surety business. 


Established 1915 


Specializing in 
Service to 


Agent and Insured 


EUREKA 
CASUALTY COMPANY 


PHILADELPHIA, PENNSYLVANIA 


Just as Miss Liberty symbolizes a 
warmth of hospitality and friend- 
liness to visitors arriving inside 
U.S.A., so does the Hotel Fort 
Shelby represent those cherished 
qualities to visitors in Detroit. 


Conveniently located, The Fort 
Shelby is famed for the recognized 
value it offers in its 900 rooms 
with both, chairside radio, servidor, 
and circulating ice water; as well 
Gs its two excellent restaurants 
ond attractive cocktail lounge. 


GARAGE AND PARKING FACILITIES 
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From January, 1949 to Date, Inclusive 


EDITORIALS LEGAL & CLAIMS 


Business Interruption Adjustment—X. Withers .......... 
Company Changes Dealing Directly with Claimants—Fred 4 May 37 
Compulsory Disability Judge Says, The—Thomas E. Lipscomb (monthly) .......... May 57 
Executive Comment .........-..- Judgment Over Policy Limits—-Richard FE. Masters ........Mar. 33 
Insurance Stock Trends ... Loss Logie (monthly) Apr. 103 
Operating Results Apr. 103 
Stock Fire Some Legal Aspects of Agency—M. L. Landia .............. May 89 
Stock Casualty May 17. Unauthorized Insurers Process Act—James H. Anderson Apr. 33 
Mutual Casualty ....... 2 Underwriting Errors Complicate Adjustments—4. C. Guy ..Mar. 105 
Review oad jew ou 
What’s Ahead? ....... “Mar. 15 OFFICE METHODS 
ecount Ca ontrol—Lo 
ACCIDENT & HEALTH Around the Office—Guy Fergason (monthly) 
& H. Developments (monthly) .......... --.++»-May 93 Incentives are Inspirational—F. Eugene Place .. - 
Gash Sickness Legislation—Albert Pike ----Feb. 83 Letter Writing, Effective—John F. Thiele ................ 
Jan. 91 [Luxury of Letters, The—A. G. Wynne Field ................) 
Five Major Factors—George Mar. 73 Mechanized Policy Issuance—Joseph H. Forest 
Health Insurance Catalo tenes ; ~ of Modern Aids to Office Efficiency (monthly) ................ 
Mail Order A. & H. wilfred --May 93 Office Equipment Directory (monthly) ....... 
Should We Adopt a National Health Insurance Program? ..Mar. 18 staff Requirements—Arthur B. Porter ...... Sewwaiiedaietaian Mar. 
Why Leave it to a Specialist?—F. W. Ellison ........... Apr. 8 ~~ Suggestion coptene—2- H. Hall 


Visual Controls—H. Brumby . 
White Elephants in Management I. Pickus ..May 65 
Work Simplification—F. F. Cooley 53 


BUYERS 


Analysis of Insurance Needs—John R. Blades ..............Mar. 29 
Supers” Round Table (monthly) Apr. 37 RATE CHANGES 


Getting Enough Insurance—Dwight W. Sleeper ee 
Regulation, The Paradox of—A. Lieberman Apr. 37 Compensation Reduced (Mo Y.) tee. 
: Reporting Forms of Fire Insurance—Stanley W. Tebbetts ..Feb. 27 Fire Reductions (Vt., Ala.. Va., a ° . 


Towa Rate Increase Denied 


Ontario Auto Increa 
GENERAL Producers’ 


Accident Prevention and Loss Control—William H. Hollis ..Mar. 77 
Agency Underwriting—George Woodfield Feb. 37 
Agents, Do We Really Need—-Eugene F. Gallagher .......... Jan. 41 
Insurance Principles and Practices ...... Mar. 39, ‘hoe. 43, May 41 
Commission Control—John C, Stott ...... 19 Business Interruption Insurance— 
| New Developments—Robert E. Dineen Apr. Agents’ Viewpoint—James W. Martin 28 
The Fallacy of —E. W. Sawyer 25, Apr. 21 Why and How—Henry 0. Klein Feb. 17 
Common Hazards—Harold F. Gillaspy ....... 87 Concentrate on Clesine: At... "Holt May 25 
Don’t Sell Insurance Short—John D. Pearson Feb. 41 Cultivate Lawyers—F. J. Hagen 
Driver Age Factor, The—Victor F. Veness Jan. 34 Hospital Risk, Improve Your—John N. Qosgrove Feb 
Earthquake, Northwest’s Greatest—H. K. Dent ........ -May 33 tnecreane Your Promiame— 
House Divided, A—James F. Crafts Inland Marine-Commercial—Charles A. Morgan ......Feb. 31 
\ Let's Take Stock—H. Stellwagen May On Inland Marine-Personal—Henry F. Gaillard ..........Feb. 31 
Loss Reserve Formula Deficiency ...............- Jan. On Boiler and Machinery—Frank Kerrigan ....... Feb. 32 
Marine Hearing— Mar. 20 On Burglary and Robberyv—Panl W. Puller, Jr. . ..Feb. 33 
Let Us Compete—John T. Byrne ........... Mar. On Bodily Injury—Joel NV. Gumpher & James R. Wilson Feb. 49 
Congressional Intent—W ittiam: Mar. 21 On Widsity B. Patterson Feb 49 
Multiple Line Underwriting— Prestige Makes Selling Simple_—Laurence J. Ackerman Mar. 100 
Outside the U M. Kidd . 26 Sales Slants from Other Fields (monthly) ............. May 97 
Why Not Here?—William D. Winter San. 27 Selling Tips from the Home Office (monthly) 107 
Multiple Location Fire Rates—C. W. Harris Apr. 17 sidetrack Agreemente—Charles R. Ford Feb. 75 
of Month Why Read Their Character?—Charles R. Roth ..............May 97 


Present Problem F. J. Harring 
Regulation 30, Working ea -W. 


MISCELLANEOUS 


Company Developments si 


State Regulation, Effective— J. Fadwin Lareon 


Status of Our Industry, The—Wallace Falvey . ..--Jan. 23. Fditors’ Corner. The .......... May 11 

United Action—A Must—Charles P. Butler May 18 

Workmen's Compensation— Flame Office and Field Appointments 1M 
New York Annual Report—Henry D. Sayer .......... -»..Apr. 28° Insurance Stock Quotations May 


INSURANCE COMPANIES REPORTED UPON 


Aetna Casualty & Allied American Mutual Fire, American Fire. 

(Stockholders’ Report) .. .Mar. §1 (Mullaney Secretary) ..... Jan. © (New Vice President) .......... Apr. 111 
Aetna Group, Hartford America Fore Group, New York American Indemnity, “Galveston, 

ff eer Feb. 66 (Official Staff Changes) .......... . 66 (New Vice President) .........- -Apr. 111 
(1948 Operating Results) Mar. 81 American Alliance, New York American Insurance, 

(Executive Vice President) .....May 115 (See Great American Insurance) ..Jan. 68 Oa Apr. 111 
Affiliated F_ M Insurance, American Bankers, Miami American Mutual Liability, ‘Boston 
Mar. 81 Company) .Feb. 66 (Dividend Revision) ............ May 115 
gricultural Group American Casualty, Reading 

(Parkinson Retires) .............. Feb. 66 (Stock for Cash) Jan. 65 
Interinsurance, Francisco American Farmers Insurance, Phoenix (Examination) 

(Being Formed) ...........++. -.. Jan. 65 (Unlicensed Activity) ........... »May 115 (Personnel Changes) 
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American New York 
(Personnel Cha ) 

American Surety “New York 
(New i 


‘eb. 67 


‘eb. 67 
Los Angeles 
. Jan. 66 
Atlantic Mutual York 
Trustee 


Result ts) 

Bankers ndemnity, Newark 
(New Director) 

Cal-Farm Insurance, 
(Licensed) 

Camden Fire, 
(New Directo or) 


Apr. 111 
. Jan. 66 


Mar. 82 
Apr. ‘11 
Century Lloyds, Houston 

. Apr. 111 
‘0 Make Payments) May 115 
Cimarron C asualty, C imarron 

(Licensed ) 

(New Organization) 
Commercial Insurance, 

(Licensed) 

(Officers and Directors) sua 
Continental Casualty Chicago 

(Dividend Increased) 

(Stockholders’ Report) 

Continental Insurance, New York 

(1448 Results) 

Crum & Forster Group, York 

(14s Sperating Results 
Detroit Mutual ‘Accident. Detroit 

(Merged) . ... Jan 
Disability Income, Indianapolis 

(New Non-Can. Carrier) ..Mar. 
Seeqee Fire & Marine, Dubuque 

(O'Rourke New President) ......Mar. 
Emmeo Insurance, South 

(Fire and Allied Lines Reinsured) Jan 
rs Insurance, Birmingham 

nereases Capital) 

Excess Reinsurance, feats York 

(Membership Increased) ..... 

Farm Bureau Mutual, Lansing 

(New Mutual Company) .. Apr 
Federal Insurance, Haritan Township 

(Special Dividend .Ja 
Fidelity and Deposit, Baltimore. 

(Declares Extra ae 

(Stockholders’ 

(Stock Dividend 
Fidelity-Phenix Fire, New York 

(See Continental Insurance) 

Fire Association, Philadelphia 

(New Director) 

(Michel Advanced) ..May 116 
General Accident Fire, Perth 

(Personnel Change) May 116 
General Accident Group, Philadelphia 

(Executive Changes) ........ May 116 
General Casualty, Seattle 

(Changes Underwriting Basis) ..May 117 
General Seattle 

(Official Staff Changes) -Mar. 84 
Lloyds Fire & Casualty, San Antonie 

(New Lloyds) M 
General Reinsurance, New York 

(Pays Dividend) . 
General Transportation “asualty, 


Amarillo 


.. Jan. 68 
New York 
(Names Vice President Mar, 84 


Glens Falls Group, Glens Falls 
(Extra Dividen d) 

(Nine Months’ Hesuits) 

Great American Group, New York 
Results Mar, 86 
(New Vice President) 
(Extra Dividends) 

Guaranty of N. A. Montreai 
(Expands U. 8. “Bond Dept.) 

Gulf [nsurance, Dallas 
(New Financing) .... 

(increases Dividend) 

Hanover Fire, New York 
(Dividend Lnecrease) .. 

(New Director) hte Ja 

Haséwase Mutual Casualty, Stevens Point 
(Dividend Increas Ma 

Hartford Accident, Hartford 
(Stockholders’ Report) 

Home Indemnity, New Yor 
(Executive Changes) 

Home Insurance, New sos 
(Annual Keport) 
capital Kevision) 

(New Director) 

Illinois Fire, Chicago 
(Stock ee 

Industrial Indemnity, 

on) 

Inland Em “m4 Insurance, Boise 
(Licens: ) 

Insurance Company of N. 
(Dividend Increase) . 

Kansas City Fire & Marine, ‘City 
(By Line Underwriting) ... 
(Novel Annual Report) 

Kentucky Central Life, 
(Stock Dividend) 

Latonia Insurance, Covington 
(To_ Liquidate) 

Law Union & Rock Insurance, 
(See London & Lancashire) 

London & Lancashire 
(Executive Changes an. 

Lumbermen’s Insurance, Philade! phia 
(New Director) 

Mutual Casualty, 
(Raises Auto Dividend) 
(Dividend Schedule Approved) 

Casualty, Baltimore 
(Pays Dividend on a 
(Stockholders’ Re’ 

Massachusetts a 
(Examined) 

Merchants Mutual Casuaity, Kansas City 
(Begins Business) Jan 

Meserole Group, New York 
(Tremaine Retires) ........ 

Michigan Surety, Lansing 
Extra_ Dividend) 

Benefit poll A 
(Executive Chan 

Mutual Creamery 
(Keduces Divid dends ) 

National Auto, Linesia 
(New Organization) .............May 118 

National Fire, Hartford 
(New Vice President) .-Apr. 114 

National Fire & Casualty, Montreal 
(New Canadian Company) 

National Surety, New York 
_ (Official Staff Change) 

frs. Assn. Fire, 
_ (Divide nds to 
Mfrs. Casualty, Trenton 
‘(Dividends to Polie yholders) 

North British & Mercantile, London 
(Official Staff Changes) 

Pacitic Indemnity, Los Angeles 
(Official Staff Changes) 


.Mar, 
May 117 
..May 117 


Mar. 


Chica n 
“113 


May 115 


Peerless Casualty, Keene 
(Increases Dividend) 
Pennsylvania Mfrs. Casualty, 
(Dividend Kevision 72 
Natio Philadelphia 
(See Lumbermen’s Insurance) 
Pioneer Equitable, 
(See Rhode Island 
l’reterred Fire, Topeka 
(New Otticers) ° 
Vrovidence Washington Group, 
(1645 Kesults) 
Vublic Employees Mutual, Seattle 
( Licensed) 11s 
Keinsurance Corporation, New York 
(Breining Advanced) A 
Kepublic Indemnity, Columbus 
(Now Operating) 
Kesvlute Fire, Hartford 
(Kesident Vice Presiden 
Khode Island Iusurance, 
(New Directors) Fe 
(Reinsurance Agreement) 
Kivyal-Liverpool Group, New York | 
(Keport to Employees) 
Safety Casualty, Dallas 
(Licensed) 
St. Paul Group, St. Paul 
(Excellent Lxperience Recorded) ..Feb. 7 
San Jacinto Insurance, Nacogdoches 
(Licensed) Ja 
(UOtticers and Directors) 
Seaboard Surety, New York 
(Dividend Increase) 
Security Insurance, New 
(New Director) 
Security Taxpayer 
(New Title) Feb 
Southwestern Fire & Casualty, Dallas 
(New Director) Feb 
Standard Accident, Detroit 
Standard Casualty, Lincoin 
(increases Capital) 
Standard Fire, Hartford 
(See Automobiie Insurance) 
State Farm Mutual, Bloomington 
(Launches Kate Keduction) 
(Kate Revisions) 
Sterling Insurance, Chicago 
(Stock Sale) coves 
Stock Insurance, Philadelphia 
(New Company) 
Tennessee Farmers Insurance, 
(Licensed) Jan. 7 
Texas Industrial L 
(New Organization) 
Travelers Insurance, Hartford 
(Promotions Announced) 
Trinity Universal Insurance, Dallas 
(Official Staff Changes) 
Tri-State Fire, Tulsa 
(Increases Capital) ... 
Underwriters at Lloyd's, London 
(Drysdale Chairman) .. Feb. 72 
United Mutual Fire, Boston 
Householder’s Floater) -Apr. 116 
U. Fidelity & Guaranty, Baltimore 
(Stoe kholders’ Keport) Mar. ¥2 
Universal Mutual Casualty, ¢ “hicago 
(New Company) Mar. 92 
iniversal Surety, 
(Increases Capita 
Utiea Mutual Insurance 
(Dividend Rev 
Wm. Penn Fire, 
iNew O 


Mar. 5S 


May 119 
Utica 
Jan, 73 


Philadelphia 
Feb. 72 


Feb. 67 
on Mar. SI 
vice President) ............May 115 
Anchor Casualty, St. Paul 
(Increases Capital) ..............] 
Associated Factory Mutual Providence 
..Mar. 81 
tie, 
24 
| 
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Accident and Casualty Ins. Co., New York, N. ¥ Jones & Proctor Bros., Lid., Toronto, Canada ST 
Aetna Insurance Group, Kansas City Fire and Marine Ins. Co., Kans ws 
Airkem, Inc., New York, N. Y ie Kvulob Corp., The, Salt Lake City, Utah Si 
Aldridge Company, James IL, Austin, “Texas La Mers Studio, New York, N. SS 
America Fore Group, New York, Leonhart and Company, Inc., Ne 

aisal Co., The, RIE Wis. Lloyd-Thomas Co., The, Chicago 


London & Lancashire Hartford, 
Loyalty Group, Newa 
Magno Sat-T Board, Einigavitie, 
Manning & Sons, T. A., Datlas, 

Manufacturers Casualty Insurance 


iroup, hes 


Associated Insurance Companies, St. Louis, Mo 
Casualty Cou., Reading, Pa. 
Credit Inde “minity Company, Baltimor 

District Telegraph Co., New . 
an Fire and Casualty O 


American Foreign Insurance Associ Marine of America, New York, N. benes 
American Home Fire Assurance Co., New York, N.Y. ..... Marsh & McLennan, Ine., Chicago, 3 mM 
American Insurance Group, The, Newark, N. J. ‘ Maryland Casualty Co., Baltimore, } 

American International Underwriters, New York, ‘KN. Y. 20 Melling & Bevingtons Ltd., Montreal, Canada 
American Ke-[nsurance Group, New York, N. Y. . Upp. Editorial Mississippi Valley Underwriters, 

American Surety Group, New York, : Moyer Agency, Inc., R. Kirk, New Orlea La. ‘ 
Anchor Casualty Co., St. Paul, Minn. National Fire Group, Hartford, Conn. ............ 
Art Steel Sales Corp., New r National Retailers Mutual Ins. 'Co., Glen Cove, 

Bituminous Casualty Corp., Island, fil. ....... ee 2 Amsterdam Casualty Co 13 
Bituminous Casualty Corp., Rock Island, HL ...... Hampshire F Ins. Co., 35 
Boston Insurance Co., soston, Mass Northern Assurance Ltd., The, New York, N.Y. 
Burroughs Adding Machine Co., De ‘ 62-43 = Northern Insurance Company, New York, N. Y. Sl 
Caledonian Insurance Co., The, “Hartford, - 108 Northwestern Fire and Marine Ins. Co., ¥ apolis, Minn 2 
‘entral Surety and Insurance Corp., Kansas City, Mo. .... 4 Northwestern Mutual Fire Association, Seattle, Wash. 

Chapin Equipment Co., Batavia, | 66° Ohio Farmers Insurance Co., LeRoy, ‘Ohio rh 
Cobb and Company, James O Durham, 86 Insurance Co. Mass 
Columbia Ribbon & Carbon Mfg. Co., Glen Cove, NOY. ... 72 Pacitie National Fire Ins. Co., San Frane isco, 2 
Conover & Co., Chase, Chieago, Ill. ..... Parsons Paper Company, Holyoke, Mass. .... 
Constitution Reinsurance Corp., The, New York, N. ¥ ‘ 46 Paull & Son, ine Alfred, W heeling, W. Va Mi 
Continental Casualty age Chicago, Mh. % pennisi, A. S N SS 
Continental Hotel, anst City, Missouri 4 Phoenix-¢ ut Group urtford, 
“yholds, Ine., New York, N. Y. 10 Pollard, J. R., Oklahoma City. Okla 
Dale & Company, Ltd., Montreal, Canada ........... 53 Reinsurance Underwr . Ine., San Francisco, ww 
ompany, ene temington Rand (Photo Records Division), New York, N.Y... 
Employers’ Group, The, Boston, #13-18-116 & Company, Frank, Dallas, Texas 
employers Insurance Co. of Alabama, Birmingham, Ala. 31 Rising Paper Co., Housatonic, 
Employers Reinsurance Corp., Kansas City, Mo. Ritter General Agency, Denver, Colo. 
Hureka Casualty Company, Philadelphia, Pa. ........... Royal Exchange oup New York, N 
Hureka- Security Fire & Marine Ins. Co., incinnati, Ohio Roval Liverpool York, N.Y. 107 
St. Louis Fire & Marine Ins. Co., St. Louis, Mo. 78 
Fidelity and Deposit =. of Ma tond. saltimore, Md Security Fire Insurance Co., Davenport, lowa ......-- -- 
Fidelity & Guaranty Ins. Corp., Baltimore, Md Sikes Co., Inc., The, Buffalo, N.Y. : os -- & 
Filing Equipment Bureau, Ine., Boston, Mass. Spear and ¢ any, Inc., Los Angeles, Cal. ‘a - = 
; Fire Association Group, Puiladelphia, Pa Springfield Group of F Insurance Cos Springfield, Mass... 36 
Fireman's Fund G San Frane Cal Standard of Detroit Group, Detroit, Mich : - ls 
Firemen's Insurance (Co., News ark, State Farm Insurance Companies, Bloomington, tl 79 
First Boston Corp., New York, N. Summers, Joe W., n Antonio, Texas 86 
Fort elby Hotel, Detroit, Mich. .... Sun Insurance oft New York, N. ¥. . a4 
; Reinsurance Group, New York, N. Y. Inside Front Cover Todd Co., Ine., The, Rochester, New York .. ‘ ee 74 
Insurance Co., New York, N. ¥ 121 Indemnity Hartford, Conn ‘ 111 
rtsmouth, N. H. Tressel & Associates, Harry 53 
Guarantee Co. of North w York, N.Y BU United States Casualty Company, New York, N. Y. oe 7s 
Gulf Insurance Company, Dallas, Texas .. : 47 United States Fidelity & Guaranty Company, Baltimore, Md. .. 6 
Hampson & Son, Ltd., obe rt, Montreal, Canada .. s SH United States Guarantee Company, New York, N. ¥. .. a 39 
Hann Ltd, Francis M., Vancouver, B.C. ... Utilities Insurance Company, St. Louis, Mo 112 
Hawkeye Casualty Co., Des Moines, Iowa .............. Walker & Lippitt, Miami, Florida 
Hitke & Co., Inc., Kurt, Chieago, I. ; 117 Washington Fire and Marine Ins. Co., St. Louis, Mo. 7s 
Hobson. Christie & Company, Ltd., Vancouver, B.C. ........ ST Webster Co., F. S., Cambridge. - 
Hoey, Ellison & Frost, Ine., New York, N. ¥ was sé Weekly Underwriter, The. : 5 
Home Insurance Co., The, New York, N. Y. Pe eer a 28 Western Surety Company, I 
Howard & Co., Ltd., Robert, Montreal, Canada es ST Willis, Faber & Co., Montreal, Canada .. 
Hunter, Lyon, Inc., Miami, Fia. ......... gan ‘ S6 Wilson & (Co., Ltd., A. E., Toronte Canada 
Inland Agency, The, Columbus, Ohio é 5 Wolfe, Corcoran & Linder, New York, N. Y 
Insurance Co. of North America, Philadelphia. Pa Woodward and Fondiller, Ine.. New York, N. ¥ csaee 
Insurance Co. of the State of Pennsylvania, Philadelphiz Woodward, Ryan, Sharp & Davis, New York, N ¥. 3 ' 
International Business Machines Corp., New York, N. ¥ 71 Wright Agency, Inc., The, New York ; ‘wt 4 
Inter-Ocean Reinsurance Co., Cedar Rapids, Iowa 24 =Yorkshire Ins. Co., Ltd, New York, N.Y 
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KANSAS CITY 


Insurance Exchange Bldg. 
NEW YORK 


107 William Street 


CHICAGO 


175 West Jackson 


SAN FRANCISCO 


114 Sansome Street 


LOS ANGELES 


606 South Hill Street 


Like a fine machine tool. 
Reinsurance must get a job 
done with minimum effort. 


Employers contracts, built 
to operate smoothly at both 
the underwriting and claims 
levels. are satisfactory to 
the most exacting insurers. 
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ADVERTISING 


YOU'RE 


IN NORTH AMERICA'S 


. Again North America’s 1949 campaign features your 


service to the community... hammers home your 
importance in headlines, illustrations, messages that 
will help you sell. 


They highlight those everyday could-happen-to-you- 
or-me-mishaps that force a prospect to think about 
more insurance . .. and more about you. 


In every ad you're “The Man in White”. . . the expert 
with the facts... the “friend of the family” who 
stands between the homeowner and loss. 


This year... all year. . . these ads will work for you 
again and again. Reaching millions of readers .. . regis- 
tering millions of favorable impressions in the pages 
of leading national magazines, they'll go far toward 
keeping you in tront for 49, 


INSURANCE COMPANY OF 


COMPANIES, 


coca NORTH AMERICA 


INSURANCE COMPANY OF NORTH AMERICA — PHILADELPHIA FIRE AND MARINE INSURANCE COMPANY 
INDEMNITY INSURANCE COMPANY OF NORTH AMERICA THE ALLIANCE INSURANCE COMPANY OF PHILADELPHIA 
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